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Slaymaker—and the top jobbers listed on page 72—thank aii you hardware dealers for doing such a whale of a job with Slaymaker’s 
four 35¢-to-79¢ “Brass Beauty” padlocks. Look for exciting new Slaymaker products and promotions in 1950. Merry Christmas! 


SLAYMAKER LOCK COMPANY ©@ World’s Most Complete Line of Padlocks ° LANCASTER, PA., U.S.A. 





MERCHANDISING PLAN 























WOOSTER BRUSHES 


THE WOOSTER BRUSH COMPANY - WoosTER - OHIO Yy/OOSTE 
BRUSH MANUFACTURERS SINCE 1851 NYLON 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 


The = 
Wooster 5-Po! 











BRINGS YOUR BRUSH STOCK 
TO THE POINT OF SALE 


1 MORE SALES 


Sales come easiest when merchandise is attractively displayed. 
These scientifically designed display units for wall, counter or 
table will put your Wooster Brushes right out in front — where 
they meet the eye of every customer. 


2 CONDENSED LINE 


Only the most popularly-priced brushes were selected for their 
fast-selling qualities. Stock is accurately balanced to meet the 
average consumer demand. Brushes are interchangeable in all 
display units. 


3 QUICK TURNOVER 


Every brush your customer might need is arranged so that selec- 
tion is easy. Brush inventories are reduced. Fast moving numbers 
insure rapid turnover and quicker profits. Replacements available 
from open stock at no increase in price. 


Ask your jobber for details. 
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Hardwar 
Post Off 


‘Fye-Attraction 
—— 
Buy-Attraction 


Use these free Display Boards to get YALE locks out in 
front of your customer’s eyes...and create more sales. 
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CABINET LOCK Display Board. Eight 
popular cabinet locks. 








popular padlocks, at different price auxiliary locks, including “One Arm” 
levels. Springlatch. 


SILVER SIX Display Board. Six NIGHT OWL Display Board. Six om AY L F MARK ; 
the » wile 


vame Gate helfis make Che 
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Farmers do more than half their work with 
hand tools, keep a good stock like that of the 
Sawyers, Country Gentleman réaders of Mis- 
souri. In any given year, 9 out of 10 Country 
Gentleman farmers buy hand tools. 





Farm kitchens are also well equipped with 
hardware store merchandise. On the average. 
50 basic utensils are needed in the kitchens of 
Country Gentleman housewives such as Mra. 
Taylor of Kansas. 





Hardware dealers know that their best rural 
customers, like the Pauls of Lowa, prefer 
Country Gentleman. Dealers vote it the 
“most effective” in selling power by more 
than 2 to | over the next farm magazine. 


turn to Country Gentleman 
for Better Farming, Better Living 


More than half the nation’s hardware 
stores are in small towns—because 
that’s where the business is. And the 
business is there because farmers 
are the best hardware customers in 


the country... 

... Farmers are their own carpenters, 
plumbers, electricians, mechanics— 
they do the jobs of a dozen different 
city workers. They use their own tools 
to build and maintain their homes and 


In ower half of all U. S. counties, Country Gentleman circulation ex- 


ceeds that of the biggest general weekly and biggest monthly magazine. 


increasing mechanization of farm. 
ing calls for more and more tools 
and other equipment. That is why 
nearly two thirds of all Country 
Gentleman farm readers have a sep. 
arate work shop like this one of the 
Browns of New York Stat: 


farm buildings—and to operate and 
repair their equipment. 

The cream of these country custom- 
ers read Country Gentleman. Its 
2.300.000 circulation is concentrated 
among the “‘top-half” farmers who get 
90% of all U.S. farm income. 

That is why Country Gentleman is 
first among farm magazines—and 12th 
among all magazines—in advertising 


revenue. 
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CYCLONE HARDWARE PRODUCTS 


anization of farm. 

e meg we tools 

nent. That is wh 

Is of all Connie 
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York State ; 


@ Cyclone “Red Tag” Hardware Products ring the bell you like to 
hear ... the cash register bell. And they do it consistently, because 
your customers know, from long experience, that Cyclone Products 
give them their money’s worth—and then some. 

Capitalize on the name “Cyclone” by giving prominent display to 
all of these Cyclone Products: Lawn Fence . . . Gates . .. Hardware 
Cloth .. . Insect Wire Screening . .. Catch-All Baskets . . . Flexible 
Steel Door and Floor Mats. 

If you haven't already done so, place your order with your job- 


ber now. He will give you prompt service on all these Cyclone 
“Red Tag” Products. ~ 








CYCLONE FENCE DIVISION 


(American Stee! & Wire Company ) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Introducing: 


the NEW! AMAZING! 








Becaus 


Becaus 


A Sure-Fire Seller for your 
Housewares Department 





Becau: 


@ the greatest gift to American homemakers 
since the invention of the can opener. 


@ takes the strain off her back—puts it on 
the clothesline. 





@ works equally well on rope or wire line, a 
or outdoor drier. 


@ made of Armco Aluminized Steel—beauti- 
fully packaged in individual box. 


Sold to you on a Guaranteed Sale Basis E 


Retails for $2.49. You pay $18 for baker's 
dozen of 13, f.0. b. your store 


You make $1.11 on every one you 
sell—or 44'‘A% 


Tested—Proved! A Wanted, All-Year Item z 


We have run test after test on Clothes Line Caddy, 
in rural and urban markets. It is a spectacular success 
—it will build new, profitable business for your store. 


Order from your wholesaler — g 
or wire, write or phone us direct 





MFG. CO. 





Write to our Oakland office — 
4111 Broadway, Oakland, Calif. 


Fremont, Nebr. Waldorf, Md. 





Pree mats 


for the asking 


Your cost $1.38 
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IRONING TABLE 
®Jast A Tife, peooucr 





Because it is Amazingly Light in Weight! 


(Patents 
Pending! 


Because it pens Easily from Either End! 
Because it Has Adjustable Flatwork Holder! 


WEIGHS ONLY : \ 


> 1] ALU Mironine tasce * 


| |] mrt, EXPANSION GROOVE TOP 


Designed to make ironing a pleasure rather than a chore, the 
GARY “So-Lite” aluminum ironing table has all the features 
women want—opens from either end with light finger touch 

. automatic lock which works without springs, catches 
instantly and securely when table is opened . . . adjustable 
flatwork holders . . . and amazing lightness with super 
strength. Requiring only one pad, the “So-Lite” refuses to 
buckle or become distorted even under extreme heat. Why? 
Because GARY ingenuity has allowed for heat expansion 
by stamping a series of shallow grooves in the top between 
tiny holes which permit the escape of steam. At the same 
time, these very narrow grooves serve to stiffen the top and 
present a perfectly smooth ironing surface when covered 
with a single pad. Girder cons'ruction guarantees sturdy 
support from heel to tip end. Rear legs are of all steel 











and set further back for more LIST $ 95 

rigidity and strength. PRICE 10: 
Without Flatwork Holders, $10.80 
With freight allowances and full dis 


counts 


JOBBER TERRITORIES AVAILABLE 
NEWSPAPER MATS AND LITERATURE AVAILABLE 
é Flatwork Holders Concealed SEE YOUR JOBBER OR WRITE US FOR INFORMATION 

















Gee. 


HOUSEWARES DIVISION NORFOLK, VIRGINIA 
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Old-Fashioned 
Pilsner 


Highball 
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HOSTESS SETS 
_by LIBBEY GLASS — 





Inspired by the famous prints... 
with all the sales- appeal needed for fast turnover! 


Homemakers will take one look at Fall promotion of these new CURRIER 





o> these distinctive, merry-making glasses & tves Hostess Sets. Note that the 

L| F £ in the November 14th issue of LIFE... November 14th ad in LiFe ts timed to 

then rush to order their set from their give added impetus to your promotion 

Pre-packed for faster, favorite Libbey outlet! of CURRIER & IVES as Christmas gifts. 
easier sales! No wonder—CURRIER & IVES sets are Remember, too—you get a complete 
(Suggested resale prices — five times a wonderful buy! (1) unbe- | merchandising packet of newspaper 


slightly higher in 


South and West.) lievably low priced! (2) heavy baseson ‘Mats, display ideas and radio scripts 


STEMWARE, 8 EACH, $5.00 tumblers! (3) permanent colors that designed to help boost your sales of 

TUMBLERS, 8 EACH, $3.00 can’t wear or wash off! (4) guaranteed __ this striking new set. 
ne 0 eee yee chip-resistant rims: ‘A new glass if the Don’t delay—contact our near-by 
‘Safedge’ ever chips!” (5) pre-packed branch sales office, or Libbey Glass 


_in attractive, specially designed car- headquarters in Toledo, to get a good 
tons for gift-giving! supply of CURRIER & IVES Hostess 
Plan now to cash in on Libbey’s big — Sets headed your way! 


Remember—tie Libbey CURRIER & IVES Hostess Sets | | 
for extra glassware sales and profits! 


in with your Christmas and holiday promotions | 





LIBBEY GLASS aw OE @ 


Libbey Glass, Division of Owens-Illinois Glass Cosmaiie Toledo |, Ohio 
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IN ALL THE WORLD ONLY 


PEARL-WICK <=» © °o+ Sa 


THESE P-R-O-F-I-T-S! 
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SER RBRERSISSS. 


ATT 





@ No reaching, no groping, no yanking. 
@ A touch of the hand, and laundry drops ovt. 


@ Locks open automatically; locks closed 
automatically. 
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Yes... KAY-TITE is always 


available in drums... 


30 Ib. 
DRUM 


RETAILS 
FOR 
$11.00 


except Blue and Green 
which retail for $14.00 














Here's the size you can sell to con- 
tractors, maintenance men and 
farmers where large masonry areas 
are to be treated. 50 Ib. drum cov- 
ers 600 to 750 square feet. 


WHITE 


and 









CREAM GREEN 


BUFF mae 
GRAY 


ROSE 
BRICK RED 


COLORS 


KAy- TITE COMPANY 


NEW JERSEY 
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YELLOW 








SPANISH BUFF 





Backed by 20 Years of Satisfactory 





WEST ORANGE 
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"Yes, Sir! This Home-Utility ‘Merchandiser’ is the finest selling display I've 
seen in my years in the business! It not only attracts my customers .. . it 
encourages them to try out the tools for themselves. And once a man has 
handled and operated a Home-Utility Tool, he's a lot easier to sell!’’ 










A. J. HELMS, Helms Hardware and Paint Store, 
6014 Harford Ave., Baltimore, Md. 






New HOME-UTILITY ‘MERCHANDISER’ 
Displays » Demonstrates ° Sells 


HIS colorful, dramatic, operating display is a 

sure-fire sales builder! We're offering it under 
a special deal which allows the “Merchandiser” 
to pay for itself and give you a profit within a 
short time. It will help you sell more Home- 
Utility Tools all year ’round. And it makes you, 
an AUTHORIZED HOME-UTILITY DEALER, 
eligible to receive red-hot sales leads produced 
by our big national advertising program! 


No floor space needed. Minimum counter 
space. Designed for maximum through-store 
visibility. Five handy electric sockets for operat- 
ing tools. Convenient fixtures for displaying 


fast-selling accessories. Eye-catching illuminated 
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sign. It’sa real sales help! CALL YOUR HOME- 
UTILITY DISTRIBUTOR for complete details 
or WRITE US for informative booklet! Address: 
The Black & Decker Mfg. Co., Dept. H653, 
Towson 4, Maryland. 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


DME-UTILITY 


Products of The BLACK & DECKER Mfg. Co. 
DRILLS + ELECTRIC SAWS + SANDER-POLISHERS - DRILL KITS 
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He Luxe Home Barrows 


SUPERIOR CONSTRUCTION 

_ OFFERS EXPANDED SALES 

OPPORTUNITIES TO 
HOME USERS 







THIS NEW SALES SMASH 


boasts steel pipe handles supporting FULL 
length of tray, rolled tray edges with 
continuous steel rods, braced and bolted 
channel steel legs, front tray braces for 
extra support and ball bearing wheels 
with semi-pneumatic, puncture proof tires. 
Zinc coated bolts. Rubber handle grips. 


These are only a few of the features that 





SUPERIOR assure long use and great popularity. 
PRODUCTS Available in two styles: 
SINCE 1876 Pal DeLuxe 275—Round Front 


Jax DeLuxe 275—Square Front 


Packed 3 in a carton—handles bundled 
separately. Weight 37 Ibs. ea. 


Bright red enameled tray—Aluminum painted metal parts. 








JACKSON MANUFACTURING CO. 


HARRISBURG e PENNSYLVANIA 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 



































MODEL 550 DELUXE lawn mower manufacturing experience. You can offer 
Lightened by aluminum alloy— this quality power job to your customers with ab- med 
yet shock-proof, sturdy and dur- solute confidence. : No. 41; 


able. Smooth running, prompt c letel d — ision built f LAWN Higt 
acting, easy to propel. An ex- ompletely modern design, precision built, we i 
‘9 v pes - Many desirable features:—Aluminum alloy aS ag 
‘be. é 








clusive Buckeye feature, the ‘ No.1 
double paw! clutch, gives quick castings. Tubular steel handles. Attractive MOWERS 
pick-up to the reel, baked enamel finish. 5-blade ball bearing col 
reel with take-up for wear. 20” cut, ad- 
justable for height. Positive clutch. Highly 
Yeboler stest hendle, reliable power unit, Rugged tires, 
stands vertical for easy 
storage. Rubber grips. 
10” wheels. Tires — 
semi-pneumatic, 5- STRONG 
blade ball bearing MODERN 
reel, 16” cut. e 
Rubber roller. 
Weight 29 Ibs. a | 
87 LBS. : 
Information f 
MODEL 76A POWER KING on request 








MANUFACTURING COMPANY 
- SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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_Get Ready Now for the Holidays! 


/ 





Used and 
Endorsed 


Folding 


CAMP STOVES 






Always an 


\ 


iL EA D ING) reflectors 
\OUTDOORSMEN, cme 


Everywhere! / you add-on 





Sol 
STOVE 


Famous the world over as an 
efficient, low-cost stove. Burns 
kerosene. Heats quickly. Also 
ideal for camps and cabins. Safe. 
In two models — Silent type, 
Roarer type. 





Modc! No. 531 
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REFLECTORS 


Make a powerful spot- 
light out of Coleman 
lanterns. Easily attached, 


acceptable gift for the outdoor man— 


for the family. Three models—famous Coleman 
quality. Light instantly. Cook like a city gas range. 
Fold up, carry like a suitcase. Sell them for Christmas 
giving. Retail Prices as low as $9.95. 


Floodlight 
LANTERNS 


Most popular lantern made, and a popular 
gift icem. 20 times as bright as old-fashioned 
lante-ns! Makes and burns its own gas from 
gasoline. Safe. Storm-proof. Three popular 
models with Retail Prices as 
low as $9.95. 


for Models 
220D. Give 
sales! 





Good eats quick. 


any kind of gasoli 
it’s “hot” as a gift 





Model No 530 





Are Always Big Favorites! 


Again this year, Coleman appliances are favorites of thoughtful 
Christmas givers. Again this year, powerful advertising tells the 
Coleman gift story to millions. Make these ads your ads — tie in 
with special Christmas newspaper ads, mats furnished on request. 
Show Coleman Gifts in your window and floor displays. 

Check your stock now—be sure it includes these 
popular Coleman appliances. Order from your jobber. 


four 


er 
— a * 











Pocket 
STOVE 


Ideal for the man 


who travels light. Fits in hunting 
jacket pocket. Weight 3 lbs. Burns 


ne. Display now=— 
item. 
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1111 CASH IN... BE THE 


Eagle 


TARPAULIN HEADQUARTERS 
IN YOUR TOWN! 


More sales! More Profits! Her, 
is your opportunity to make 
money as the EAGLE FARM 
TARP dealer in your town. It 
can be done by tying your store 
in with the big National Adver- 
tising Campaign on EAGLE 
FARM TARPS now in process. 
Yes, it’s a way to bring Farm 
Customers, the year round into 
your store ... and ring up profit- 
able sales on your cash register. 





68% OF THE FARMERS IN YOUR 
COMMUNITY ARE CUSTOMERS FOR TARP 


According to a national survey 68%, or better than 
two out of every three farmers who enter your store, 
use FARM TARPS. Why not get your share of this 
business ... and profits too by stocking EAGLE FARM 
TARPS now. It’s the only nationally advertised Tarp, 
and the tarp farmers in your community will buy 
because the quality and price is right. 


ASK YOUR HARDWARE OR IMPLEMENT 
WHOLESALER FOR YOUR STOCK OF 
EAGLE FARM TARPS AND TRUCK TARPS 


Be sure to put EAGLE FARM TARPS on your “want” 
list today. All leading wholesalers stock them. EAGLE 
FARM TARPS and TRUCK TARPS are individually 
packaged at the factory in colorful display cartons, 
sizes plainly marked, ready for shelf or counter selling. 
Easy to stock ... easy to sell! Made of Para Water- 
proofed Genuine Duck, double-sewed throughout, 
grommets anchored against rope in hem. 


SS 


rank Pain 
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NATIONAL ADVERTISING 
TO TELL THE EAGLE FARM 
TARP STORY TO 


8,651,493 


FARMERS 


You get EAGLE FARM TARP’S 
powerful national Farm Magazine 
Advertising working for you—selling 
farmers in your community .. . send- 
ing them into your store to buy. 
EAGLE is the only nationally adver- 
tised line. That’s why it pays to stock 
and cash in on the year round market 
for Eagle Tarps, backed up with domi- 
nate advertising in the leading Farm 
Magazines shown at the right. 


COLORFUL DISPLAYS 
AND BOOKLETS TO HELP 


YOU SELL 


Eye-catching displays for window or 
counter furnished free to tie in your 
store with the EAGLE FARM TARP 
National Advertising. Free Booklets 
for distribution to farmers tell of the 
1001 uses for Farm Tarps. Ask today 
for supply. 


MAIL COUPON FOR FACTS 
ON HOW YOU CAN TIE IN AS 


TARP HEADQUARTERS IN 
YOUR TOWN 


Find out today how easy it is to sell 
EAGLE FARM TARPS. Ask your 
wholesaler for the profit story or mail 
coupon for complete information on 
how you can tie in as TARP HEAD- 
QUARTERS in your town. 





1/2 PAGE 


1/4 PAGE 


H. Wenzel Tent & Duck Co., 
St. Louis 4, Missouri 
Gentlemen: 
Please send the complete Profit Story about EAGLE 


FARM TARPS and facts on how we can tie in as 
TARP HEADQUARTERS in our town. 


ee _ ‘ 





ADDRESS_____ ineninii 


§ 
L aici — = ) = 
Leese senna 
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Feature This 
: NEW PROFIT 
Ideal Gift! Barra 


NO WONDER EVERYBODYS GIVING 


VISE-GRIP 


—'D LIKE ONE 
a MYSELF! $5 
at hs 









we 
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Backed by 
Pre-Christmas ine 
idvertidag in counter top revolving 

*% Saturday Evening Pos ” 

iter's ii tool merchandiser 


*® Collier's 

*% Popular Mechanics 
*® Popular Science 

*® Farm Journal 

*® Country Gentleman 





* slater deteen Now you can install a complete tool department in 
soutaais Weuaries ssp rLoee —_ one compact P & C merchandising unit. The 100 JR 
WON'T quarters, f SMALLEST unit illustrated consists of eight popular junior dis 


plays in a sturdy revolving stand 3 feet in diameter, 
with a flashing plastic sign. 

Tools displayed cover 75% of the volume possible 
with a complete set of large displays and yet reduce 





Make VISE-GRIP the greatest Christmas gift seller in 
your store this year! Heavy pre-Christmas advertising your tool investment 50%. 
will reach more than 15,000,000 homes! 

Tell your customers how VISE-GRIP does difficult jobs 
like magic! LOCKS to the work with more than Ton Grip ‘ ’ : : : 

or adjusts to powerful pliers action. spilled. Space for literature and gift sets is provided. 


Tell them the original VISE-GRIP was the world’s most Attractive natural wood finish with blue back- 


This merchandiser assembles quickly with no cut- 
ting or fitting; it revolves easily and cannot be 


powerful, most useful hand tool—and the N-E-W VISE- 
GRIP is even better! 
Show customers the New Involute Jaw Curve that holds 


ground. Net cost for the stand complete with an 
illuminated flashing sign is $14.75 when ordered 


all shapes—nuts, rounds, irregular shapes, with unbeliev- with set of Junior Displays. 
ee a — eo eae What do not slip... Order the latest in tool merchandising today from 
ie ‘ your P & C Distributor. 
Same Low Retail Prices: : 
WITH Cutter.......No. 7W—7-in., 82.25 Write for descriptive circular $D-10-A and complete 
No. 10W—10-in., 82.50 catalog of P & C Tools . . . the Profit line. 


WITHOUT Cutter. .No. 7C—7-in., 81.85 
No. 10C—10-in., #®2.25 
Also world famous original model: 
No. 7—7-in., 81.65 


No. 10i0-in, SEBS =i... pay P&C HAND FORGED TOOL CO. 


Order trom your jobber ‘ Box G, Milwaukie P. O., Portiand 2, Oregon 


PETERSEN MFG. CO.., pept. H-12, pewitt, Nebr. 
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IS-A DOLLAR SPENT FOR OUR DEALERS 


Walker-Turner products are sold only through authorized deal- 
ers, Thus every penny of every dollar we spend for advertising 
benefits the dealer directly. 


Our dollars launch a sound advertising and selling campaign 
which builds customer acceptance for the complete Walker-Turner 
line of metal and woodworking machines; more sales and higher 
profits for our dealers. 





Walker-Turner products are aggressively advertised in twenty- 


ent in 
00 JR two national magazines covering the metal, woodworking, plastics 


x dis- 


ite. and building trades, plus vocational and manual training schools. 
Mailing pieces, promotional literature, and other sales helps that 


ssible 
duce are strong, down-to-earth selling aids, are always available to 


back up our dealers’ selling efforts. 


> cut- 
t be 


ided. Z ‘ ‘ 

eg Write today for complete information. 

h an 

lered 

sit WALKER-TURNER PRODUCTS ARE SOLD ONLY 
— THROUGH AUTHORIZED DEALERS 


KEARNEY s TRECKER CORPORATION 


PLAINFIELD, NEW JERSEY 


WALKER-TURNER oivision 
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in milk filter disks, too 


YOU’LL PROFIT MORE BY 
CONCENTRATING ON 


AMERICA’S NO. 1 NATIONAL BRAND 





MANUFACTURED FROM BALE TO BOX BY 
WORLD’S LARGEST MAKER OF SURGICAL DRESSINGS 


Dairy Filters Department 
Filter Products Division 
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HAR 


YOUR SALES WILL GROW 


with RAPID-FLO 


THESE 4 WAYS... 


FARMERS KNOW AND ASK FOR RAPID-~ FLO — DISPLAY IT 
Your sales experience proves that nationally advertised, nationally 
wanted brands move faster. That’s why RAPID-FLO “Fibre-Bonded” 
Filter Disks are your best sales bet for farmer customers. No need to 
carry more than this one brand because there is a size and type 
Rapid-Flo Filter Disk for any strainer. 


RAPID - FLO SELLS RELATED FARM - DAIRY ITEMS— SET-UP 
TIE-IN DISPLAYS 


Rapid-Flo Fibre-Bonded filter disks are a daily necessity for millions of 
farmers in the production of clean milk. Use this “needed” item to sell 
related lines, such as pails, clippers, scoops, cans, shovels, forks, tie- 
out chains, brushes, sprayers, insecticides and hundreds of farm-used 
items you sell. Make each sale bigger, by grouping Rapid-Flo and 
related items in a Dairy Supply Department. 


J&J FIELD SERVICE WORKS FOR YOU 


In addition to national Rapid-Flo advertising J&J Field service men 
are working daily with your customers in cooperation with state and 
local milk officials. They demonstrate milk quality improvement and 
prove to the farmer how it pays to buy only RAPID-FLO filter disks of 
the right size and type to fit each strainer. You get the full benefit of 
this service in extra Rapid-Flo sales. 





JOHNSON & JOHNSON QUALITY MEANS RE-ORDERS 


The great J&J organization, internationally noted for its achievements 
in processing cotton for surgical dressings, manufactures Rapid - Flo 
under the same roof, with laboratory quality controls. Constant 
improvement is always sought. Get your full share of the richest rural 
market in history. Establish yourself with a display of Rapid-Flo Filter 
Disks as a retailer handling top quality lines. 





| & 4949 W. 65th Street 
; a Chicago 38, Illinois 
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LAST CALL/ 
Order Your XMAS S70 


4 


DESIGN—Functional, streamlined 
—assures proper alignment— 
longer life—less wear. 


CONSTRUCTION — Reel housing 
and handle frame is a one piece 
aluminum alloy casting. Rigid and 
lightweight. 


BALANCE—In-built reel assures 
better balance—will not come 
apart in use; does not tend to 
turn in the hand when casting. 


LEVEL WIND — Smooth running 
with quiet, helical gear drive. 


ADJUSTMENTS—A knurled but- 
ton at left of spool controls spool 
drag. Clicker slide also at left. 


REEL SPOOL — Lightweight to 
avoid “flywheel” action. Large 
capacity, 150 yards of 15 Ib. test 
line, with cork covered core. Ex- 
ceptionally free running. 





HANDLE — Grips are carefully 
THE shaped to fit the hand. Scientifi- 


cally designed for proper bal- 
lee ance. 


RODS—High carbon, spring steel 
$9750 





—precision ground and cali- 
brated for uniform action. Guides 
chrome plated. 


$4500 


Prices include reel, rod, carrying case, Fed. Tax. Liberal Trade Discounts. 


SPECIAL FEATURES OF THE SUPER CASTER ONLY: 
THUMB BUTTON DRAG—New, 


modern way to control reel ac- 
tion; no “thumbing” the spool. 


ADJUSTMENT — Extra drag ad- 


justment for thumb button setting. 


PISTOL GRIP—Attractively 
carved, hardwood grips, shaped 
to fit the hand. 


Extra rods of various lengths and flexibility for both Caster and Super 
Caster range from $6.00 to $13.50 each, local taxes extra. 


Pat. 1145625. Other Pats. Pending. Right to make specification changes is reserved without obligation, 


HURD LOCK & MANUFACTURING COMPANY 
SPORTING GOODS DIVISION . 


New Center Building Detroit 2, Michigan 
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KEEPS LIVE BAIT 
HOURS LONGER 


Exclusive “one hand” spring 
wire top fastener; exclusive air 
trap (that feeds life-giving air 
for hours) make Nu-Airflo 2- 


Ten Models 
and Sizes 


Nu-Airflo buckets 
in aluminum or 
galvanized steel, 
12, 16 and 20 


piece, full- floating minnow quart sizes. 
s Standard 2-piece, 
buckets outstanding. ag Ma 


buckets in alum- 

Y LEA inum or galvanized 

OlstRiputeD NATIONALLY 8 DING 1O8e,, steel. 
s 








Dealers! Jobbers! 


Write today for 
illustrated, 
full-line catalog. 


ILLINOIS 


DEPT. HA-12, QUINCY, 











Here’s an ingenious new box that 
every live-bug fisherman will want 





Easy to load, with double door that 
keeps the rest of the bugs safely locked up 
while one bug is being put in or taken out 
Husky tube of clear Pyra-Shell measures 6’ 
by 2” diameter. Bottom cover removable fot 
easy cleaning. DeWitt No. 85 Live-Bug Box 
$1.25 list. 


Write for New Catalog 


Gk De Wet DIV. 


AUBURN, N. Y. 


In Canada 
United Last Co. 
Montreal 


211 CLARK ST. 
Makers of DeWitt American-Made Fish Hooks 
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OUT IN FRONT IN THE MINDS OF MILLIONS! 













> Vimy, 
¢ Ry, ry o,° e 
~ Big, Exciting Ads in Color, Month a 
re . ———— gre 
i. 


Ready for you Sew «- ALADDIN INDUSTRIES, INCORPORATED 


703 Murfreesboro Road, Nashville, Tennessee 
Gentlemen: Send me your new Merchandising Broadside #£M11.09 with Giant 
4-color Window Poster and complete information on Free Advertising Aids. 


FREE advertising aids 








: Name sniamaainsion Sian 
store traffic and a 
a 
customer sales. 
Address 
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@ BOOTHS 848-850 
NATIONAL HOUSEWARE SHOW 
Chicago, Illinois 






New ARISTO-MAT 


Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 








lil 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 


of patterns and sizes, in a price range FREE TRIPLE PROFIT 


Sim 








SS 


























to fit every pocketbook. MERCHANDISER 3S5 DEAL 
With 1 dozen fast selling assorted Aristo-Mats, 
Pre-sold through NATIONAL ADVERTISING which contains the 17 inch by 19 inch size only. 
on a full 12 month schedule in... YOUR | FAIR TRADE YOUR 
COST RETAIL PRICE PROFIT 
, @ Better Homes & Gardens 
© House & Garden Ys Doz. 401 FLORAL QUEEN $4.66 $7.16 $2.50 
© Heese Beautiful Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
@ American Home 
@ Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
e Ladies’ Home Journal $1 2.45 $1 9.08 $6.63 








@ Woman's Home Companion 


e McCall's © Parents’ Fair trade prices, Chrome Master $1.98 


Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 












1 O8 4 Rirunp 
meen * ry, 
Guaranteed by % 

Good Housekeeping / #> 
-~ een 
2r 45 apvearsio WOT 








COMPANION 
B SEE YOUR JOBBER or write for your nearest distributor 











PHOENIX TABLE MAT COMPANY 


1315 West Congress Street © Chicago 7, Illinois 
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TOWEL BAR 
NO. 192 


SPARKLING NEW 





HALL- MACK 





IS DIFFERENT! 


Who says all bathroom accessories look alike? Sparkling 
new Hall-Mack crysTaLcRoMeE is different! Different 
in design...outstanding in materials...distinctive in its 
dramatic jewel-like appearance. This great new idea in 
accessories —combining lustrous chromed solid forged 
brass with clear, clean, crystal—has people talking... 
and buying! It's an unbeatable combination—a bright 
new design backed by a name famous for quality. 


Don't overlook the profit opportunities of this popular 
addition to the complete Hall-Mack line. Write today 
for your CRYSTALCROME Catalog and full details. 


HALL-MACK COMPANY 


1344 w. WASHINGTON BLVD., LOS ANGELES 7, CALIFORNIA 
7455 EXCHANGE AVENUE, CHICAGO 49. ILLINOIS 


These jewel-like accessories are available in wall and 
recessed models to satisfy all bathroom accessory needs 





ROBE HOOK 
NO. 181 





SOAP HOLDER SOAP AND GRAB 
NO. 120 NO. 165 
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ready to sell ‘em an 


$1895 TJountawell AUTOMATIC TOASTER 
for Christinas 2? 


1. ORDER MORE TOASTSWELLS NOW—immediate delivery! 


2. DISPLAY TOASTSWELLS NOW with plenty of free LIFE string tags, streamers 
and easeled reprints! 


CASH IN QUICK 


ON THIS GIGANTIC 3. ADVERTISE TOASTSWELLS NOW with free tie-in newspaper mats that 


channel LIFE’S pull to your store! 


PROMOTION... 
PHONE YOUR DISTRIBUTOR America’s tastiest toast is made in 


on wine us rooart MMOs VY S 0D 
TOASTERS 


THE TOASTSWELL COMPANY 
620 TOWER GROVE AVENUE, ST. LOUIS 10, MO. 
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OUR SALES CURVE... 
SELL SCREENS WITH A REPUTATION 












































































































































































































































ROEBLING IS THE BEST KNOWN NAME IN WIRE, and that means your 














customers have full confidence in Roebling screen cloth. From Insect Screen 








Cloth and Panel Cloth to Standard Hardware Cloth, Wire Lath and Heavy 














Galvanized Commercial Steel Cloth, you'll find the Roebling line a natural for 








boosting sales and good will. 




















Assured leader among the profitable Roebling choice of wire cloth is Bronze 








Insect Screen Cloth. It’s unbeatable for strength and long life. You can offer it 
in both Bright and Antique finishes, and your hardware jobber is ready to back 














you up with on-the-dot deliveries. 




















Sell the Roebling line of screen cloth... the most reliable and economical in 
‘ service that’s made today. There’s the right type and size of wire, the right mes 














for every requirement. Get full information from your jobber. 





























WOVEN WIRE FABRICS DIVISION 
OF JOHN A. ROEBLING’S SONS COMPANY | 
ROEBLING, NEW JERSEY 
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* WIRE ROPE AND STRAND * FITTINGS * SLINGS 
% SUSPENSION BRIDGES AND CABLES *% AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *® AERIAL WIRE 


ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD. ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND A CENTURY OF CONFIDENCE JR 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH *& LAWN MOWERS 
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TAPE 
MARKED 


PURE MANILA ROPE 


=for home and farm 
= construction and industry 


= marine and fishing 








More customers look for the Red, White and Blue 
5 Markers - It's their assurance that Columbian guarantees 
every foot of its Pure Manila Rope for high quality, 








durability, strength and long service. 

And it further assures them that Columbian Pure Manila 

Rope is water-proofed ... flexible .. . balanced . . . rot-proofed 
. non-kinking . . . lubricated. Easier to handle. 








Less work for you - It's no longer necessary for you to 
ep pull rope up through the floor . . . lay it out in the 
“@ | aisle . . . measure and chop it off with an axe. It’s no 








longer necessary to hide your rope in the basement or 
back room. 

The Columbian Rope Merchandiser puts your rope right 
where customers can see it... and buy more of it. 

It stands 532” high... takes only 22” x 1142” floor 
space. Quickly and easily, it measures the required length of rope 
and cuts it. Saves you time and work. Makes every rope sale a 
pleasure. 








Complete line of rope for every purpose 
4 4 Rarely, if ever, do you have to say “no” to a cus- 
e tomer. Whatever your customer's needs 








Columbian has the exactly right rope. For the farm, 
rope for hoisting, towing, lashing and binding. Tie, 
guy and hay fork rope. Many more, including binder 
and baler twine. 

For industry and construction, rope for scaffolds, 
staging, painters’ falls, trucks, hoisting, ladders, lash- 
ing, dumbwaiters, etc. 

Rope of every kind for fishing, yachting and marine use. 


Hard and soft twines, put up in small and large quantities. 
Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” New York 


> 
Red White Blue 
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Now being backed by the largest advertising 
campaign in the history of the indust: 


The label that 


spells confidence! 








WHEELING CORRUGATING COMPANY ¢ WHEELING, W. VA. 


ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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_ / 
fp frodny ——— 
the New "Pay as You Profit’ 
Sates Plan for ROM 
Key Duplicating Machines 


For those discriminating buyers operating on a budget, KEIL offers a time pay- 





ment plan — A plan with none of the usual expensive service fees — KEIL now 
gives you twelve months to “PAY as you PROFIT” with your new key duplicating 


machine. 
KEIL is the only manufacturer in the world 


manufacturing a complete line of auto- 















matic and semi-automatic key duplicating 
machines. 


No. 1A, AND 12 AC 


Automatic key duplicating machine 


Write or wire today and ask 
for details on the “Pay as you 
Profit Plan” ... It will show 
how you, too, may increase 
profits with a new KEIL key 
duplicating machine. 











Cc PED 
KE YoupPlicATING MACHINES 


KEIL LOCK CO.-CHARLESTOWN,NEW HAMPSHIRE 
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> The store that presents an attractive front — that is 
modern and inviting inside and out —is a real winner. 
It attracts more customers, makes more sales, increases 
profits. 

Your hardware store can be a winner, too, if you 
modernize with Pittsburgh Glass and Pittco Store 
Front Metal. And when you modernize, do it right. . . 
no half-way job! Dollar-wise merchants all over the 
country have proved that the complete modernization 
of their hardware stores has been a sound investment 
which has resulted in the immediate improvement of 
their businesses. 

When modernizing your hardware store, consult 
your architect. He is familiar with Pittsburgh Prod- 
ucts and will see to it that you get a design that is 
well-planned and economical. We will be glad to help 
both of you in every way possible. And, if you wish, 
vou can make arrangements for convenient terms 


Guu : 
28n Leandro 


HARDWARE 


GARDEN Supp; west se 


ita Cia 





atc 
RDUE (: San Leandro 
4. a. 0 awe HARDWARE 


and be one! 


through the Pittsburgh Time Payment Plan. 

In the meantime, why not send for a free copy of 
our store modernization book, * ‘Modern W ays for 
Modern Days”? It contains illustrations and descrip- 
tions of remodeled stores, and projected designs by 
some of the world’s foremost architects. Just return 
the coupon below. 


| Pittsburgh Plate Glass Company 

| 2335-9 Grant Building, Pittsburgh 19, Pa 

! Without obligation on my part, please send me a Pree copy of 
| your book on store modernization, “Modern Ways for Modern 
| Days.’ 

Name 

| \ddress 


City State * 


THIS PICTURE OF A HARD- 
WARE STORE in San Leandro, 
Calif., shows how effectively 
Pittsburgh Products can be 
employed to make a store 
more attractive, win new 
customers. The “open-vision” 
design —in which the entire 
store interior becomes a sales- 


8 


Sr SORTING GOODS 
eo ee ee producing display — invites 
passers-by to come in. . . 

actually helps make the sale 

IF 1 . before the customer enters. 

Your hardware store, too, 

will be a sales winner when 

it is modernized with Pitts- 

burgh Glass and Pittco Store 

Front Metal. Architect: Cecil 
Moyer, Oakland, Calif. 


r 


PITTSBURGH ( /iic front and Ariteviors- 


PAINTS + GLASS + CHEMICALS + BRUSHES - PLASTICS 


G 


Apes (tes s ae Fe 
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Animal chains such as halters, tie-outs and dog of steel or bronze, woven 
chains, comprise only a few of the many popular’ automatically into chain. 
items Hodell furnishes for the hardware trade. Double thickness of the 

Take Sash Chain, for example. Hodell Woven metal at the eye gives it extra strength. Uniformity, 
Link Sash Chain is a superior product, made by a smoothness and rounded edges make for easy, si- 
special process developed and used by Hodell ex- lent operation and long wear. Hodell Sash Chain is 
clusively. Links are formed from a narrow ribbon packed in bags or on reels. Write for Catalog EX-49. 





* Hodell is the name for dependable chain! + 


Jack, Sash, Safety, Ladder, 


tress, rome, very wor fig LOD ARE PN. Eide) 17-\, bf 


chine, Proof Coil, Liberty Coil, 


Estahlished 1886 « CLEVELAND 3, OHIO 


Flat Link, Register. A division of — THE NATIONAL SCREW & MANUFACTURING COMPANY 


Passing Link, Bulldog, Samson, 
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Easier to Sell 


Modern design and new, smart finish 
mean greater eye-appeal—stronger 
buy-appeal. New packaging carries 
identification on all sides — simplifies 
stocking and handling. Twin and packer 
types use same Venturi tube and nozzle. 


New pressure switch mounting elimi- 
nates pipe joint. New adapter fitting 
permits easy change-over from shallow 
to deep well service. Streamlined design 
allows neater installation. 


Easier to Service 


All internal parts removed as a complete 
unit, without disturbing suction or dis- 
charge piping. Pump can be assembled 
or disassembled with ordinary pipe 
wrench. Positive sealing permits easy 
alignment during assembly. 
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MYERS 


“HN” SERIES 


WATER SYSTEM 


for shallow 
and deep wells 


« improved performance ! 


simplified convertibility ! 
« modern design ! 


« faster sales, better profits ! 


Everything about the new Myers “HN” Series Ejecto makes 
for smoother, more profitable water system selling —greater 






all-round customer satisfaction. It’s quieter and vibration- 
free in operation. Provides increased capacity at higher 
pressures. Positive air control on all models. Rust-proof 
parts at every point of water contact. Simplified converti- 
bility means one basic unit for both shallow and deep well 
requirements. Converted to suit either well condition 
by one simple threaded connection. Extra-durable and 


dependable . . . an excellent value by any comparison! 


Yes—on every count, the brand-new “HN” Ejecto has what 
it takes to get 1950 sales off to a flying start! It’s as far ahead 
in performance as it is in appearance. Another big step for- 
ward for Myers dealers, in water systems sales leadership! 


COMPLETE LINE! 


Myers offers a full range of new 
“HN” Series Ejectos — shallow well 
types; twin-type for deep wells; 
packer-type for 2” to 4” diameter 
deep wells—belt-drive, motor-driven 
and engine-driven centrifugals. All 
are built to Myers high quality stand- 
ards, tested and proved under sever- 
est operating conditions, 





THE F. E. MYERS & BRO. CO. 
Dept. $-40, Ashland, Ohio 
Famous for Quality since 1870 
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.. month readers of The Saturday 
Evening Post by the thousands see a 
Nicholson cartoon ad like this which 
helps to make “Nicholson” the most 
widely remembered name in files. But 
mechanics and other experienced users 
know these famous files for their practi- 
cal qualities . . . for having all the essen- » 
tial requisites of “the perfect file,” to wit: 


© STRAIGHTNESS — for holding the file stroke 
“to the line” when necessary. 


@ ACCURATE CUT-—teeth of even height, sharp- 
ness and spacing to assure full, smooth bite. 


@® UNIFORM HARDNESS —to avoid “skips-and- 
grabs” and uneven wear. 








@ PROPER BALANCE—for steady filing strokes. 
@ GOOD STEEL—for long file life. 


No wonder the world’s largest file manu- 
facturer can guarantee Twelve perfect files 
in every dozen. And no wonder most hard- 
waremen prefer to recommend and sell the 
Nicholson brand—or its twin, Black 
Diamond! Are you one of them? 








To enable your sales staff to give custom- 
ers “expert” advice and information about 
files and filing, send for (and be sure they 
read) “FILE FILOSOPHY,” the famous 
Nicholson “textbook” on kinds, use and care 
of files. It’s FREE. 


NICHOLSON FILE CO., 25 Acorn Street, Providence 1, R. I. 


(In Canada, Port Hope, Ont.) 


NICHOLSON 
FILES tveey 


PURPOSE 











o Nicholson file 
for every purpose 


Accurately cut, perfectly balanced, 
uniformly hardened. Made by the 









U.S.A. 


D> 
> ‘7 
eee” 
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PROOF COIL OR BBB COIL 
(Self Colored or Hot Galvanized) 


Each sturdy plywood container 
holds one of four popular sizes 
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~& AMERICAN 
dm CHAIN 












The ACCO 
Sales-Maker 
—another profit 
builder—holds a 
good assortment of 
the more popular 
small sizes of 
welded and 
weldless chains. 
Your AMERICAN 
CHAIN distributor 
will tell you what 
assortments are 


now available. 


AMERICAN CHAIN DIVISION 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 









COIL CHAIN 


DE IN U.S.A , WO 
D CABLE COMPANY a 
DIVISION == -YORK: ”™ 


IS HALF SOLD 


® Your customers will often be reminded to buy 
chain if it’s out where they can see it 
hands on it. Chain is that kind of an item. 





get their 


The ACCO-PAK fits right into that scheme of sell- 
ing. It makes the popular sizes of heavier chain handy 
to stock —display —sell. 


ACCO-PAKS are now available 
as listed above. Order yours now 
from your American Chain dis- 
tributor. 


PAUL D. STEELE, District Manager of 
Rocky Mountain States, has beenan 
** American Chain man’’ since 1930. 








AMERICAN CHAIN & CABLE 


mann —_ In Business for Your Safety 
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Informal Editorial Comments 


By Charles J. Heale 





Yes Sir!—Your Tax-Exempt Competitors 
Are Definitely Real Big Business 


NOTE: William P. Helm, Colorado Bldg., Washington, D. C., is the 
publisher and editor of Reports From Washington, a weekly survey 
of what the Government is doing and is likely to do about business- 
men's taxes, labor relations and the regulation of their affairs. It 
is from the Nov. 21, 1949, edition of this weekly survey that | have 
taken these comments and statistics—with, of course, full permission 
from Mr. Helm to whom | express appreciation. He is an accepted 
authority and a most competent reporter. The information he has 
provided, here, should offer excellent ammunition in your efforts to 


PEAKING of farmers, the 
S Treasury is out with a 33- 

page summary of what farm 
cooperatives and other tax-exempt 
organizations reported to the Gov- 
ernment on Form 990. 

The figures are fresh, but the 
date of their activities goes back 
two years to reports covering busi- 
ness done in 1946. They consti- 
tute, nevertheless, the latest in- 
formation on the subject. They 
cover all organizations exempted 
by section 101 of the Internal 
Revenue Code from Federal in- 
come taxation. 

Total receipts of $9,852,752,- 
000 were reported by 99,467 
organizations; of that sum, 
$8,175,932,000 represented busi- 
ness receipts. 

Farmers’ cooperative associa- 
tions numbered 6,009 and re- 
ported total receipts of $5,620, 
127,000—all from business. 

Next highest grouping. num- 


bring about tax equality.—C. J. H. 


bering 14,424, reported total 

receipts of $1,249,241,000 of 

which $556,883,000 were classed 
as business receipts. 

That grouping was made up 
of “literary, library, scientific. 
research, educational, or chari- 
table organizations; hospitals, 
foundations.” 

Total receipts of farm co-ops 
during the year were four and 
one-half times as much as those 
of the next largest group; co- 
ops’ business receipts were more 
than 10 times as much as those 
of the second exempted group. 

Of the grand total of 99,467 
organizations making returns, 
53,033 reported receipts from 
business activities; the other 
group had none, they said. 

A breakdown of all tax-exempt 
organizations in the 53,033 with 
the number reported under each 
heading and gross receipts from 
business activities follows: 


2,217—Manufacturing— 
$917,000,000 
2.846—Public utilities— 


$86,000,000 
8,612—Retail trade— 
$1,033,000,000 
2.766—Wholesale trade— 
$3,958.000,000 


186—Trade not allocable— 
$ 13,000,000 


10,169—Service 636,000,000 
14,729—Finance ... 426,000,000 
2,.336—Insurance.. 123,000,000 
5.689—Real estate. 30,500,000 

361—Agriculture. 12,500,000 
3,122—-All other 35.000,000 


Slightly more than half (27,022) 
of these income-tax-exempt organi- 
zations competing with business 
firms that did pay taxes, had busi- 
ness gross receipts of less than 
$5,000 each. About 15 per cent 
had receipts exceeding $100,000 
apiece. Some of those, however, 
were shoppers. 

Thirty-five organizations of 
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the 53,033 reported gross busi- 

ness receipts of more than $25,- 

000,000 apiece. 

Sixty-six others reported 
gross receipts of between $10,- 
000,000 and $25,000,000 apiece. 

One hundred twenty enjoyed 
gross receipts of $5,000,000 to 
$10,000,000 each. 

Nine hundred forty-one re- 
ported gross between $1,000,000 
and $5,000,000. 

One thousand two hundred 
eighty-five reported gross re- 
ceipts from business of between 
$500,000 and $1,000,000 each. 
Identities of the tax-exempt 

organizations were carefully 
screened, as required by law, in 
making public the returns. The 
totals are summarized by groups. 
and the return of any one organi- 
zation is not disclosed. The same 
safeguard for these tax-exempts 
applies to their expenditures. They 
are listed by totals. 

In the listing of disbursements 
of 11,420 organizations with busi- 
ness receipts of $50,000 or more, 
the following items appear: 

Compensation of officers, di- 
rectors, trustees, etc., $67,624.- 
000. 

Wages, salaries and commis- 
sions, $644,819,600. 

Taxes (kind of taxes not ex- 
plained but presumably, State. 
local, property, etc., other than 
U. S. income tax), $61,138,000. 

Dividends and other distribu- 
tions to members, shareholders 
or depositors, $407,822,000. 

Patronage dividends — cash, 
stock, notes, credits, etc., $106,- 
109,000. 

“It was not possible,” says the 
official summary, “to obtain for 
returns with business receipts, 


profit figures comparable with 
those obtained from corporations 
subject to income tax because in 
numerous instances no segrega- 
tion was made of the expenses di- 
rectly attributable to rents and 
gross receipts from business activi- 
ties. 

“Neither was it possible to ob- 
tain reliable figures on additions 
lo reserves or surplus because in 
many cases the receipts and dis- 
bursements did not balance, leav- 
ing an unexplained difference 
sometimes of considerable size. 

“Figures on assets and _liabili- 
ties also were not tabulated be- 
cause many of the organizations 
did not submit balance sheets.” 

And there, imperfect and in- 
complete, you have an official 
picture of the magnitude of 
U. S.-income-tax-exempt indus- 
try competing with private busi- 
ness firms that do pay U. S. in- 
come taxes. 

That was the picture as of 
business done three years ago— 
in 1946. 

Nearly $514,000,000 in divi- 
dends and distributions of the 
larger firms covered in the list 
escaped Federal income taxa- 
tion. 

The loss to the Treasury is 
somewhat more, because of the 
exemption, than would have oc- 
curred had the Government 
exempted the record earnings 
($502,000,000) of General Mo- 
tors Corp. for the first nine 
months of 1949, biggest profit 
period in its history. 

What is going to be done by 
Congress to plug this loophole? 
In the House, Congressman Noah 
Mason (Rep. Ill.) has sponsored 
a bill to tax this income. 


o 8 & 


In the Senate, Senator Williams 
(Rep. Del.) likewise has intro- 
duced a bill to end the exemption. 

House and Senate tax commit- 
tees will consider these bills 
(among some 200 others) when 
tax revision is taken up this win- 
ter. But don’t expect too much. 
This is a political year; the farm 
vote is huge and is courted. 

Outlook for any substantial 
cut in any U. S. levy is far 
from bright. although some ex- 
cise taxes may be trimmed and 
some incentive to investment 
capital may be enacted. 

A tax snarl, knotted by huge 
spendings for Europe, for de- 
fense, for more socialization, 
easily could develop and result 
in meager cuts. 

Treasury experts reportedly 
are putting finishing touches on 
a program calling for increased 
taxation of gifts, estates, cor- 
porate profits. 

Few member of Congress are ip 
Washington today. But we hear 
from that small group, here and 
there, of a growing inclination to 
enact a tax increase if the Presi- 
dent asks it. The idea is to give 
him what he asks for and let it 
curdle on the voters come 1952. 
Coalitionists with an eye on what 
they believe would be the dis- 
astrous political effect on Tru- 
manites then possibly may go 
along with this notion. 

We do not report this as likely, 
but simply pass it on to you as 
among the possibilities in a Con- 
gress whose majority appears to 
be thinking more about re-election 
than anything else. To that line 
of thinking, there are outstanding 
exceptions in Congress, of course. 


"37 Million Political Mutes” 


NDER the above title, on page 

86 of the Nov. 17th issue of 
HarpwarReE ACE, we_ presented 
some discouraging facts about 37 
million citizens who can but don’t 
vote. Unfortunately, two embar- 
rassing errors got by—not in the 


(A correction) 


figures used but in giving proper 
credit to our source of informa- 
tion. Tax Outlook, the official 
publication of Tax Foundation, 
Inc. was the source but it was 
printed with name of the publica- 


tion in lower case letters and the 
sponsor’s name was _ incorrectly 
given as “National Tax Founda- 


> This we regret and extend 


tion.’ 
apologies to the organization, and 


its publication. 
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There’s no question about lasting 


TET II 


= a when you specify REPUBLIC Bright Cap 
Screws and Semi-Finished Nuts. Like all products in 
Republic’s full line of more than 20,000 different 
headed and threaded items, they are consistently 
uniform...always accurate. Republic Steel 
Corporation...Bolt and Nut Division, Cleveland, 
Ohio and Gadsden, Ala.... Export Department: 
Chrysler Building, New York 17, N.Y. 
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From $40,000 in 1939 to 
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Here's Cartwright's Program for Building Volume: 


Features "great names''—nationally advertised items in all lines. 
Pays salesmen a 2 per cent commission on gross sales of major 
appliances to make them appliance-minded. 


Makes it imperative that —_ employee have complete knowledge 
of the various lines he is called upon to sell and holds sales meetings 
for that purpose. 


Services all of the merchandise that is sold by the store to make 
sure of customer satisfaction. 


Advertises consistently and participates in cooperative advertising 
with both national firms and local groups. 

Emphasizes the importance of attractive displays in all lines. 
Located store next to fastest traffic store in city of Santa Fe. 


store. With a $7500 inventory, the 
store produced $40,000 gross 
volume that first year. 

By 1949, just 10 years later, the 
Cartwright Hardware Co., in its 


Tix years ago Edward 
W. Cartwright quit his job with 
a Santa Fe auto agency and 
started his own little hardware 


remem waemeremmert moe TE 
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The new home of the Cartwright Hardware Co. 
is in the hottest traffic spot in town and is 
next to a big retail department store of a 
nationally known mail order firm. 






~ 
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new home at 120 Lincoln Ave., 
Santa Fe., N. M., was doing busi- 
ness at the rate of one-half million 
dollars. And this was at a 40 per 
cent increase in retail volume over 
the previous year, 1948! 

What’s the key to this phe- 
nomenal growth? Here’s Mr. Cart- 
wright’s own explanation: 

“The $40,000 retail volume that 
first year dismayed me. I had 
been bookkeeper and assistant 
manager of an automobile agency. 
I was accustomed to a business 
which did more in one month, 
than my little store produced in a 
full year. 

“The remedy, I decided, was to 
get larger items to sell. To me 
this spelled one thing—appliances. 
And before the end of my first 
year in business I had acquired 
the franchise .for a nationally 
known refrigerator line. 
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a Half-Million Rate Today 


The Cartwright Hardware Co. features nationally advertised 
lines of appliances, paints, tools and household articles and 
is known in Santa Fe, N. M., as "The Home of Great Names” 


The addition of appliances 
helped boost the business in 1940 
to $59,000, nearly 50 per cent gain 
over the first year’s volume. 

From the very first, Mr. Cart- 
wright’s program embodied more 
than just selling appliances. 

Taking another cue from the 
automobile industry, particularly 
the agency where he’d worked for 
11 years, he decided to build his 
business on the strength of brand 
names. 

Thus, to the name of his firm. 
Cartwright Hardware Company, 
he added the slogan, “The Home 


of Great Names.” 


Edward W. Cartwright, who built a 

half-million dollar volume by mak- 

ing his hardware store known as 
“The Home of Great Names” 


s 
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The adoption and practice of 
this brand names principle is cer- 
tainly paying off. Last June, for 
example, at a time when some 
firms were complaining of a de- 
cline in sales, Cartwright sold 55 
electric refrigerators. In three 
days in the same month, the firm 
sold 15 automatic washing ma- 
chines. 

Nor does the firm neglect other 
hardware items. The store sold 
8000 ft. of garden hose during the 
same month. 

But the emphasis is on sales of 
larger unit-price items. 

“We don’t have to put much 
effort into selling nails.” says Mr. 
Cartwright. “Customers come in 
and pick them up themselves. I 
try to get everyone in the store 


Carl H. Devendorf, one of the firm's 
three service men, shown on the job 
servicing a radio receiver. 
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appliance minded,” he explained. 

And results of June, 1949, indi- 
cate that he’s successful in getting 
his sales crew appliance minded. 
Total sales that month alone were 
$55,000. This was nearly 50 per 
cent greater than the first year’s 
total retail sales! And June, 1949, 
sales of $55,000 were nearly 
double total volume for June, 


1948. 


One of the most powerful stimu- 
lants to sales is the incentive pay 
plan started by Mr. Cartwright last 
January. Under this plan, he pays 
his salesmen a 2 per cent commis- 
sion on gross sales of major appli- 
ances. The plan had the desired 
effect on the store’s seven sales- 
men. It made them appliance- 
minded. 

“It takes more effort te sell a 
major appliance than some smaller 
items, says Mr. Cartwright. “The 
2 per cent commission on gross 
sales of appliances gives the boys 
something to shoot at. It is a 
reward for the greater effort re- 
quired to sell major appliances.” 


Aids Appliance Sales 


This incentive pay plan is one 
of the major factors in the con- 
tinued brisk sale of appliances 
during 1949. It is this added drive 
which resulted, for example, in the 
sales of 55 refrigerators in the 
month of June alone. 

“Here’s proof that the incentive 
pay plan is paying off.” Mr. Cart- 
wright pointed out. “Heretofore 
we considered it a good month if 
we sold 15 or 20 refrigerators. 


With the boys going after the big 
sales we're setting new records in 
appliance turnover.” 

Several other factors are play- 
ing an important role in the 
mounting sales at Cartwright 
Hardware Co. Here they are: 


Know the Product 


1. In addition to selling brand 
names, Mr. Cartwright believes in 
knowing more about the product 
he sells than the average merchant 
knows. 

“Any time a factory representa- 
tive is willing to devote an evening 
to informing us about the fine 
points of his product,” he says, 
“we are willing to give him our 
time.” 

In line with this policy, he sent 
his young son-in-law, and store 
manager, William G. Loomis, to 
appliance school. And frequent 
sales meetings are held. At these 
meetings factory representatives 
are on hand to help the Cartwright 
sales crew absorb as many pointers 
on their products as possible. 

That’s what helps the Cartwright 
sales staff know “a little more 
about their stock than the com- 
petition knows.” 

2. There’s another merchandis- 
ing factor which Mr. Cartwright 
learned from the automobile 
agency. Service is a vital part of 
selling any item. 

“The store which sells appli- 
ances and depends on another firm 
for installations and service is 
courting trouble,” he says. “After 
all, the sale of the appliance is just 








OUR 10th ANNIVERSARY SALE 
STARTS THURSDAY ao 


SPECIAL SAVINGS IN EVERY DEPARTMENT 
LOOK FOR OUR BIG WEDNESDAY AD 


HARDWARE CO. 
120 LINCOLN 


"The Home of Great Names” 





Two typical ads 
of Cartwright's. 
The one at left 
was originally 5'/s 
in. wide and 5 
high. The one at 
right was two col- 
umns wide by 10 
in. high. 
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Phone 14 








10 


one phase of the transaction. Sup 
pose an outside firm does the in 


stallation, and overcharges for the 
job. That’s one stumbling block tv 


a satisfied customer. 

“Another service factor is this, 
the finest appliance will not per- 
form well unless it is properly in 
stalled and adjusted,” Mr. Cart- 
wright explained. “Therefore ou: 
service department is as important 
as our sales division.” 

Three expert service men take 
care of installation, repair and ser- 
vicing of refrigerators, radios, 
ranges, washing machines and 
other appliances. 


Advertising 


3. Again following the example 
of large, successful corporations, 
Mr. Cartwright believes in the 
power of advertising. Advertising 
in his local newspaper is one of 
the factors of his business growth. 
That’s the way he drives home his 
slogan, “The Home of Great 


(Continued on page 78) 





COME ON, BOYS! 
It’s Derby Time 





Watch Our Boy, 
RICHARD PETERSON 
In Car No. 10 


We Think 


He's a Winner 


Santa Fe's Leading Appliance Store 





HARDWARE . 


The Home of Great Names 


120 Lincoln Phone 14 
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Ralph Johnson, 
Johnson's MHard- 
ware, shows how 
he uses his mobile 
telephone when he 
is away from his 
store. In oval—the 
the car in which 
the mobile tele- 
phone is used. 


Illinois Dealer Uses 
Mobile Telephone Unit 


A FARMER’S wife, 


located about 20 miles from Ran- 
toul, Ill., answered her telephone 
one Saturday morning just as she 
and her husband were preparing 
to leave on a trip to another and 
larger shopping center. 

“Helio, Mrs. J- .” said a 
voice which she recognized as that 
of Ralph Johnson, owner of John- 
son’s Hardware, Rantoul, IIl., a 
town of 1,600 population. “I un- 
derstand that you telephoned our 
store a little while ago, asking 
what we'd allow you on your old 
washer, in case you bought a new 
one.” 

“Why, yes,” said the woman. 
“I did, but they wouldn’t make a 
quotation without talking to you. 





Ralph Johnson uses it as an aid to outside 


selling and to save time and unnecessary 


travel when he is away from his store. 


They said you were out on a ser- 
vice call somewhere.” 

“IT am,” said Mr. Johnson. “I 
am talking to you from my mobile 
telephone in my car. The office 
telephoned me immediately and so 
I am calling you. We like to give 
fast service.” 

Thus over the mobile telephone, 
Mr. Johnson made an allowance 
on the farm woman’s_ washer 
which he had seen previously 
when on a furnace job in her 
home. He sold her a new washing 
machine, and had it on the shel- 
tered farm porch when the lady 


HARDWARE AGE, DECEMBER 1, 1949 


and her husband returned from a 
shopping trip later that day. 

Had he not gotten in touch with 
the farm woman, it is entirely pos- 
sible she would have bought the 
washer elsewhere that same day, 
and thus Johnson’s Hardware 
would have lost a sale. But—via 
the mobile telephone service—the 
sale was made at a profit. 

Mr. Johnson has been using a 
mobile telephone in his car for 
about a year-and-a-half. It enables 
him to keep in touch with his store 
at all times, or to telephone direct- 
ly to any customer anywhere with 
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little or no delay. His office, his 
family, his customers, can always 
reach him, wherever there are 
telephones. He supervises his crew 
of heating, plumbing and wiring 
experts throughout the country, 
and makes appointments with cus- 
tomers and even sells merchandise 
—over the mobile telephone. 

Sometimes the Johnson crew 
will be wiring a farm home. The 
farm wife tells Mr. Johnson of a 
friend on a farm 10 miles distant, 
for example, who wants to buy an 
appliance. Mr. Johnson can go to 
his car, telephone the prospect 
quickly and ask if he may call to 
see about the appliance. He can 
sometimes even make the sale over 
the telephone. 


Saves Time and Miles 


Mr. Johnson can make quota- 
tions on allowances, etc., and 
can stop anywhere on a country 
road to telephone to any prospect 
who has a telephone. As he drives 
along a country road he may sud- 
denly think of some farmer who 
lives nearby who may be in the 
market for something. He can 
telephone the prospect and make 
an appointment. If the farmer 
isn’t home, the telephone saves a 
lot of time and mileage. If he is 
home, the mobile phone often en- 
ables Mr. Johnson to make an 
extra sale. 





Here's the appliance showroom. Many people visit because of the 
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“Through the use of this tele- 
phone I can make many more calls 
during a month, and also run my 
office, from the country,” says Mr. 
Johnson. “In mileage savings 
alone, the mobile telephone pays 
for itself when used for sales and 
service purposes.” 

Once, when nails were hard to 
get in sufficient quantity, Mr. John- 
son obtained a large order for 
nails from the local Navy training 
station at Chanute Field. He be- 
gan visiting mills, in another state, 
to try to get the required number 
of kegs as fast as he could. While 
thus engaged, he was using his 
mobile telephone to contact vari- 
ous mills to inquire what nails 
were available and when. By the 
time he reached his destination he 
knew in advance just how many 
kegs of nails he could get and also 
gave shipping instructions in a 
number of instances. 

The mobile telephone, in his car, 
costs Mr. Johnson $22 per month, 
and the installation charge was 
$25. The service is furnished 
through the Illinois Telephone Co. 
For the $22 monthly fee Mr. John- 
son is allowed 120 units of con- 
versation, a unit on mobile tele- 
phones being figured at 30 sec- 
onds for each unit. These units 
are allowable, without extra 
charge, within each mobile dis- 
trict range, usually a 25-mile 
radius. Thus, rather than make a 


regular long distance call to some 
nearby points (10 to 15 miles) 
on the wire telephones, Mr. John- 
son can save money by going to his 
automobile parked behind the 
store to call those points on the 
mobile telephone, using up some 
of his 120 monthly units. If he 
uses his mobile telephone, how- 
ever, to call towns and cities be 
yond the mobile district, in which 
he is located, he pays long distance 
rates, as if he were using the wire 
telephone. 

Mr. Johnson drives with one 
hand and operates the telephone 
with the other, merely flipping on 
a switch for the phone, and a 
mobile operator at Champaign, 
Ill., answers, takes his number, 
then rings any regular telephone 
subscriber he wants. Calls are 
usually completed very quickly, 
Mr. Johnson says. 


Will Install More 


So satisfactorily has the mobile 
telephone worked out for Mr. 
Johnson that he plans to install 
such phones—in two of his four 
trucks. For the three telephones 
he will get a rate of about $57.50 
monthly, he states, and his crews 
will always be able to keep in touch 
with the store and with customers 
when traveling reads. 

“We've got our used appliances 


(Continued on page 80) 





mobile telephone 
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Mr. Hardware Dealer 


Let's Check Your Operations! 


Manufacturers’ agent urges dealers not having 
a price record system to set up one and fells 
them how and why to do it. Emphasizes need for 
establishing their stores as real service centers, 
particularly for lines they handle and also the 
importance of good housekeeping. 


By M. E. ROGAT, 


Manufacturers’ Agent, 
Cleveland, Ohio 


| * hardware business 
is undergoing changes like many 
other businesses. Prices have 
dropped and are dropping. Sales 
have declined for some stores and 
yet with all these facts before you 
what adjustments are you making 
in your business to keep your 
profits up? What is the solution? 
How can you overcome these fac- 
tors and still keep your profits on 
the up-grade? One—watch your 
inventory. Two—buy your mer- 
chandise intelligently, keep a price 
file system. Three—establish your 
business as a service center, and 
Four—keep your store clean and 
attractive. 

Watching your inventory does 
not only mean watching the quant- 
ity of merchandise you have on 
hand, but also the type and kind 
you stock. Are you stocking the 
merchandise your trade is asking 
for? Here is an example of an un- 
balanced inventory. Not long ago | 
entered a large, well-located hard- 
ware store in a town of approxi- 
mately 25,000 people. On entering 
the store I stopped in front of their 
power tool department and asked 
the salesman, whom I later learned 
was the owner of the store, for a 
half h.p. motor. He said he was 


sorry but he only stocked one- 
quarter and one-third h.p. motors. 
When I inquired why, he told me 
that the chain stores were adver- 
tising those sizes. Incidentally, he 
had eight one-quarter h.p. motors. 
and four one-third h.p. motors in 
stock. This stock of motors was 
very unbalanced. He would have 
had less invested and a far better 
inventory on motors if he would 
have stocked two one-quarters, two 
one-thirds, two one-halves, and one 
one h.p. motor, than a large stock 
of a few sizes with which he was 
unable to intelligently service all 
types of trade. The same system 
in balancing stock can be carried 
out throughout your store. You 
will soon find that your turnover 
will increase, and your volume of 
sales will jump accordingly. 


Keep a Record 

It is a splendid idea to keep a 
record of what your customers are 
asking for even though you may 
not be in a position, or may not 
care to handle the particular mer- 
chandise they request. Impress on 
your sales help how important this 
is. This gives you the pulse of the 
type of merchandise that your 
trade requires and will help you 
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in your buying. It will also pre- 
vent you from stocking merchan- 
dise that you may, at the time 
think will sell, only to later find 
that the turnover is so slow that it 
is not a profitable line for you to 
carry. | think every hardware 
dealer should obtain catalogs from 
chain stores and keep them as 
reference guides. From now on 
every buyer will have to keep on 
his toes and know what’s going on 
within the hardware trade, or he 
may soon find himself among the 
lost and missing. Do not buy in 
over large quantities but buy often, 
and keep stocks well-balanced. 

Buying merchandise intelligently 
means understanding the quality 
of merchandise and knowing where 
to buy merchandise at the lowest 
possible price. How are you, as 
a busy merchant going to accom- 
plish this? 

First of all, it is necessary that 
you give each and every salesman 
a chance to tell you about his mer- 
chandise. If you are too busy. 
and certainly there are times that 
you just won’t be able to give 
salesmen the proper attention, tell 
him to come back and that you 
will certainly give the necessary 
time to tell his story. Too often 


(Continued on page 70) 
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Vaughan Demons 


Strong advance promotion attracted 165 women to this home freezer demonstration. And 165 
housewives gathered in one place are easier to sell than the same number in 165 homes. 


rates 


Go 


Each unit in this 
model kitchen dis- 
play is a working 
model so that the 
housewife can be 
shown how a modern 
kitchen saves time. 
A combination dem- 
onstrator and sales- 
woman is a perman- 
ent member of the 
staff of the appli- 
ance department. 
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The store opened its appliance salesroom three years ago so that with proper display 





the various models could parade their own personalities. Demonstrations are held at rear. 


Appliances Into Sales 


Tennessee store "goes to town" on appliance sales with special 
display room and constant demonstration. Sold 80 refrigerators 
during first half of year together with complete kitchens, bath- 


U, until three years 


ago, the Vaughan Hardware Co., 
Winchester, Tenn., kept all its 
hardware and home appliances on 
display in the same store room. 
Refrigerators, trace chains, water 
heaters, and plow points nudged 
each other for room. 

Appliances are now set off in a 
separate store section and Man- 
ager Jimmie Miller is throwing 
everything he has into demonstrat- 
ing them. Ever since they’ve been 
in a setting of their own, Mr. Mil- 
ler has made them parade their ad- 


rooms and home laundries. 


vantages in every possible way; 
from a private range exhibition in 
somebody’s kitchen to the big 
parties he throws in the store. And 
those methods have resulted in a 
free trip to a supplier’s factory for 
selling a larger percentage of quota 
on home freezers than any other 
dealer in seven southern states— 
and this in a town of less than 3,- 
000. In the first half of the year, he 
sold 80 refrigerators, to say noth- 
ing of whole kitchens, bathroom 
sets, home laundries, and other 
major appliances. 

A three-day Open House herald- 
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ed the opening of the new display 
room. In order to get as many 
housewives as possible into the 
store, 1,000 neatly printed invita- 
tions were mailed; page ads ran in 
all three of the county papers which 
in turn cooperated with news an- 
nouncements of the event. Daily 
plugs were broadcast during the 
15-minute newscast that the hard- 
ware store sponsors on Station 
WCDT and envelope stuffers went 
out with every statement. 

This pre-promotion resulted in 
an attendance of 165 housewives. 
Mr. Miller seeks to get as large a 
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number together as possible so that 
the demonstration can lead to many 
follow-up sales. For instance, by 
making a home freezer one of the 
feature attractions of the show, he 
sold one at the demonstration it- 
self, and eight more on the im- 
mediate follow-up. 


Appliances Explained 


During the Open House, Miss 
May Love Gale, TVA specialist, 
pointed out the merits of a home 
laundry and of each individual ap- 
pliance. She seated the women and 
addressed them publicly, explain- 
ing the operation of each appliance 
with the model before here. 

With the home freezer, at her 
side, for example, she explained 
exactly what it would do and what 
it would not do. This was very 
important for in some of the first 
home freezer sales, many local buy- 
ers had been led to believe it would 
perform functions for which it was 
never intended. Miss Gale showed 
how meat had to be packaged to 
preserve its freshness and how to 
wrap corn-on-the-cob in tinfoil so 
it will hold its garden flavor. 

After the Open House, three 
complete kitchens were sold in ad- 
ditions to laundries, bathroom fix- 
tures, and many individual appli- 
ances, 

Mr. Miller believes that a public 
demonstration such as the one de- 
scribed, creates a mass interest that 
whoops up the individual interest 
of each participant. Because each 





visitor expresses her admiration of 
the appliance in which she is in- 
terested and exchanges comments 
with neighbors, it has a psychologi- 
cal effect that no individual demon- 
stration can create. It is a lot 
easier to sell a home freezer, for 
instance, to 165 housewives gather- 
ed together in one place and for 
one purpose than to sell the same 
number of prospects in 165 homes 
scattered all over the county. 

A home freezer demonstration 
that has created many sales hinges 
on a quantity of “Popsicles” kept 
in the demonstrator model. This 
has an especially strong appeal to 
the housewife with small children. 
Mr. Miller shows her how she can 
get together a variety of fruits and 
juices and make up an assortment 
of homemade “Popsicles” of dif- 
ferent flavors. There are all sorts 
of special demonstrations that Mr. 
Miller has in readiness for his elec- 
tric kitchen, home laundry, model 
bathroom, or individual appli- 
ances. 


A Model Sales Room 


When the Vaughan Hardware 
Co. created the separate appliance 
section three years ago, there were 
more customers than appliances. 
At that time it didn’t make much 
difference whether a refrigerator 
was kept out of sight or on a 
pedestal in the show window, there 
were plenty of customers to buy it. 
But it was realized that the “gold 
rush” wouldn’t last and that elec- 


Displays, demonstrations and outside selling by the staff sold 80 
refrigerators in six months to say nothing of other appliances. 
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tric appliances have definite per- 
sonalities of their own and should 
be displayed so as to parade their 
individualities separately. Thus the 
firm set up what is considered to 
be one of the finest sales rooms in 
the South. 


Everything Hooked Up 


In the rear of the appliance sec- 
tion, is a complete all-electric 
kitchen. The cabinets, refrigera- 
tor, home freezer, range, and other 
equipment appealingly arranged in 
a home-like kitchen atmosphere. 
And one of the most effective sales 
factors is that all operating appli- 
ances are hooked into power lines. 

To the side of the kitchen is the 
home laundry display which is also 
hooked up and ready to go into 
action when Mrs. Housewife brings 
her wash in for a free demonstra- 
tion. 

The good sales record on home 
freezers has been built up simi- 
larly — through continuous store 
demonstration which generally re- 
sulted in the models selling them- 
selves. To most people, a home 
freezer is comparatively new and 
has to prove itself. To meet this 
problem, a standard demonstration 
model filled with real food exhibits 
(not the artificial kind) is con- 
stantly on display. 

A good part of the store’s vol- 
ume comes from the newly elec- 
trified farms in that vicinity where 
every customer has to begin mod- 
ernizing homes from the ground 
up. Mr. Miller and his salesman, 
Allen Ferris, take turns working 
farms, city homes, and staying in 
the store. 

The demonstrator and saleswo- 
man, Miss Zona Hines, was sent 
at the store’s expense to a factory 
school where she was trained in the 
operation of each appliance and 
how to demonstrate its usefulness. 
She follows up every sale in which 
there is any doubt about the buy- 
er’s knowledge of her appliance. 
After a range is installed in a farm 
home, for example, she will arrive 
there a day or so later. explain in 
detail how to use it to best advan- 
tage, and how to operate it with- 
out breakdowns. This personal 
demonstration not only creates 
goodwill but enables her to check 
other appliance needs in the home 
and to make additional sales. 
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Part of the main floor showing of power tools and portable power tools. 
Note price and talking cards prominently shown for easy examination. 





They Tell Their Power Tool 
Story for Miles Around 


Pari tools and acces- 
sories and portable power tools 
are a major line at the hardware 
store of Otto Herrmann, Inc., 67- 
29 Myrtle Ave., Glendale, Long 
Island, N. Y. Whether the cus- 
tomer is a homeworkshop fan, a 
school, or a maintenance man in 
an industrial or commercial com- 
pany, Herrmann’s is able to pro- 
vide complete service and to offer 
a full line of parts and accessories 
for the power tool items it mer- 
chandises. For many years the 
company has featured a_nation- 
ally known line of quality power 


HARDWARE AGE, DECEMBER 1, 


Catalogs, store domonstrations and constant use 
of window display space tell Herrmann's story 
and attract trade from towns 40 miles distant 


tools together with a good stock 
of parts and accessories for that 
line. 

From time to time the store de- 
votes a major portion of a display 
window to power tools and related 
lines. During the rest of the year 
some attention is given to these 
lines, at least in a portion of one 
show window. Last spring the 
firm also had a beautiful display, 
shown in these pages, at the Long 
Island Home Show, held in the 
104th Field Artillery Armory in 


Jamaica. a more populous section 


1949 


several miles distant from the 
store. Both portable and heavier 
duty power tools and accessories 
and equipment were featured at 
the armory, as well as some of the 
quality hand tools offered by the 
store. Directly traceable to the 
show were visits from people liv- 
ing 20 miles distant, who saw 
power tools and other items at it, 
and made their first visits to the 
store, later, to actually make pur- 
chases. 

The firm offered copies of its 
26-page 1949 Home and Garden 
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Here is the firm's exhibit at the Home Show. The sign above pictures 
the store and gives its address and telephone number. This portion 
of the exhibit was given over to the power tools and related lines. 


Catalog, including a double-page 
spread of power tools and acces- 
sories to those visitors to the Home 
Show display who requested it. 
A message atop one page said. in 
part, “At Herrmann’s you will find 
not only workshop tools, but a 
complete stock of the finest ac- 
cessories. Factory trained men 
will answer your questions at 
Herrmann’s_ without obligation. 
We are specialists in home work- 
shop and industrial plant power 


tools, with coniplete stocks. j 
Largest stock in Queens (county ) i 

About the time of the Home 
Show the store used an advertise- 
ment in a_ sectional newspaper, 
serving a district including Herr- 
mann’s trading area, in which it 
offered copies of the Spring cata- 
log. Replies resulting from that 
ad requested more than 200 in- 
dividual copies of the catalog. The 
catalog, the year-round window 
displays, the Home Show and a 


reputation for having complete 
stocks of good merchandise have 
all helped tell Herrmann’s power 
tool story to a wide audience. 

All of the previously outlined 
factors are important but one ace 
in the store’s hand is the fact that 
it has one of the most complete 
stocks of parts and accessories for 
the power tools it handles, fo: 
many miles around. Thus phone 
calls, mail orders and_ personal 
visits for such wares come from 
points 20 and 30 miles distant 
from the store, just for power tool 
parts and accessories. 

Power tools regularly stocked 
at Herrmann’s range in price from 
about $35 to as high as $175, less 
the motors, which account for ad- 
ditional sales of from $18 each to 
as high as $55. In addition to 
these items, many customers will 
also invest goodly sums in hand 
tools at Herrmann’s, at the time 
they purchase power tool equip- 
ment. 

The store, which was established 
in 1920, has merchandised power 
tools for many of those years, and 
its reputation as a source for ac- 
cessories and parts is illustrated 
by a request from a customer who 
bought a drill press from the store 
more than 20 years ago. Although 
living in another section, at pres- 
ent, the customer went back to 
Herrmann’s to place an order for 
a replacement part. 





A variety of portable power tools and accessories gets plenty of 
attention on this table which is near the store's paint department. 
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A salesman demonstrating a sink unit in an atmosphere that smacks 
of a real home kitchen has the sale well on its way to being won. 





Planning With Models 
Sells Model Kitchens 


This store uses miniature, scale models to dem- 
onstrate its "know-how" in the planning of 
home kitchens and finds it's a good method 


A MINIATURE 


model kitchen helps sell the kitchen 
units so prominently displayed in 
the Marshall-Wells Store at Eveleth, 
Minn., operated by Joe Daly and 
Leo Murphy. Once they get a 
chance to set up a miniature 
kitchen for an interested customer, 
based on her own ideas, they 
usually get an invitation to call, 
inspect her kitchen, and offer fur- 
ther advice on how to make it 
more beautiful and serviceable. 
Of course, the first lure toward 
selling a complete kitchen installa- 
tion is the attractive model kitchen 
and appliance display set up in the 
store. It is aimed to create an 


atmosphere as nearly like a home 
kitchen as possible. 

Knotty pine walls provide a 
subtly pleasing contrast for the 
gleaming white of the models on 
display and the use of floor cover- 
ing adds to the general neatness. 
Price cards for every bit of equip- 
ment are prominently displayed 
and these cards, in addition, con- 
tain specifications for the models. 
For the price-conscious consumer 
this is becoming increasingly im- 
portant. 

The many already-satisfied cus- 
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tomers and the store’s program of 
newspaper, radio, and other adver- 
tising that blankets this town of 
7,000 and its surrounding area, 
prove to be the prime source for 
uncovering new kitchen prospects. 
The idea of a kitchen planning 
service intrigues the reader or 
listener and many telephone calls 
of inquiry follow. And because 
the store arranges for these pros- 
pects to visit homes where new 
kitchens have already been in- 
stalled, selling another complete 
unit is less difficult. 
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The floor covering department is 25 by 55 ft. in size. Upright rolls ume 
are on one side with rugs and linoleum rolls in racks on the other. table 





Three-Point Program | 5 


unit 

T Wor 

HE James N. Charteris —_ 

Hardware store, 121 Central Ave., A 

Great Falls, Mont., has done a good who 

volume in floor coverings for the 189 

past 25 years. The three musts — 

for selling floor coverings, accord- om 

ing to Mr. Charteris, are complete fi 

stocks of nationally advertised floor _ 
coverings, well arranged displays 
and arrangements for installation. 

The store’s floor covering stocks je 
include offerings of three na- : 
tionally advertised brands which ~ 
are displayed in a 25 by 55 ft. Me 

oo cou 
S1OI 
J. M. Charteris aids a customer hid 





in selecting a floor covering. 
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Miss Esther Charteris, a member of 

the firm, specializes in interior 

decorating and manages the floor 
covering section. 


room. Upright rolls are on one 
side while rugs and rolls of lino- 
leum are shown on the other side 
on racks. Racks are used for 6, 9 
and 12-ft. rolls, which are hung on 
114-in. pipe which fits into hooks 


on the rack frame. 


Installation Work 


Although the firm does not em- 
ploy its own linoleum mechanics, 
it has a service contract with a floor 
covering service company, which 
handles all of this work for Char- 
teris Hardware. A charge of $3 
per hour is made for all floor cov- 
ering service, and substantial vol- 
ume has been built in covering 
table tops, counters and kitchen 





Sells Floor Coverings 


units. Until the early days of 
World War II the company had its 
own linoleum mechanics. 

According to J. M. Charteris, 
who has operated the store since 
1897, the secret of pleasing cus- 
tomers for the floor covering de- 
partment is to have the work done 
by servicemen who specialize in 
this type of work. 


Is Excellent Advertising 


“A good floor covering properly 
put down,” he says, “is the highest 
type of advertising. A prospective 
buyer sees a well laid floor or a 
counter top that shows a profes- 
sional job. He doesn’t ask, ‘Who 
did that job?’—he wants to know 


Complete ,stocks of nationally advertised lines, 
well arranged displays and installation keep the 
volume of James N. Charteris near the $40,000 mark 


what dealer furnished the covering. 

“The prospect comes to the 
dealer. This is where No. 1 and 
No. 2 come in—the dealer must 
have a full stock from which to 
make the selection and he must 
have it properly displayed. 

“The sale is made and you are 
right back to No. 3 again. If the 
buyer thinks he can save some 
money by laying the floor covering 
himself or get some inexperienced 
workman to do it for less money, 
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it is the dealer’s job to step in and 
sell the service of an expert. Why? 
Because a poorly laid floor is the 
worst knock a dealer can have.” 

By following these three musts, 
James M. Charteris Hardware has 
enjoyed its floor covering sales 
volume of between $35,000 and 
$40,000 annually. It has done this 
without any service cost to the 
department. All service is charged 
to the buyer. regardless of the size 
of the sale. 
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This striking front was achieved by combining three old-style buildings. The two-story name 
background is of fluted aluminum and is lighted by a row of spotlights atop the marquee. 





Meyer's Goes Modern 


-™ though it is cele- 
brating its 85th anniversary this 
year, G. E. Meyer & Son, Inc., of 
South Bend, Ind., was not afraid 
to break with tradition when it 
came to planning its fine new 
home, shown on these pages. 

Instead, it made a clean break. 
It is hard for anyone who had not 
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seen the store that this South Bend 
firm occupied for four decades to 
appreciate the great advance that 
the new store represents. 


Three Stores Now One 


To get the basic plan for the 
bold and striking facade which 
now embraces what had been three 
adjoining store buildings, Meyer’s 
went to one of the country’s fore- 
most store designers, Morris 
Ketchum, of the New York archi- 
tectural firm of Ketchum, Gina & 
Sharp. 

The new store, opened early this 
year, represents eight or more 


This picture of three old stores 

indicates how the appearance of 

South Bend's Main Street has 
been materially improved. 


years of planning on the part of 
the owners. A new store would 
have been built some years earlier 
except for the war which caused a 
postponement of plans. 

Much of the actual planning of 
the store lay-out was done by 
Samuel R. Dunnuck, Jr., secretary- 
treasurer of the company, while he 
was recovering from war service- 
connected disability. Upon his re- 
lease from the hospital, in 1947, he 
joined his father, Samuel R. Dun- 
nuck, president, and his brother, 
John Meyer Dunnuck, vice-presi- 
dent and general manager. 

The main floor and basement 
sales rooms are completely 
equipped with the new Heller 
Multi-Level wall fixtures and dis- 
play items, as well as a great many 
of the conventional style fixtures. 
All are of bleached oak, and were 


built by W. C. Heller & Co., Mont- 
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Part of the left 
side of the store 
is seen through 
two folding cur- 
tains which can 
be pulled toge- 
ther to separate 
the window from 
the store. The 
window is 10 ft. 
high, the display 
platform is 16 in. 


high. 








n | in Its 85th Year 


South Bend, Ind., now boasts one of the finest 
hardware stores in the country. Three main 


lier, Ohio, which als de th oye 
as ine si sinner iat buildings were renovated and completely fur- 
oa There was no “rhyme or reason” nished with most modern store equipment to 
ed a to the arrangement of merchandise make a new home for G. E. Meyer & Son, Inc. 


in the former store, and many of 
the store fixtures bore no relation 


g of 
by to each other. The store wasn’t 
ary- departmentalized in any way, and 
ls he like Topsy, it “just grew.” As new 
vice. fixtures were added throughout the 
:o. last 40 years they were squeezed 
, he into any place where they would fit 
“ae best. Similarly, items of merchan- 
ae dise were located in as many as 
al, nine different locations. 
John Dunnuck recalls that on 
_ several occasions he had to get 
es into a huddle with his father, 
Her 
dis- so 
an 
A broad stairway near the front 
res. invites customers to visit the 
ere brightly lighted basement store. 
nt- Note rows of fixtures around it. 
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The kitchen and 
household neces- 
sities are dis- 
played along the 
left wall on the 
first floor. Note 
doorway to Sea- 
sonal Shop seen 
at the right 


a buyer who had been with the 
firm for 40 years, and another 
long-time employee, to try to learn 
who, if anyone, could remember 
where a certain item of merchan- 
dise was last seen. 

Merchandise in the new store is 
arranged in a most logical fashion, 
and open display makes it possible 
for customers to find desired items 
without the aid of a sales person. 

The new store has 42,000 sq. ft. 
of selling space, which is double 
the amount in the old establish- 
ment. It has a fiuutage of 66 ft. 
and is 85 ft. deep. A one-story 
addition, 22 by 80 ft., was built at 
the rear of the main building for 
use as a display room for seasonal 
merchandise and as a shipping and 
receiving room. 


The basement and first floor are 
selling areas and the second and 
third floors are used for storage 
and for a repair department. 


An Attractive Facade 


One of the most striking of the 
several architectural features of 
the new store is a fluted aluminum 
facade, which makes the _back- 
ground for the 6-ft. cut-out letters 
of the store name. This is espe- 
cially effective at night as it is 
lighted by 16 floodlights on the 
marquee. The all-glass front of 
the store is recessed 3 ft. behind 
the old building line. 

The upper windows of two of 
the three old buildings which were 
joined together have been sealed 
in with glass construction blocks. 





This gives a modern appearance 
to the front and at the same time 
transmits daylight to the front 
rooms of the second and third 
floors. 

While the facade covers three 
store buildings, only two of the 
first floor spaces were combined to 
make the hardware store. The 
third one is used by a savings and 
loan company. 

The large 22-ft. front display 
window is of unique design, and 
was suggested by the architect, 
Morris Ketchum. This window has 
a raised platform which extends 8 
ft. from the glass into the store, 
and can be completely closed off 
from the store, when desired, by 
two folding, fire-proof doors. These 
curtain-like doors may be brought 
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together, left partly ajar or can be 
folded out of sight. During ex- 
tremely cold weather these doors 
may be pulled together to main- 
tain warmth in the store, but most 
of the time the doors are kept well 
apart to give window shoppers a 
clear view of the store’s interior. 
When the folding doors are open 
an inside store floor display can be 
used and can be seen as well from 
the sidewalk as from inside the 
store. 

The store can be entered by two 
single doors, which are separated 
by a display window in which 
merchandise gets maximum 4atten- 
tion value. 

The first floor space is devoted 
almost entirely to housewares of 
particular interest to the home- 
maker, but also has a large display 


0 0 


Ample space and 
light and step-up 
open displays 
give sales appeal 
to even an array 
of pots and pans. 


Go a 





room at the rear for garden sup- 
plies, sporting goods, snow removal 
equipment and similar seasonal 
merchandise which is changed ac- 
cording to the calendar. 


The Basement Store 


The basement store, which is 
arranged as attractively as the first 
floor store, is used for the sale of 
hardware, tools and paints and 
similar merchandise which is gen- 
erally bought by men. 

The basement store is reached by 
a broad stairway, 8 ft. wide, which 
is located close to the front doors. 
Brightly lighted display cases, in 
the shape of a U, are set around 
the stairwell. Merchandise that is 
representative of that available in 
the basement is displayed behind 


The right wall of 
the store is also 
lined with mer- 
chandise that has 
a distinctly fem- 
inine appeal. 


glass, and is brightly lighted. This 
bright stairway, just 9 ft. inside the 
front door, has a natural attraction 
for anyone entering the store. 

Another line of showcases runs 
parallel to the stairwell cases, form- 
ing a larger U. This outer row of 
glass-fronted cases is used for the 
display of smaller and more valu- 
able types of merchandise, such as 
clocks and cutlery. Each item is 
identified with the manufacturer's 
number; the store’s number, and 
the selling price. This is for the 
salesperson’s convenience in com- 
pleting a sale. 

There is also a second and nar- 
rower stairway to the basement 
store, which was designed pri- 
marily for the use of contractors 

(Continued on page 58) 
(See pictures on Pages 56 and 57) 
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This handsome pine-panelled room builde 


provides a quiet spot where a con- _ 

tractor or architect can discuss ° 

contract hardware with the head of - 
the department. yo 
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hardware is sampled on 
plywood panels. For the 
sake of convenience, the 
merchandise on ca left- 
hand door is shelved be- 
hind a right hand door. 
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ent Store 


Mechanics’ and 
builders’ tools 


d room ‘ 
@ con- and supplies of 
discuss all kinds are dis- 


h played along the 
— left wall of the 


basement store. 








& 
A section of the basement is 
devoted to a display of power 
tools and their accessories. 
A wide variety of 
brushes and paint- 
ers’ sundries is 
shown upon this 
f display unit. No- 
is tice how sandpa- 
d per sheets are 
+ kept in upright 
. metal cans on 
i. bottom shelf. 
|. 
if 
>. 
e 
e 


Left—A view of 
a portion of the 
tool department. 











1949 HARDWARE AGE, DECEMBER 1, 1949 57 











This view of the basement store shows part of 
the abrasives stock, power tools and V-belts. 





D — 


Glass partitioned table top displays make it possible for customers; ~- ~ 


to find what they are seeking without monopolizing a salesman's time. | 





Plumbing supplies and sundries are found in 
one of three alcoves in the basement store. 
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Meyer's Goes Modern 
In Its 85th Year 


(Continued from page 55) 


and mechanics who prefer to use 
it rather than the main one while 
dressed in dirty working clothes. 
The smaller, 5-ft. stairway is in the 
rear of the store. 

Housewares: have been given 
much greater attention in the new 
store and consequently there now 
is much more store traffic for such 
lines. In the old store housewares 
were sold on a balcony, and it was 
very hard to get customers to 
climb a flight of stairs. A big in- 
crease in housewares is being ex- 
perienced, largely because of the 
better display and accessibility of 
the line. 

The Meyer store does not handle 
major appliances. 


Five Major Departments 


The store is divided into five 
major departments, each with its 
own head. These departments are: 
Tools: builders’ and general hard- 
ware; paints; lawn and garden. 
and housewares. Each department 
head determines his own require- 
ments and submits his requisition 
to the office. 

Twenty of the store’s 25 em- 
ployees are in selling capacities. It 
was necessary to add five more 
people to the payroll when the firm 
moved into its new place. These 
were three more salespeople. an 
office girl and a janitor. 

An unusual arrangement of the 
basement store was created by 
pushing wallcases, back-to-back, to 
form three bays along the right 
wall. Two of these are for the dis- 
play of general hardware lines. 
Another bay was made in the same 
way for the showing of electric 
power tools and parts. 

The basement store also boasts 
of a handsome contract hardware 
sample room. This comfortable 
room is finished in knotty pine 
paneling and has an asphalt tile 
floor. It is equipped with a desk 
for the department manager and 
a conference desk for the use of 
customers, such as architects and 
contractors. 


The builders’ hardware side of 
the business accounted for about a 


(Continued on page 64) 
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N 1869 the driving of a golden spike 
I united the Union Pacific and Central 
Pacific Railroads... joined our eastern 
and western coasts. 


In the same year Thomas Edison an- 
| nounced the opening of his electrical 
laboratory. The Indian Wars officially 
i ended. Popular songs were “The Little 
Brown Jug,” “Shoo Fly, Don’t Bother 
Me,” and “Up in a Balloon.” 


And — in 1869 David Round founded 
the chain-making organization which 
today operates factories in six U. S. 
cities... whose products are used in 
homes and industry throughout the 
world. 


David Round learned his trade as an 
apprentice in his father’s hand forged 
chain plant in Staffordshire, England. A 
master chain craftsman, he demanded 
the utmost in fine workmanship... re- 
fused to compromise with quality. 


This insistence upon perfection con- 
tinues today. 





Lhe Cleveland Chain &M&. Co. 
Cleveland 5, Ohio a 
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Chains 
Chains e Sugar Cane Sling C 







Since 1869... Security in every link 


It is the guiding spirit of the organi- 
zation which is now headed by Raymond 
L. Round (chairman of the board and 
president), a grandson of the founder. 


Members of the supervisory group in 
the Cleveland factory (foremen and 
superintendents) average 26 years of 
service. Six have exceeded 40 years. 
Many families claim three generations 
in Round plants. 


And, working side by side with veteran 
craftsmen, are large groups of carefully 
selected younger men. They are being 
trained to maintain the Round standards 
of quality... will provide business leader- 
ship in years to come. 


To the Round organization, the pro- 
duction of fine chain is more than a busi- 
ness. It is a tradition to be upheld...a 
reputation to be carefully guarded. And, 
above all, it is a clearly recognized re- 
sponsibility which guarantees that every 
Round Chain product will be unsur- 
passed in quality. 


Industrial Sling Chains e Farm Chains 
Chains ¢ Tire Chains e Lo 
@ Railroad Chains 





@ Marine 


g Chains e Building 
e Crane and Dredge 
hains (with Grip Trip) 





Round Associate Chain C 


; ompanies: The Brid 
Chain & Mfg. Co., Bridgeport, Conn. David 


e David 


Round & Son, Cleveland, Ohio e Round California 


Chain Co., So. San Francisco and Los 


Angeles, 


Cal. e Seattle Chain & Mfg. Co., Seattle, Wash. e 


Woodhouse Chain Works, Trenton, 


N. J. 
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There's plenty of 
merchandise on 
display here and 
it's where it can 
be seen. New fix- 
tures are a de- 
cided asset in the 
featuring of more 
merchandise than 
it was possible to 
show before they 
were installed. 
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“No Request Too Extreme’ 
Policy Helps Build Sales 


Offering of varied rental and loan equipment and 
stressing industrial supply sales have aided in 
building a $200,000 volume for Koontz Hardware 


l, August, 1938, Arthur 
Koontz purchased the small hard- 
ware store just across the street 
from his present modern store at 
8927 Santa Monica Blvd., West 
Hollywood, Cal. The operation he 
took over was a 28 by 90-ft. “two- 
man” store, and had been for 
years. It had an inventory of ap- 
proximately $9,000. 

From this small beginning, and 
in spite of unfavorable conditions, 
Koontz Hardware has grown to a 
business occupying a $100,000 
plant employing 11 persons and it 
did in excess of $200,000 in 1948. 
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When Mr. Koontz took over the 
store in 1938 he inherited all the 
factors that had kept the store 
small, but he had his own ideas 
about how to combat them, and his 
success was almost immediate. 


Policy Determined 


“T knew that our store was basi- 
cally the same as any other hard- 
ware store,” explains Mr. Koontz. 
“I saw that if we were going to 
build up a high volume business 


I would have to make this a store 
that offered something the rest 
didn’t—s o me thing that would 
make people go out of their way to 
come to us for their needs.” 

Mr. Koontz accordingly estab- 
lished a policy that “no request is 
too extreme,” and the store offered 
its customers services that they 
would be unlikely to receive any- 
where else. They were encour- 
aged to bring their problems to the 
store and the sales clerks were in- 
structed to spend all the time neces- 
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sary with them. ‘The store will cut 
anything it sells, such as roofing 
paper, fencing, wire and chain. 
Realizing that people frequently re- 
quire the use of equipment and 
tools for perhaps one little job, the 
store will rent out a variety of 
tools and equipment including step 
ladders, wheel barrows, post hole 
diggers, sledge hammers, floor 
waxers and assorted power tools. 
Most of these services have paid 
for themselves, but more important 
was their reception by the public. 


Customers Surprised 


“The average customer is sur- 
prised at the lengths we will go 
to serve him,” says Mr. Koontz. 
He found that the customeer’s ap- 
preciation went farther than the 
pleasure of having something done 
for him. It also resulted in the 
customer liking the store because it 
would go out of the way to serve 


him. Many of the store’s regular — 12 ws ) | 4 ; “ TEELI 
baas - tae 





customers come from as far away 


as 10 miles, a real measure of the (gee tue , u TELE 


success of its service policy. 


Another factor in the firm’s suc- , F FTI 
ae ‘ fe — ’ P = sabe. - 
‘ ce 3 4 a ‘ * ‘ * 


cess is its emphasis on carrying a 
broad and diversified stock. “Many 











hardware stores figure it doesn’t =: saat ane ey 
‘ed pay to carry slow moving items, wer Seek * | ie mone i? 4 
: but I determined to carry every- ( gaan ss & 2 zi 
thing I possibly could that is as- , _- 
sociated with a hardware store,” 
states Mr. Koontz. Some of its slow a 
sellers help build up a big inven- oat brushes are featured in this wall section of the paint 
tary and reduce the inventory epartment. Bill Day, at left, is assistant to the store owner. 
turnover ratio, but they also build 
up a store’s reputation of “carry- 
ing everything.” The store also 
carries supplies needed by small 
manufacturers and shops in the 
area. As a result, many of these 
shops depend on Koontz Hardware 
for quick pick-ups of their needs. 
“Carrying an extensive stock is 
store an expensive way to operate,” ad- 
rest mits Mr. Koontz, “but when the 
yould public learns that you carry items 
ay to not usually found in the average 
store they will soon get in the habit 
stab- of coming to your store because 
st is they know it is a logical place to 
ered find what they need. We feel that 
they this policy has a lot to do with the 
any- fact that most of our customers are 
Our- regular patrons who come to us 
) the for all their needs.” 
2 in- Extra service to the customer Brooms and brushes, each in its definite place, catch the eye in a 
2ces- wouldn’t mean much if it weren’t recessed display which is next to the cleaning compounds section. 
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ALASKA—tThe BEAUTIFUL 











America’s | 
No. 1 


Freezer 


The Alaska is America's No. | Ice 
Cream Freezer—the result of mod- 
ern designing for easy operation, 
fast freezing and making wonder- 
fully smooth ice cream. Has the 
famous triple action and aerating 
spoon dasher. 


Household Sizes: 2 to 10 QOts. 
Hotel Sizes: 12 to 20 QOts. 





















» PRUNERS 







Here's a brand new offset type head for 
Porter Pole Pruners to permit closer cut- 
ting and allow the user greater clearance 
while making cuts in trees. Excellent for 
arborists, tree surgeons, telephone and 
power companies, fruit and nut growers, 
city park staffs and state and federal 
governments who all prefer Porter Pole 
Pruners because they are rugged, trouble-free 
tools which give constant service and reduce 
annoying replacement. 

And the popular TWIN-CUT has been rede- 
signed with a new type of resilient covering on 
the handles to prevent sore hands and slipping. 
Ease of operation, clean, close work and sturdy 
construction make the TWIN-CUT the ideal tool 
for all types of light pruning. 

Ask for catalogs of Porter Cutting Tools and Porter 
Pruners. Porter manufactures a complete line of 
cutting tools for most every purpose. 


H. K. PORTER, INC., Somerville 43, Mass. 














offered in the friendliest possibie 
way, and that is just the way 
Koontz Hardware does it. Cus- 
tomers are treated with a real warm 
friendliness by everyone in the 
store. Mr. Koontz and his em- 
ployees are all equally interested 
in its welfare. Naturally enough 
this creates a friendly atmosphere 
for the customer. 

The store employs people with 
years of experience in the trade, 
who are paid better than average. 
The store now pays approximatel 
what a man might get on commis- 
sions on his regular pay, and no 
check is made on individual sales 
results. “I don’t want the cus- 
tomer high pressured into buying 
anything,” says Mr. Koontz. “We 
don’t care if an individual has a 
high or a low sales record as long 
as he is in there serving the needs 
of the customer.” 

Mr. Koontz is not against 
bonuses, but he does feel that the, 
place too great an emphasis on 
selling and not enough on services 
that don’t show on the sales rec- 
ord, At Christmas each employee 
receives a bonus of approximately 
one-and-one-half week’s pay, and 
this varies to compensate for spe- 
cial merit. The employees are all 
acquainted with the financial posi- 
tion of the firm, and know that as 
the store prospers they will receive 
more. As a result, they all work 
for the general welfare of the store. 
not for individual sales records 
that might not be for the best in- 
terests of the business. 


Staff Meetings 


At irregular intervals Mr. 
Koontz has the entire force over to 
his home for dinner and a meet- 
ing. These meetings have proved 
worthwhile, he reports, because 
they give individuals a chance to 
get gripes off their chests or to ex- 
press their ideas about the conduct 
of the business. Fundamentally, 
they contribute a lot toward build- 
ing up the esprit de corps that has 
made Koontz Hardware the 
“friendliest store in town.” 

Moving into its own building in 
August, 1947, was a big step for- 
ward for Koontz Hardware, but it 
was a step that could well have 
been impossible if the entire force 
hadn’t been motivated by a real 
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team spirit. In fact. when Mr. 
Koontz was notified that he 
couldn’t renew his lease on his old 
store because a bank had _ pur- 
chased the building and land, he 
decided to just go out of business. 
But prior to this he had been of- 
fered $30,000 for just the good 
will of his store, and he decided 
he could buy the building across 
the street and write off its cost 
against the good will he would 
lose by going out of business. 
The building he purchased was 
a 50 by 60-ft. structure that had 
been used as a chicken slaughter 
house. The lot has a 147 ft. front- 
age and is 110 ft. deep, which 
leaves room for a big parking lot. 
The building was completely re- 
modeled and a 26 by 50 ft. addi- 


tion with basement was built on 
the rear. This basement was origi- 
nally intended for storage, but 
after a short time a stock room was 
built at the rear of the parking lot 
and the basement was converted 
into a sales room. The total cost of 
the building, lot and remodeling 
was approximately $100,000, re- 
ports Mr. Koontz. The new store 
was completely equipped with mod- 
ern display fixtures at a cost of 
$14,000. 


Sought Opinions 

While he was contemplating this 
change Mr. Koontz discussed all 
the complications freely with his 
employees to get their opinions. 
He found them enthusiastic about 
the idea even though it meant less 
bonus for them until the new plant 


Meyer's Goes Modern in Its 


fifth of the firm’s total volume at 
the time the move to the new store 
was made, but the owners expect 
the volume in this line to increase 
greatly, particularly because of the 
better facilities. 

John Dunnuck explains that with 
the resumption of home building at 
the close of the war, contractors 
tried to cut costs on building hard- 
ware, using the cheapest type avail- 
able. He believes that many home 
owners through necessity, or 
through pride of ownership of 
their homes, will replace much of 
the junky hardware that had been 
used on their houses. People 
building homes today will nat- 


(Continued from Page 58) 


urally be more concerned with the 
quality of hardware, Mr. Dunnuck 
believes. 

Brushes, pliers, cutting tools, 
files, abrasives and similar small 
items of merchandise are sampled 
on the oak panels of the double 
swinging doors of the wallcases 
and the reserve stock on the shelves 
is arranged so that items shown on 
the right door are shelved behind 
the left door. This permits the 
salesman to get a desired item 
without opening a cabinet door in 
the face of the customer. 

All precision tools are shown un- 
der glass for protection. 

All cutting tools like taps, dies, 





Pet supplies, sporting goods and garden requirements. All 
merchandise is price marked to facilitate self service. 
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got on its feet and firmly settled. 

He has kept all the trade that 
was accustomed to his location, 
and his new store has attracted 
many new customers. Much of 
this new trade, he has found, is 
the type that demands a modern 
and attractive store—the type of 
trade that “spends freely.” He also 
has found that because of his more 
modern displays each customer 
spends more than he had in the 
old store. At a time when many 
retail stores are complaining of 
diminishing volume, Koontz Hard- 
ware is showing a steady increase 
month by month. And in spite of 
steadily increasing volume he still 
has the identical sales force he had 
in the old store with the exception 
of one high school boy who comes 
in Saturdays. 


85th Year 


die holders and the like are kept in 
a large steel cabinet, 8 ft. high and 
6 ft. wide. This is covered by two 
plywood sliding doors to make it 
conform in appearance with the ad- 
joining wallcases. These panels 
are locked in place at the close of 
the day to prevent theft of this 
valuable merchandise. All the 
items contained in the metal slid- 
ing drawers of this unit are also 
sampled on the outside of one of 
the two panels. All the items in 
this valuable stock are covered by 
a stock control system, which is 
maintained on a card index file in 
the tool buyer’s office. A maximum 
and minimum number for each 
item is marked on the drawer and 
a corresponding index card. This 
makes it easy to maintain the stock 
of each item at the proper level, so 
that it does not run short or in ex- 
cess of current needs. 

There are 75 running feet of 
wallcases along the left wall of the 
basement for the display of ma- 
chinists’, mechanics’, carpenters’ 
and masons’ tools, abrasives and 
similar items. 

Seasonal steel goods, such as 
garden and snow removal tools, 
are shown in the main floor Sea- 
sonal Shop, but tools that are sold 
the year-’round are shown in the 
basement store. 

The cutting rack for screen cloth 


and hardware cloth will hold 60 
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A 
/\fter four years of peacetime production, you (like 
many another dealer) are no doubt wondering why you 
are still unable to get all the ‘*‘Toastmaster” Toasters 
you can sell. It’s a perfectly logical question—and one 
that deserves a straightforward answer. 

Actually, there is no single reason. Rather, there are 
several factors and each, in its own separate way, con- 
tributes toward continuing the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER” TOASTER. 


QUALITY 


Over 25 years ago, the first “*Toastmaster™” Toaster was 
produced for commercial use in restaurants and hotels. 
The manufacturing skill and experience acquired in 
building a heavy-duty toaster that would stand up under 
hard commercial use was indeed valuable. It resulted in 
a household toaster that would give years of good serv- 
ice. People are continually writing us about ‘*Toast- 
master” Toasters that are still working perfectly after 
more than 20 years! Satisfied customers like these 
naturally influence the toaster purchases of their friends 
and neighbors. So put quality down as one important 
reason that contributes toward the TREMENDOUS DE- 
MAND FOR THE “‘TOASTMASTER” TOASTER. 


VALUE 


Consider how value influences demand. The first two- 
slice *‘Toastmaster” Toaster was introduced in 1930 at 
$16.00. Through every model change, embodying nu- 
merous improvements, the price remained unchanged 
until 1941. Then, the application of Federal Excise Tax 
resulted in a price increase to $17.25. Today, the retail 
price of the “Toastmaster” Toaster is $21.50—of which 
$1.09 is Federal Excise Tax. On the other hand, the 
average retail price of a// automatic toasters has in- 
creased 87%7. And many other durable goods have 
more than doubled in price! As you can see, we have 
steadfastly kept our price as low as possible. It is our 
belief that people buy those products which give them 
the most for their money. We are sure, and we think 
you'll agree, that holding the price down has done its 
share toward continuing the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER™ TOASTER. 


INCREASED MARKET 
Then, too, there are a great many more customers in the 
market for automatic toasters than ever before. The 
almost 12 million new families created during and after 


Computed from McGraw-Hill 
figures for 1941 and 1948 


Nay are 


TOASTMASTER Zoasters still scarce? 






the war have helped swell the demand. And because 
reliable, independently made survey after survey proves 
that most people actually prefer our toaster, we give 
you yet another reason for the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER”™ TOASTER. 


HIGH PRODUCTION 


This year, ““Toastmaster” production has been by far 
the greatest in our history. Despite this, we have. been 
unable to satisfy the demand that has existed all year 
iong. In fairness to everyone, our production has been 
equitably distributed so that all could share in it. Even 
with peak production we were unable to accumulate any 
inventory to meet the heavy demands of the current 
holiday season. Had we been willing to compromise on 
quality and workmanship, more toasters undoubtedly 
could have been produced. But that has never been our 
policy—another reason for the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER”™ TOASTER. 


ADVERTISING CREATES DEMAND 


Perhaps, considering all this, you wonder why we con- 
tinue to advertise. Well, our advertising last year... and 
the year before...and during the war when we had 
nothing to sell helped build the demand that exists to- 
day. And were we tc stop advertising now, you would 
surely feel the effect in having fewer customers next year 

. and the year after. Consistent, colorfu: large-space 
adverusing through 22 years has done its share toward 
creating and sustaining the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER”™ TOASTER. 


OUR: PLEDG 


We promise you that we will continue to make the finest 
»roduct of its kind—one that you can be proud to sell. 
We will price it to give the consumer maximum value 
and you a fair profit. We will promote it in such a way 
that you will always enjoy ever lower selling costs. We 
look forward confidently to being able to supply your 
needs in 1950. Then, and through all the many years 
that will follow, you can definitely expect to enjoy a 
sizable, steady return from the TREMENDOUS DE- 
MAND FOR THE “TOASTMASTER”™* TOASTER, 


RED in, 


GENERAL SALES MANAGER 


IOASTMASTER 


Automatic Pop-Up Toaster 


**TOASTMASTER™ is a registered trademark of McGraw Electric Company, makers of ““Toastmaster’’ Toasters Toastmaster" Electric Water Heaters 
and other Toastmaster” Products. Copr. 1949, ToastTMasSTER Propucts Diviston, McGraw Electric Company, Elgin, [linois 
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YOUR FAST MOVING 
OUTDOORS ITEM 


Build outdoor item profits with the HI-LO out- 
door stove. A must for every person who gets 
the call to the ‘great outdoors”. 

Ideal for the backyard barbecue, hunting 
and fishing trips, or those gay beach parties. 


Vv FOR EVERY SEASON 

Vv FOR YEAR ROUND SALES 

Vv FOR STEADY, QUICK PROFITS 
V FOR ATTRACTIVE STORE DISPLAY 


"LO ‘4 
Hl Ged ¢ « ¢ Four-way heat—Warm, Hot, 


Hotter, Hottest. Burns wood, charcoal or coal. 








The HI-LO stove carries easy as a brief-case — sets 
up at a moment's notice. 
Feature HI-LO, the all-outdoor stove, for year round 





sales and profit. 


UNION STEEL PRODUCTS COMPANY 


ALBION, MICHIGAN 








rolls, The practice is to keep one 
roll open for cutting and a full rol] 
in stock beneath it. The rack was 
especially designed by the Dun. 
nucks. 

Rope and chain, are kept at the 
rear of the basement store and the 
floor has been etched with mark. 
ings for the measurement of lengths 
up to 50 ft. Five sizes of sash 
chain and galvanized sash cord 
are held on a pipe frame, to facili- 
tate measuring. 

An elevator brings goods to the 
basement from the main floor re- 
ceiving room. 

An additional 10 ft. of depth for 
the basement store was attained by 
extending it that far under the side. 
walk. 

Another feature of the basement 
store is a 16-ft. long bathroom fix- 
ture display with an enameled tile 
background on which are shown 
all related items such as shelves, 
mirrors, bath brushes and scales. 


An Attractive Store 


A colored concrete floor and an 
accoustical tile ceiling help make 
the basement store an attractive 
one. The gray-colored concrete is 
easy to maintain, and is 25 per cent 
cheaper to install than terrazzo, ac- 
cording to Mr. Dunnuck. A color 
scheme of gray and white is used 
throughout the store, except for 
the office which is painted a cop- 
per color. A yellow background 
was selected for the power tool sec- 
tion in the basement store as be- 
ing the best for showing off the 
tools. 

The second and third floors, 
which were previously used as of- 
fices have been converted into 
storage rooms. Each department 
of the store has been assigned one 
or more of these rooms, depending 
upon the requirements. Some of 
the smaller rooms are devoted to 
single lines such as glass cooking 
ware or metal cooking utensils in 
cases where the reserve stock is 
sufficiently large. 

All main floor merchandise is 
stocked on the second floor and 
basement items on the third floor. 
This arrangement makes it easy to 
find needed items in a hurry. One 
man is in charge of all ware- 
housing. 

The contract hardware depart- 
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DELUXE SADDLE 
CHROMIUM SPRINGS 


REAMLINER 
HEADLIGHT 
































DUPONT DULUX 
FINISH 


FULL PROTECTION 
CHAIN GUARD 


* * 
*% *%&  SUPER-EQUIPPED FIVE STAR SUPERB MOTOBIKE 





Here’s a Columbia triumph based on 72 years of leadership 
in bicycle manufacturing. In addition to features shown, the 
Super-Equipped Five Star Superb has all the other exclu- 
sive quality features developed by Columbia. 


All Columbia bicycles are scientif- 
ically engineered, sturdily constructed, 
and all offer the most star features in 
their price class. For profit-makers not 
shown, see your distributor, or write: 
THE WESTFIELD MANUFACTURING CO., 
WESTFIELD, MASSACHUSETTS. 


A FEW OF THE COMPLETE LINE 
of Bicycles by Columbia are shown 
here. There are others for almost every 
conceivable purpose, age group, and 
preference—from the sturdy, cute little 
Fully-Equipped Juveniles for tots, to 
Precision Lightweights for grownups. 


AMERICA’S FIRST BICYCLE 


SINCE 1877 « « » 
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CHROME 
PROTECTED 


FRESH 
POWER 


DESIGNED FROM THE INSIDE gyp 


TO GIVE YOU MORE SALES AND NEW PROFITS! 


Look at These —. 


<a 


Features 


Sealed in Steel and 
Plastic with the tough 
plastic outer casing 
and the steel cap ma- 
chine-sealed directly intothe battery 
top to prevent power loss. 





Modern in Styling with 
functional design that 
~ results in sleek, attrac- 

tive appearance and 

added protection by 
more effectively insulating the zinc 
can. The engineering skill and 
know-how that has made BURGESS 
first choice of scientists and explor- 
ers for years has now created 
another first for flashlight users 
everywhere. 






ar 


——— 





\N mM 
\ 7 
. 


cc 


Engineered Design of this 
new construction permits 
the use of a maximum 
amount of energy pro- 
ducing raw materials to 
make a big, full-size battery with 
longer life. 






—F 


Chrome Protection keeps 


Nears, ot s 
| . i) BURGESS fresh and 
UNS! ij} ready longer because it 
"ess 7 curbs interior action in 


the battery when the 
flashlight is not in use. 


Guaranteed by the maker 


site, 
' 


[a whose reputation for 

Y Guaranty, % ottee « s 

Semel) quality and dependabil- 
aaa ity has made BURGESS 


the foremost name in 
radio batteries. 


GET STOCK NOW! Big 2-color ads break in Collier’s and other 
leading magazines right at the start of the big fall flashlight bat- 
tery season. Be ready for sales and stock up on this new Burgess 
Flashlight Battery. Order them from your Burgess distributor now. 


BURGESS BATTERIES 








ment has one large storage room 
which is fitted up with storage bins. 
Each of these bins is labeled with 
the name of a current construction 
job for which the store is supply- 
ing the contract hardware, such as 
“Bryan School,” “Mercy Hospital,” 
“Airport,” “St. Joseph’s Church.” 

An employee in the builders’ 
hardware department takes a list 
for a specific job, picks all the 
items from stock, packs and marks 
them and places them in the bin 
labeled for that particular job. The 
items are marked according to the 
order in which needed, as the job 
progresses, and are shipped in 
that order. 

At its former location the busi- 
ness was seriously handicapped by 
a lack of parking facilities. The 
side alley was narrow and any 
trucks and cars coming out of it 
into the street frequently caused 
traffic snarls. 

The new location has a con- 
venient parking area which is re- 
served for the use of customer’s 
cars. The officials of the company 
pay parking fees rather than to 
take up the spaces that are intended 
for customer use. “We don’t want 
to get into any bad habits at the 
start so none of the store person- 
nel use our parking lot,” says John 
Dunnuck. 

The new store was officially 
opened before it had been entirely 
finished, in order to take advantage 
of the great interest that had been 
created during the course of con- 
struction. 

An indication of the interest was 
the attendance of more than 5,000 
people who coursed through the 
store in three hours on the open- 
ing Monday night. Souvenirs, 
costing about $700, undoubtedly 
helped to swell the crowd. 

At the time of the opening John 
Dunnuck said, “We expect that 
this, our 85th year, will be the 
greatest we have ever had. Our 
volume should be at least 50 per 
cent higher than it was last year, 
which was the biggest year we ever 
had. 

“We could quickly see the im- 
portance of good display, especially 
to stimulate impulse buying. This 
was particularly evident in our 
housewares department, which was 
designed to appeal to the ladies.” 
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only 150.92 





can be in the 
profita ble power 
tool business for 


That's right! An original investment of as little os 
$150.92 can put you in the solid-profit fast turn- 
over power tool business. The new DURO "Basic 
Power Tool Group" pictured here starts you in a 
new business ...a profitable venture that requires 
very little extra space and best of all, a very small 
cash outlay. Each Nationally Advertised DURO 
Power Tool in this group is “work-tested," preci- 
sion engineered. These are the kind of tools you 
would buy for yourself. DURO craftsmanship and 
quality is instantly evident in the silent, effortiess 
operation, the fast, easy adjustments, the smooth 
terofessional" performance of every tool. Check 
ive price tags on these great DURO 

Jer now. Only $150.92 for all 

pllowed) 







Low priced, top value precision er 
—backed by consistent, citon took 
Duro National Advertising! A com- 
bination that means real profits 


for you . 


. this Christmas and 


all year ‘round! 
Write today for full 


i) 3a i ee 
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Ao ti 
TH pri 


has been building 
fine precision tools 
for over 30 yea i 
This priceles ss design 
and production — 
ag brings Y 


est 
“todays gree at 
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Is 
Advertised Duro-Chrome Hand Too! 
Vv 


HARDWARE AGE, DECEMBER 1, 1949 


details. 


ODAY FOR DETAILS! 


Send in now for full details about this amazing new DURO Power 
Tool offer. See how easy it is for you to be in a new and profitable 
business. Write in today to: 

DURO METAL PRODUCTS CO. 


2691 N. Kildare, Chicago 39, Ill. 
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The ‘* Michigan" 
makes mighty 


good use 


of muscle! 


They Cut Longer | 
Between Sharpenings 


*‘Carpenters’ Expert” 
Speeds 
construction jobs! 





Since 1826, this trademark has 
sented the best in ax 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 


Mr. Hardware Dealer, Let's Check Your Operations! 


(Continued from page 43) 


dealers forget that the salesman 
he may turn away, and sometimes 
rudely, can all toe often be the 
man that has a product he may 
need. During the war, manufac- 
turers allowed their salesmen 
quotas and I know many hardware 
dealers who existed through the 
help of these salesmen. during 
those trying periods. 

Always remember the salesmen 
that call on you are usually ready 
and willing to help you buy your 
merchandise intelligently. You as 
a hardware merchant have in- 
vested from $10,000 to $75,000 or 
more in your hardware business, 
and a survey has shown that the 
average hardware man spends less 
than five hours a week doing his 
buying, and protecting his invest- 
ment, his business and his future. 
Furthermore, many hardware men 
do not check the prices on 80 per 
cent of the purchases they make 
because they are too busy with 
the other phases of their businesses 
and because they have not estab- 
lished for themselves a_ price 
system. 


Price Record System 


A price record system can be 
set up, using 8 by 5-in. index cards 
and index file, in a holder or box, 
all of which can be obtained for 
less than $5 at a local stationery 
store. These cards can be filed as 
shown, in the accompanying illus- 
tration. In the upper left hand 
corner, indicate the type of mer- 
chandise the card covers—for ex- 
ample 10-in. adjustable wrenches, 
with black polished head. On the 
second line would appear the head- 
ings “Date, Supplier’s Name, Sup- 
plier’s Address, Quality and 


Whauske,) belt ba “Y bs 70" 


For example a drop forge 
wrench alloyed steel 
would naturally be “A” quality 
and other grades should be marked 
ae, “% , &.@ 
where you are not familiar with 
the different qualities of a particu. 
lar type of product your manv- 
facturers’ or wholesalers’ salesman 
can help you. 


Price.” 
made of 


instances 


Such a card system will, of 
course, mean nothing unless kept 
up to date. Thus the easiest and 
simplest way is to fill in the card 
everytime you make a_ purchase 
and actually receive the 
The cards will then tell you when 
you bought your last supply of a 
particular item, its source of sup- 
ply, and who is selling you a par- 
ticular product at the lowest price. 
This record will enable you to 
keep in constant touch with market 
conditions and prices at all times. 


gor rds, 


A Service Center 


Establishing your business as a 
service center means servicing 
your trade with your regular lines 
of merchandise and also encourag: 
ing and establishing varied other 
types of services. These include 
plumbing repairing, electrical re- 
pairing; floor sanders, 
wallpaper removers and ladders; 
knives, lawn 
tinning and 


renting 


sharpening scissors, 
mowers; _ installing 
gutter work; contracting roofing, 
driveways; kitchen modernization; 
repairing sewing machines, leather 
bags and zippers, and a welding 
repair service. You might even go 
to the extent of arranging for a 
landscaper to work through your 
store. 


When establishing a service cen- 


DATE SUPPLIERS KAME ADDRESS PRICE 

Vika 0. Mina > - ChrishaL0 er fo &A 

Yes dha XG. an! Ay: ~ (Ol ha. 
[AY ee a, 3 Geis -‘Me- 2 Fate 


AY me 


be lao QQ ee 
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Suggested card for use in price record system. 
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These ...and many more... make 
FERGUSON the Line with the Future! 
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Are you merchandising to farmers ? 





THE FERGUSON 


FARM EQUIPMENT LINE 


W777) Ae 


FOR YOU 


Then you’re missing a big, profitable sales oppor- 
tunity if you’re not set up to supply the farm machinery 
needs of these same prospects and customers of yours. 


A good tractor line—with implements, of course— 
places you in a strategic position to take full advantage 
of your well-earned selling and merchandising 
knowledge. 

The Ferguson line certainly is a quality line with a 
osepenel reputation. It has exclusive features that no 
other tractor can claim . . . advantages that can be 
convincingly demonstrated. 


A big “plus” of the Ferguson business is that you really 
make customers. When a farmer buys a Ferguson 
Tractor, he continues to be a customer, not only for 
parts and service, but also, for many of the over forty 
specially designed Ferguson Implements that attach 
to its special linkage. 


Ferguson is a name you'll be proud to add to your own, 
Since 1939—ten years now—an aggressive program of 
advertising, merchandising and engineering has cre- 
ated an enviable reputation and acceptance. 


In many excellent territories, the Ferguson franchise is 
now available as a result of a selective expansion pro- 
gram made possible by the increased rth ee facili- 
ties of the new modern plant at Ferguson Park, Detroit. 
What is required? A moderate investment, a willing- 
ness to fight challenging competition and a recognition 
that this is an opportunity that justifies individual, full- 
time status. Want to know more about our franchise? 
Then write us and we'll see that our nearest distributor 
contacts you. ‘ 


HARRY FERGUSON, INC. 
Office: 3639 E. Milwaukee Ave., Detroit 11, Michigan 
Plant: 12601 Southfield Road, Detroit 26, Michigan 


a Write for the full details and name of your nearest Ferguson Distributor 


USON TRACTO 


AND FERGUSON SYSTEM 
IMPLEMENTS 





Copyright 1949 by Harry Ferguson, Inc 
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(CONTINUED FROM FRONT COVER) 


Slaymaker Lock Company joins with the 
jobbers listed below in thanking you hard- 
ware retailers of the country for your help, 
your enthusiasm, and the superb selling job 
you have done with Slaymaker’s SM 7 and 
the four “Brass Beauties.” In less than six 
months, you’ve established these 35c-to-79c 
solid cast brass padlocks among the top 
sellers in the industry! 


xk k * 
Aljack Metropolitan Jobbing Co 
Amarillo Hardware Co. Michigan Hardware & 


American Factors Ltd. C. H. Miller Hardware 
Arden Hardware Co. Mindell Hardware Co. 
Auburn Hardware Inc. Monroe Hardware Co. 
Baker & Hamilton Co. Montgomery & Crawford 
Barker-Jennings Hdw. J. W. Murchison 
3 Barschi & Sons, Inc. McGowin-Lyons 

eo. W. Bauer & Sons Nulock Supp! 

Beacon Sales Co. Odell H te oe 
Beck & Gregg Hardware 5 sill eng 
Belknap Hdw. & Mfg. Co, OFgill Bros. & Co. 
Berenson Hdw. & Pibg. Co. 2: - O'Connell, Inc. 
W. Bingham Co. Paxton & Gallagher Co. 
Wm. L. Blumberg Co. Pearlstine Hardware Co. 
Bonner Wholesale Hdw. Peaslee-Gaulbert Co. 
Bostwick-Braun Co. Phoenix Hardware Co. 
Burhans & Black, Inc. Piedmont Hardware Co. 
Bush-Caldwell Co. Pitts Corp. 
L. C. Campbell Co. Poe Hardware & Supply 
Charleston Hardware Co. John Pritzlaff Hardware 
Charlottesville Hdw. H. C, Prutzman Inc. 
Clark Hardware Co. Raleigh Hardware Co. 
Danser Hardware & Supply Reilly Bros. & Raub 
Edward Darman Co. Riggsbee Hardware Co. 
Dealer Supply Co. Roth-Blau, Inc. 
Dinkins-Davison Hdw. Co. Semer Brothers Hardware 
John Duer & Sons, Inc. — Schwabacher Hdw. Co. 
Emmons-Hawkins Hdw. Co. Scheffer & Rossum Co 
Empire Steel Co. Shapleigh Hardware Co. 
Farwell, Ozmun, Kirk D. Silver Hardware Co. 
Foster- Thornburg Hdw. Co. 5; Simons Hardware Co. 

Clarke Siviter Co. 

Franklin Supply Co. Smith-Winchester C 
E. Garnich & Sons Hdw. Charles j ‘Smith & a 
Sonseel Bist. Co. L. H. Smith Co . 

ohn J. Getreu neal . 
Globe Hardware Co. Souner'tur tae 
Wm. Goldenblum & Co. — Standard Whsl. Hdw. Co 
) wewconly Newnan S. Stauffer-Eshleman & Co. 
—e reys Haw. sooramnen Sastunee Co. 
Gulf Hdw. & Supply Co. forte ance auP 
Hall Wholesale Co. Strong Hardware Co. 
Harco Hardware Co. Supplee-Biddle Hdw. Co. 
— Supply Co. Swank Hardware Co. 

. Hartman 
pees = oanare W. A. L- Thompson Haw 
enkle oyce Hardware Baste tn 4 
Herr & Co. 5 ee Ag — Hdw. 
Holmes Hardware Co. WSN. TEFON VO. 
House-Hasson Hdw. Co. Union Hardware & Metal 
Inman-Powell Co. United Hardware Dist. Co. 


Jacobi Hardware Co. Van Ness Co. Inc. 
Jacobs-Hutchison Hdw. Co, Virginia-Carolina Hdw. 
Jelco-Omaha Co., Inc. Wagner Hardware Co. 
Kelly-How-Thompson Co. J. M. Warren & Co. 
Key Hardware Co. Wayne Hardware Co. 
Knapp & Spencer Co. Whitlock Corp. 
G. G. Knoek, Inc. Wholesale Mart, Inc. 
Kruse Hardware Co. ee, 
: imberly omas Hdw 
ey te denny Co. Wisco Hardware Co. 
Salomon Leinwand West Plains Hardware 
Levin & Marks Western Builders Supply 
A. Lewis Hardware, Inc.  6¢0- [ee & Co. 
Logan-Gregg Josep oodwell Co. 
Luthe Hardware Co. Geo. Worthington Co. 


Massachusetts Hdw. Dist, York Bros. 
May Hardware Co. Zork Hardware Co. 


x * * 


SLAYMAKER LOCK COMPANY 


World’s Most Complete Line of Padlocks 
LANCASTER, PA., U.S.A. 
Since 1888 














ter be in a position to render ser- 
vices to the man or woman of the 
home, that he or she is either un- 
able or unwilling to perform. For 
example: Mr. Jones who bought a 
new power lawn mower, backed his 
car into it and badly wrecked it. 
Are you Mr. Hardware Man in a 
position to render him the service 
of restoring that lawn mower to 
tip-top condition? A service cen- 
ter must be a spot where your cus- 
tomers can bring items needing 
repairs. In doing this you are not 
only increasing your profits, but 
you will build up good will. The 
important thing to remember in 
running a department of this type 
is that small jobs often lead to 
major projects. I might add at 
this time, that in the city of Cleve- 
land, with a population of over a 
million people, there are to my 
knowledge, only four or five such 
departments where service of this 
type is rendered. 

In establishing a service center 
it is of the foremost importance 
that you place a capable and me- 
chanically inclined person in 
charge. You should establish a 
standard price on service work, be 
it on an hourly rate or contract 
job. Let this department be run 
as a separate unit and see that all 
your outside contract labor is per- 
formed by competent parties, and 
that each type of work or job you 
sub-let is on a contract basis. I 
cannot stress enough the impor- 
tance of performing services as 
outlined above. If you are looking 
for a profitable department with 
a low investment, here it is. 


Housekeeping Important 


Keeping your store clean, neat 
and attractive requires that it has 
to be cleaned constantly. Not only 
the top dirt but the shelves, coun- 
ters, floors, basement, and yes, 
don’t forget that rear stock room. 
How many times were you about 
to hand a customer merchandise 
when you had to reach for a dust 
cloth? And just about that time 
you would tell your customer, 
jokingly, that you don’t charge for 
the dirt. Do you think that helped 
your sale? Do you think your cus- 
tomer likes to trade and buy mer- 
chandise that looks old, dirty, or 
shop-worn? I know few hardware 
men I have talked to who have not 
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admitted to me that it’s bad house- 
keeping. With competition on the 
increase, it is your duty, if you are 
to be considered a good hardware 
merchant, to instruct a member of 
your organization to handle the 
job of keeping your store neat and 
clean. Take time out after you 
close the store some night and 
show them how the job should be 
done. Include in this instruction 
the method of dusting, cleaning 
and washing. 

Mr. Hardware Merchant, if you 
will keep your shelves clean and 
orderly, if you will keep your mer- 
chandise well-displayed, if you will 
keep your aisles cleared, if you 
will change the location of your 
displays often, if you will check 
your lighting and remove dead 
lamps regularly, if you will keep 
your windows well-trimmed and 
clean, then you won’t have to worry 
about competition taking away a 
large volume of business that right- 
fully belongs to you. 

One more important matter that 
should come under the heading of 
keeping your store clean is, to 
keep your windows lighted at 
night. Your windows are one of 
your most important advertising 
mediums, and their importance is 
increased when you keep them 
illuminated at night. Try it and 
see if it doesn’t make a difference 
in your sales. 

In my many years of hardware 
selling I have noted with interest 
the few features that makes one 
store the outstanding store in the 
community. The suggestions | 
have outlined above will help your 
store become one of these out- 
standing stores. 

Let these suggestions be your 
guide to a cleaner, better stocked, 
more serviceable, successful hard- 
ware store. 


Band Aids Business 
_. an influx of tourists 

during the summer, Rapid 
City, S. D., keeps a good band 
very busy making appearances at 
local towns in the nearby trade 
territory. Businessmen help foot 
the expenses of the band, which 
provides many an evening’s musi- 
cal entertainment for groups of 
villagers and tourists. The band 
thus builds good will for Rapid 
City and its merchants. 
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THERE’S 


More Money 


ON THIS SIDE OF THE FENCE # 


“Green spots” a-plenty in the “GREEN SPOT” 
garden. 

Next season you can make more money out of 
garden hose equipment by handling and promot- 
ing the Scovill GREEN SPOT line. 


First, because the GREEN SPOT line is complete 
—it has the right items for every customer. 


Second, because you have your choice of 3 


‘Basic Sales Starters’’— three different groups of 


merchandise to suit a variety of retail require- 
ments. Also open stock. 

Third, because the GREEN SPOT line includes 
“Bonus Items’’—profitable numbers more cus- 
tomers would buy if they knew about them. 

Fourth, because the GREEN SPOT line sells on 
sight—‘‘silent salesmen’’ displays and product tags 
create demand on the spot. 

Fifth, because don herold goes back on the job 
again—with the sales-making booklet “How To 
Water Your Lawn Right” and traffic-stopping 
display cards. 

All inall—a program that promises steady growth 
of garden hose equipment profits next season. 

Get in touch with your jobber right away—ask 
him about GREEN SPOT profits. MERCHANDISE 
DIVISION, SCOVILL MANUFACTURING COMPANY, 36 
Mill Street, Waterbury 20, Connecticut. 


































GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 
KEEPS THAT SPOT GREEN 


SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS + HOSE MENDERS - CLAMPS - NIPPLES - GOOSENECKS 












Hagenac Finds Five Ways 
Of Attracting Traffic 


Advertising, offering special services, providing 
leaders, selecting business neighbors and making 


store a "'passageway’ combine to build business 


4M | 
F YOU attack the 
problem in a wise manner, you 
can build a healthy flow of traffic 
into your hardware store. Then, 
it’s up to good display and good 
salesmanship to keep the volume 
high. You have the customers.” 
That is the buyer’s market 
philosophy of F. J. Hagstette, part- 
ner in the Hagenac Hardware store 
in New Orleans, La. Mr. Hag- 
stette believes that “If you take 
the right measures, you have the 
traffic. If you can’t sell when there 
is a good flow of customers through 
the doors, then you can’t sell at 
all.” So, to see that traffic flows 
into the Hagenac Hardware store 
at 1448 North Broad St., near the 
Fairgrounds race track, he has 
worked out a five-point system. In 
practice at Hagenac, the system 
has done the job it was designed to 
accomplish, Mr. Hagstette says. 


More and Better 


F. J. Hagstette’s five ways to pull 
in the store traffic are: ]—Do more 
—and better — advertising. “The 
man with a more sought after 
leader item, or a wanted service, 
will wait a long time for the cus- 
tomers to beat a path to his door,” 
says Mr. Hagstette. “He is more 
likely to see the door swathed in 
cobwebs—unless he advertises to 
tell and sell the customers on what 
he has. 

“Here at the Hagenac Hardware 
store, we break our advertising 
down into two phases. The first 
phase takes in regular newspaper 
advertising in one or another of 
New Orleans’ three big daily news- 


74 


for New Orleans hardware store 





F. J. Hagstette sells paint to a customer who came to pay his gas bill. 


papers. The second includes 
neighborhood advertising. Into 
this second classification we put 
neighborhood newspaper adver- 
tisements and house-to-house mes- 
sages thrown onto the customers’ 
front porches. 

“We use the big daily newspa- 
pers because they reach every 
home in New Orleans. We have 
found that we can draw traffic from 
all over the city to our neighbor- 
hood business district location. 
Newspaper advertisements pay for 
themselves by bringing in new 
traffic and new customers. 


“The neighborhood newspaper 
serving the Gentilly section of 
downtown New Orleans is an im- 
portant advertising medium to us. 
too, and we are using it heavily as 
the first and most important step 
in pulling traffic through the doors 
of the Hagenac Hardware store. 

“Being primarily a neighbo: 
hood store, the bulk of our traffic. 
my partner and I reason, must 
come from the Gentilly section in 
which our store is located—al- 
though the citywide customers are 
important, too. So the cheapest 
and most effective way we have 
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ow The Everhot Ensemble 
Steps Up Holiday Profits 


When you sell an Everhot Ensemble you have sold in one magnificent gift 
package the appliances that every woman wants. You are justified in 
putting your best salesmanship back of this outstanding appliance 
gecialty, for the sale earns you a profit worth working for. 
In most cases it won’t take much if any more of your 
ime and effort to sell the Everhot Ensemble than to 
sell any one of the separate items. 

While any of the items can be sold separately, ~ 
ill the appliances are designed and manufactured — ©. 
1 be component parts of the Everhot Ensemble— eel | 
one compact, beautiful, all-purpose electric cook- 
ing unit. Everhot Ensemble consumer advertising 
helps you. Well known Everhot quality makes 
satisfied customers. Offer the Everhot Ensemble 
aggressively, confidently to every gift shopper. You 
will make the sale more often than you may think, 


THE NEW MULTI-SERVICE 


€VERHOT 


ROASTER ENSEMBLE 
Here’s What You Sell 


@ Everhot Roaster-Oven. Improved, refined, advanced in every 
detail. Outstanding value. @ Everhot welded all-steel cabinet on 
4sturdy swivel casters. Unique, secure door catch. Cooking guide. 
Removable panel for Timer Clock. @ Everhot Electric Timer Clock. 
Simplified 1-knob setting. Easily removed ftom door of cabinet for 
other uses. @ Everhot-Broiler Griddle Set. Broiler, Griddle, Cookie 
Sheet. @ Five piece Pyrex dish set. Smartly styled. @ Handy, 
adjustable Elevator Rack provides double deck cooking. Finger tip 
adjustment. 
Phone your Everhot Distributor for quick service. 
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Everhot Roaster Ensemble 
SPECIFICATIONS 
Ge comple meal No. 950 Roaster Oven UT 365 Price $39.95 
—— No. 951 Cabinet ” 17.95 
No. 927 Timer Clock ” 10.95* 
pat Af No. 946 Broiler-Griddle Set ad 7.95 
ew Total $76.80* 


*Plus $2.19 Tax 


Full Margins—Quick Turnover. 
Immediate Delivery. Phone, Wire, Write. 


THE SWARTZBAUGH MFG. CO., Toledo 6, Ohio 
Advanced Portable Electric Cooking Appliances. 
Heaters, Blankets. 


| 
(nich, easy broiling 
oF toasting. 
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| @ The various units com- 
L—_ gocing the Everhot Roaster 


nsemble are designed and 

Ce made to constitute integral 
4 gy of the complete ensem- 
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; | N ~ A, A package hitchen 

New ease and better results Bacon and eggs or hot cakes Canning, preserving and Freedom for the housewife. Carry hot foods to Jor rumpus room, 
in baking. and sausage at their best, summering. picnic parties. cottage or camp. 
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Even the wrapping table is used for display purposes. Impulse 
items are featured here and attract the customers’ attention. 


found to hit them with hard-sell- 
ing advertising punches is through 
neighborhood advertising media. 
One is the sectional weekly paper. 
The second is direct mail and door- 
to-door throwaways. We do not 
use these last methods very much. 
It has been our experience that 
newspaper advertising—neighbor- 
hood and citywide—does a more 
effective job for our store.” 


Special Services 


2—Offer special services that 
will bring people into the store. 
“Convenience services are what we 
call these,” Mr. Hagstette says. 
“One of our convenience services 
is enabling Gentilly residents to 
pay their light and gas bills at the 
Hagenac Hardware store. New 
Orleans Public Service, Inc.—the 
local gas and light utility—sets up 
so-called sub-stations. These are 
usually retail outlets. They are al- 
lowed to collect money that utility 
customers want to pay on their 
bills, and to receipt the bills of- 
ficially. 

“When people come into our 
store to pay their utility bills—and 
they come by droves, because this 
offers them a real convenience— 
we can usually turn this traffic into 
profitable sales that play happy 
tunes on the cash register.” 


Other “convenience services” 
that the Hagenac Hardware store 
offers as a means for pulling in the 
traffic are hunting license sales and 
sales of American Express Co. 
money orders. 


3I—Offer good leaders. To get 
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customers into a hardware store, 
Mr. Hagstette holds. you must of- 
fer them a reason. The reason 
might be a convenience service. 
Or, in addition to that. it might be 
an opportunity to realize a saving 
on a wanted item, or the chance 
to buy something needed badly at 
the time the customer reads about 
it. 

“That’s our definition of a 
leader,” he “something 
that gives the customer a chance 
to buy at a saving; or the chance 
to have an item needed at the mo- 
ment. Leaders are not only spe- 
cially priced merchandise, al- 
though those nearly always pull. A 
leader can be an item needed at 
the moment, something timely and 
something with good volume pos- 
sibilities. 


states. 


“Once customers have entered 
the store to purchase the leaders 
we offer, we try to up-trade them, 
or to second-sell additional mer- 
chandise besides that for which 
they originally came. That’s how 
we make leader merchandising pay 
off in store-wide sales.” 

4—Line up neighbors who help 
to pull a flow of traffic past your 
store. “We own the building in 
which Hagenac Hardware is lo- 
cated,” F. J. Hagstette explains. 
“The building has two floors, and 
we rent out the second floor as of- 
fices. Above us and around us, we 
have spotted a dentist, a barber 
shop, and a beauty parlor. All of 
these have good traffic pulling 
power. They help to bring people 
past our doors. Then we try to get 
them into the doors.” 


Make It a "Passageway™ 


5—Make the store a “passage- 
way.” “Our store is close to a 
corner,” he says. “So we made a 
passage-way through to the second 
(cross) street. This has a big ad- 
vantage. It makes the store a short 
cut for busy shoppers and workers. 
It keeps them dry in wet weather. 
The same thing could be done in 
a corner store by opening a side 
door. This idea pays off by get- 
ting people through our displays.” 

Once the customers have come 
into the store, Mr. Hagstette de- 
pends upon two things to make 
them buy. The first is good sales- 
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Carefully kept books are a feature of this operation. Note displays 
of toys above and in front of the paint and related lines displays. 
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Coburn can supply you with a 
full line of hardware for doors 
which slide, fold or raise over- 
head. Long-lasting, smooth-op- 
erating Coburn Hardware is 
made for straight-sliding, slid- 
ing-folding, around-the-corner 








lisplays 
isplays. 


» 1949 





and roundhouse doors. We 
supply: 
Enclosed track + brackets » 
hangers * handles + guides 
rolls * guides * stops + binders 
* chafe strips + hinges = 
For complete information send 
today for Catalog #200. Engi- 
neering help without obligation. 


WICKWIRE SPENCER STEEL DIVISION « 
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COBURN PRODUCTS DEPARTMENT (rc. 


THE COLORADO FUEL AND IRON CORP. 4 


EXECUTIVE OFFICE—500 FIFTH AVENUE, NEW YORK 18, N. Y. © SALES ENGINEERING—56 STERLING STREET, CLINTON, MASS. 


COBURN #500 SWING-OVER GARAGE DOOR = 
HARDWARE SETS. High in quality yet low in cost, 
this set is adaptable to practically all types of 
garages; requires little headroom; does not 
interfere with passageway or floor space. For 
new or remodelling jobs. 


SLIDING-FOLDING DOOR HARDWARE #412 HARDWARE SETS. 
For two doors closing an opening not over 8 ft. 
wide. #412 sets can be used for doors which 
fold inside the buildings as well as those fold- 
ing outside the building. 

















manship from salespeople trained 
to know the essentials of selling— 
product knowledge, and selling 
knowledge. The other factor is 
strong display. 

Mr. Hagstette has some effective 
ideas on what hardware store dis- 
plays should do in order to make 
“looking traffic” turn into “buying 
traffic.” 

“We first make sure that our 
displays are complete,” he says. 
“They should display as much mer- 
chandise as possible, but not so 
much that the displays become 
junky and crowded. Customers 
have to see something if they are 
to buy it. The displays should 
also be complete as to furnishing 
much of the exact information the 


customer needs in order to want 
the merchandise. 

“Then, we look for neatness in 
the displays. Things thrown 
around won’t be seen—or sold. 
Careful arrangement is necessary. 
So is highlighting of an eye- 
catcher in every display. Every- 
thing cannot stand out. So one 
compelling eye-catcher is always 
highlighted. 

“Last, we look for what I might 
call easy browse-ability. In other 
words, since the displays are de- 
signed with only one aim—selling 
—they should allow sufficient room 
for customers to move about, and 
to stand, squat, sit or stoop while 
they see everything they want to 

” 
see. 


From $40,000 in 1939 to a Half-Million Rate Today 


(Continued from page 40) 


Names.” In June, for example, he 
spent about $800, or one-and-one- 
half per cent of sales, on adver- 
ising. 

He participates in cooperative 
advertising with either national 
firms, or local groups, so long as it 
promotes the sale of merchandise. 
He also participates in such com- 
munity activities as the Santa Fe 
Soap Box Derby and the Bicycle 
Derby. These promotions, he feels, 
serve a double purpose. They help 
promote community activities; 
they also create good will among 
the city’s boys and girls and the 
store’s future customers. 


Competition 


There’s still another factor in 
Mr. Cartwright’s business growth. 
When a mail order company re- 
cently opened a new retail store in 
Santa Fe, a city of about 30,000 
population, Mr. Cartwright took a 
bold step to benefit from the chain 
store’s presence. As soon as the 
firm started to build its large, 
modern store, labeled the largest 
department store in New Mexico, 
Mr. Cartwright decided to move 
right next door. 

“At the time the big chain de- 
partment store started building its 
new store, my store was located 
four blocks from it,” he says. “I 
determined I’d rather be right next 
door to them and benefit from the 
best traffic puller in town, than be 
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far away from them and _ holler 
about their competition. 

“In order to locate right next 
door to them, I had to buy out a 
hardware store which had been in 
business in Santa Fe for 91 years.” 

The purchase of this store en- 
abled him to move his business 
next to the new mail order branch 
store. This also gave Cartwright 
Hardware three times the floor 
space it enjoyed in its old store, or 
a 60 by 125-ft. sales room. There’s 
also a full basement for the firm’s 
plumbing and heating division, a 
separate enterprise. 

Before moving into the new 
store last April 5, Mr. Cartwright 
completely remodeled the place. 
Old style windows were changed to 
permit dispiay of appliances and 
other merchandise into the very 
front of the store, near the plate 
glass. Part of the basement, used 
by the former owners as a ware- 
house, was converted into an ap- 
pliance show room. 


Ample Display Space 

The new store gives the firm 
ample space to display other mer- 
chandise on open units. There’s 
also enough room for a sizable 
appliance display in one side of 
the store, near the entrance, on the 
right as the customer enters the 
big establishment. 

By the time the mail order con- 
cern opened its new store in mid- 


July, the Cartwright Hardware Co. 
was acclimated to its new environ- 
ment. 

While his next door neighbor 
was showing “private label” mer- 
chandise, Mr. Cartwright displayed 
nationally advertised appliances, 
paints, tools and household items. 


The Principle 

Explaining his principle of 
stocking and selling brand name 
products, Mr. Cartwright says: 

“With the national lines, a fel- 
low doesn’t have to do the mis- 
sionary work. A store gains speed 
in sales with big well-known 
names. The way I figure it, when 
I stock highly advertised names, 
my sales gain momentum. Hav- 
ing a well-known and advertised 
product does half the sales job.” 

Returning to the new incentive 
plan, Mr. Cartwright believes a 
basic factor in any successful busi- 
ness is a hustling sales staff which 
is well rewarded for its efforts. 

He had thought about the bonus 
plan for quite a while, but it was 
not until he acquired the new, 
larger store that he was in posi- 
tion to institute it. 

During the war years his vol- 
ume was limited by scarcity of 
items. He and Mrs. Cartwright, 
who was an active partner until 
recently, managed the store be- 
tween them. 

When he bought out the com- 
peting hardware store, he retained 
two-thirds of that store’s crew. 
What’s more he raised their sal- 
aries to bring them up to the level 
he was paying the staff from his 
original store. 

Now, seven salesmen are spurred 
to added effort as a result of the 
incentive payment plan. The en- 
tire Cartwright Hardware Co. crew 
comprises 30 men and women. 
And they must be a happy, con- 
tented crew; for when the largest 
chain department store was hiring 
men and women to staff its new 
enterprise, the Cartwright Hard- 
ware Co. did not lose one regular 
employee to them! 

Apparently, Mr. Cartwright’s 
employees see eye to eye with their 
boss. “The Home of Great Names,” 
they are certain, in its new location 
in the hottest traffic spot in Santa 
Fe. is bound to enjoy even more 
growth during the next 10 years. 
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the NEW Aluminum Wire Screening that Lasts because it’s... 


@ TOUGH 
e STRONG 


sane POM @ MADE OF ALCOA ALCLAD 


as ALUMINUM 


acre 


mum strength. 


the NEW Aluminum Wire Screening Nationally Advertised 


e AMERICAN HOME 


e BETTER HOMES & GARDENS 


e HOLLAND'S 


With color ads that appeared this fall in these lead- 
ing magazines and will continue in the spring of ‘50. 
Ads that will reach 6,400,000 readers, telling your 
cust s why alumi is the best buy in screening. 





A uminoe ; Made by the Alclad process that Alcoa developed 
for our commercial and military planes, where top 
corrosion resistance must be combined with maxi- 


e Retains its GOOD LOOKS 


e CAN'T STAIN LIGHT-COLORED 
PAINT OR MASONRY 


e@ ELIMINATES RED RUST-STREAK: 
Unsightly Screen Stain Banished 


Order the NEW Aluminum Wire Screening You Can Promote 
Locally with: 
am 

e WINDOW STREAMERS 
@ NEWSPAPER MATS 
e FOLDERS 

THEY'RE FREE! Contact your supplier 

of screening made of ALCOA ALUMI- 


NUM for your supply, today. Don't be 
late for “screen time”. 


Order the NEW Aluminum Wire Screening woven from Alcoa Alclad Aluminum by these LEADING WEAVERS: 


American Steel & Wire Co., Cyclone Fence Div. 
American Wire Fabrics Corporation 
Hanover Wire Cloth Company 


Heilig Bros. Company, Inc. Pacific Wire Products Company, Inc. 
Keystone Wire Cloth Company Pennwoven, Inc. 
New York Wire Cloth Company Spargo Wire Company, Inc. 


Standard Wire Cloth & Screen Company 

Reynolds Wire Company 

Wickwire Brothers, Inc. 

Woven Wire Fabrics Div., John A. Roebling’s Sons Co. 


Be Ready for Sorte Tie) —Order trom Your Supplier NOW! 
eageuatdendevetttatitent esstcastecastastseestoes 


This tag identifies screening woven from Alcoa Alclad Aluminum. 


Look for it on the screening you buy. Your customers will. 


Avuminum Company oF America, 1753M Gulf Building, Pittsburgh 19, Pa. 




















VLCHEK BOARD B-14 


A New VLCHEK 


@ 


Salem’ 


This new board holds a 61- 
piece assortment of long box 
wrenches of popular sizes, 
open end wrenches, and com- 
bination wrenches—all of al- 
loy steel, chrome plated. This 
one board thus provides a 
large assortment yet with 
small inventory. 


Like the other Vichek boards, 
it is made of handsome ply- 
wood (12'’ x 24’’). Sturdy 
hooks hold the tools, allow- 
ing customers to remove and 
inspect the items. 


An excellent merchandiser— | 
saves time — promotes sales. 
Full details on request. cam 





The VLCHEK TOOL Co. 


3001 East 87th St. * Cleveland 4, Ohio 


Display and Feature 


VLCHEK 


HAND TOOLS 
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Illinois Dealer Uses Mobile Telephone Unit 


(Continued from page 42) 





The store's repair man works on a washing machine 
in the used merchandise annex of Johnson's Hardware. 


in another store up the street,” 
says Mr. Johnson, “and I frequent- 
ly call that store by mobile tele- 
phone when I am out in the coun- 
try to ask whether such and such 
an appliance has been sold. If not, 
I can offer it to prospects whom I 
know are interested. At the used 


appliance store we also repair 
radios and washing machines as 
well as small appliances. If the 
man in charge of this store runs 
into problems he cannot solve, he 
can get in touch with me very 
easily through the Mobile Oper- 
ator. 





You Need Good Stocks for Your Customers 
Your Customers Need Them for Their Trade 


By H. T. POTTER 


New York Manager, 
Ames Baldwin Wyoming Co. 


| VERY much admired the philos- 
ophy of a high quality salesman 
representing a prominent hardware 
wholesaler, when I heard him talk- 
ing to a dealer not long ago. 

My friend, the salesman, had 
been pressing a hardware dealer 
for a future order for a staple item 
and a future that was not too far 
removed from the merchant’s sell- 
ing season. The dealer demurred 
because he did not want to become 
financially involved. 

In effect the salesman said, “We 
all have a part to play in this busi- 
ness world. I am a customer and 
as such should spend my money 
wisely in reputable stores in my 
neighborhood. I should buy 
branded goods of reliable manu- 
facturers, getting them from the 


dealer’s stock, or waiting until he 
can get them. When we do this 
we are making a necessary contri- 
bution to each other’s welfare and 
to the national economy. 

“You owe it to your customers 
to carry a good assortment of re- 
liable and up to date merchandise 
and you owe it to your hardware 
wholesalers to place your orders 
as early as possible so that they can 
intelligently plan their buying and 
stocking. 

“Your wholesalers, in turn, owe 
it to the manufacturers to gather 
these orders together, add to them 
their own ideas as to further needs 
and then place the orders with the 
manufacturers early enough so 
that the manufacturers, in turn, can 
arrange their schedules.” 
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That salesman got his future. 

What a flood of pertinence this 
opens up. Go into a hardware 
store and just have in mind three 
materials, steel, aluminum and rub- 
ber. There are many others, but 
these three will serve. 

Do you know where a large part 
of the steel, aluminum and rubber 
production of the United States 
Goes? To hardware stores. 

With steel you are apt to think 
first of railroad tracks, bridges and 
skyscrapers, but let your attention 
go instead to the hardware store, 
its present stock of items made of 
steel, the many turnovers per year 
and multiply that by the thousands 
of hardware stores throughout the 
country. That is where the larger 
percentage of steel goes. The same 
can be said of aluminum and rub- 


ber. 


A Great Contributor 


So the hardware business in all 
its phases is one of the great con- 
tributors to the good health of our 
national economy. 

When we hear or read about our 
annual national income of $60 bil- 
lion, we know that that is practi- 
cally the total of our “take home 
pay,” that that is the fuel that pow- 
ers our over-all welfare and is in- 
tended to be put back into circula- 
tion wisely, either by investment or 
through the purchase of our living 
requirements so that the fuel is al- 
ways ready and of sufficiently high 
power content to allow the wheels 
to always keep turning. 

This takes skill and vision and 
straight thinking and it is a com- 
bination of cooperation, each play- 
ing one’s part on all levels from in- 
dividual customer to the ore pits, 
bauxite mine and rubber produc- 
tion plants. 

Purchases from a hardware store 
are a contribution to the outpost 
of one of the most important seg- 
ments of our national welfare. 

As a member of the hardware 
business, dealer, wholesaler or 
manufacturer, watch your P’s and 
Q’s of business conduct because 
you are members of one of our 
most dependable and certainly top 
ranking industries in the country’s 
prosperity; with the requirements 
of very little quibbling and much 
cooperation. 
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Several Months in the Making... 


Now READY 10 SERVE YOU! 








For the first time in UNION’sS fifty-six year history production was 
halted earlier this year as a result of a severe fire which struck our 
plant, but we are happy to announce that we are again back in full 
production on our entire line in our newly completed plant. 

Originators of commercially manufactured Tool Chests, UNION 
has pioneered most of the major developments in Tool Chest con- 
struction. After the severe set-back of our fire, we will welcome 
the opportunity to serve you again from our new factory, the most 
modern steel chest plant in America today. Our line has been 
vastly improved; new items added and we are now ready to supply 
you with a complete, modern line of: 


TOOL CHESTS e TACKLE BOXES 
UTILITY CHESTS e SERVICE KITS 
UTILITY DRAWER CABINETS — 
HARDWOOD MACHINIST CHESTS 

Under the circumstances, your special consideration of the UNION 


Line will be doubly appreciated. Consult your Jobber or write 
direct giving us the name of your Jobber. 


- ~ & 
CHESTS ~~ 


UNION corporation 


LEROY, NEW YORK 
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Williams Stud Remover 


Designed for use with %4-in. square 
drive handles and attachment is this 
stud remover No. S-60B. Said to be 


ey, 


equally efficient for removing or setting 


studs. Maker says an_ eccentrically 
mounted roller with deep milled edge 
provides a non-slipping gripping sur- 
face which is non-burring. Stud capac- 
ity, 5/16 to %4-in. diameter. Made from 
alloy steel, heat-treated and chrome 
plated. J. H. Williams & Co., 400 
Vulcan St., Buffalo 7, N. Y. 


‘Red Devil’ Electric 
Home Polisher 


Red Devil Tools, Irvington, N. J., 
offers the FP 23 electric home polisher 
to retail for $29.95. Unit weighs 6 lbs. 
9 oz. Pure bristle brushes rotate at the 
floor at 5000 revolutions per minute. 
As polisher moves, felt buffing ring elim- 
inates swirl marks, says maker. Polisher 
is tested and labeled by Underwriters’ 
Laboratories as is the extra long non- 
marking gray rubber extension cord. 
Brush and buffing ring total 8% in. 
diameter. Knee action spring and 
vacuum pressure said to keep brushes 
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on floor all the time. Flat surfaces as 
walls and furniture tops may be pol- 
ished. Does stairs and hugs baseboards. 
Finished in silver gray hammered finish. 
Its Universal 110-120 volt fractional 
horsepower motor on AC 
and DC. 


operates 


Sylvania Christmas 
W rappings 

Hy-Sil Mfg. Co., Revere, Mass., is of- 
fering Christmas wrappings made of 
Sylvania Cellophane, retailing from 10 
cents to $1. per package. Christmas 
green Cellophane printed with gold 
holly leaves and silver berries is shown 
on round package. Bow is of reversible 
red and green corded ribbon. At upper 
right bold stripes in red and gold on 
silver plated Hy-Siltone are set off with 
a rosette of gold woven Cellophane and 
tinsel ribbon. Box at left is wrapped 
in clear Cellophane printed with green 
Christmas trees’ and gold bell design. 
Tied with metalli#e green woven ribbon 
edged with gold. Rosette made with 
long curled ends. Lower right is red 
Cellophane printed in gold and silver 
bell design and tied with green Cello- 
phane ribbon repeating the silver bell 
motif. Red, silver and white combine 
in the stripe design of the silver plated 
Cellophane wrapped package at lower 


left. 


‘Silver Star' Counter Display 

American Safety Razor Corp., 315 
Jay St., Brooklyn, N. Y., is offering a 
“Silver Star” counter display. Its de- 


Lar ari arth ate arte arte whe athe a 


a 


sign resembles a barber pole. Occupies 
61% in. of counter space and is pilfer- 
proof according to maker. It dispenses 
the blade packages from the rear. The 
unit contains 20 packs Silver Star 5’s 
each 25 cents, $5, 10 whiz-paks, each 49 
cents, $4.90, total dealer cost, $7. Semi- 
circular unit, heavy acetate visual front. 
Overall size. 17 in. tall, 614 in. wide, 
4 in. deep. 


‘Min-Stitch' 

E. Cooper, Litchfield, Conn., is offer- 
ing “Min-Stitch” which is a stainless 
spring steel device, operated similar 
to corkscrew which can be used to 
stitch up fish, game and meat. Said 
to be large enough to stitch a 25 Ib. 
turkey. Two mounted to a blue and 
red card retail for 20 cents. Packed 
three doz. cards to box, gross to carton. 
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WHAT'S NEW 








Seven Piece Kitchen Sets 
Lamson & Goodnow Mig. Co., Shel- 

burne Falls, Mass., is offering seven 

piece kitchen sets in color combina- 





tions. Blades are said to be carefully 
taper ground, mirror finished, Grade A 
stainless steel. Handles fashioned from 
South American Rosewood. Individually 
gift boxed. Retail for $10.95 in either 
standard assortment A-6s7 consisting of 
two red and white, one natural, one 
white and red and two Walnut sets 
or solid pack, P-6s7 consisting of six 
sets of any one color named. Set 
consists of wall rack containing an 
eight in. slicer, pot fork; fruit knife, 
spatula, saw edged yrapefruit knife 
and two paring knives. Packed six 
sets to carton, each carton containing 
an easel for displaying the set on the 
counter or in the window. Advertising 
folders in color are also available. 





Portable Electric 
Steam Radiator 


Electric Steam Radiator Corp., Paris, 
Ky., is offering a line of six “Electre- 
steem” portable electric steam radia- 
tors. Line includes an eight section 
model, retails at $34.95; 10 section 
model, $39.95, and a six section model, 
retailing at $29.95. Available in either 
ivory or walnut finish. Each operates 
on 110-120 volt AC or DC. Remote 
control thermostat is available as an 
accessory. It is not mounted on the 
radiator, can be placed as far as 12 ft. 
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from the radiator. Electresteem  in- 
corporates a patented boiler with dual- 
steam heating that provides turbulent 
steam. plus forced steam through 
pressure jets in each section of the 
radiator. 


‘Silent-Close’ Door Control 


Available for $5.96 is the Dynamatic 
Silent-Close door control. Features a 
pressure regulator chamber that slowly 
closes the door; torsion spring ener- 
gizer in streamlined housing for mount- 
ing on inside face of door; automatic 








pressure relief port, said to eliminate 
manual or wind pressure slamming; 
and streamlined design. New England 
Mfg. & Supply Corp., 42 Church St., 
New Haven, Conn. 


Bit Stock Drill Set 

Packed in a plastic case, Whitman 
& Barnes, Plymouth, Mich., is offering 
bit stock drills in sets. Bottom part 
of case is red and the hinged top trans- 





parent. Three sets available: 13; con- 
tains nine drills from 1/16 to % in. 
diameter; 13A, contains seven drills 
from \% to * in. diameter; and 13B, 
nine drills from 14% to % in. diameter. 


'Waxoff’ Pre-Wax Product 


Schalk Chemical Co., Los Angeles, 
Cal., is promoting its product “Waxoff” 
as a pre-wax item. Maker says that 
the product should be used before re- 
waxing, to remove any wax, polish 
and floor oil. ‘ 


Power Mower 


Granite State Mowing Machine Co., 
Hinsdale, N. H., is offering the power 
lawn mower No. 500 featuring a 20 
in. cut, automatic clutch, Briggs and 
Stratton four cycle engine. Said to 
develop % to 13/10 hp. Motor, motor 
platform, handle and all controls may 
be detached, as a unit by the removal 
of four screws. Precision ball bear- 
ings, precision wheels and _pinions, 
precision driving gears. Alloy steel 





stationary knife, high grade puncture- 
proof tires, adjustable controls for 
starting and speed changes and roll 
adjustment said to maintain engine 
level. Oilite bronze bearings used 
where it is essential to have continuous 
lubrication. Ball Bearing roller. 


All Metal Shower 


Hava Shower, 5 E. 9th St., New York 
City 3, is making an all metal shower 
of chrome, copper and brass. Adapter 
has a direction flow knob so tub or 
shower may be used without detaching. 
Six ft. rod is topped by a ball socket 
head with controllable spray. Said 
to fit any old style tub spout. Suggested 
to retail for $10.95. Enclosure, 25 by 
36 by 25 in., $2 extra. 


Handy Clothes Dryer 


Rotite Mfg. Division, 863 E. 140th 
St., Cleveland, Ohio, offers the Rotite 
clothes dryer to retail for $7.95. Made 
from channel iron sections with ad- 
justable support legs, the dryer is 
attached with wood screw to the ceil- 
ing joists of the basement. Instruc- 
tions for erecting unit are included. 
Up to 150 ft. of line is strung on steel 
hooks located between the metal side 
frames. Ratchet type line tightener is 
provided for taking up line sag. Packed 
in cardboard box, 36% by 7 by 3 in. 
and weighs 15 lb. 
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THOROSEALED 


“Sold only through authorized dealers” 


THOROSEAL, in powder form, is easily mixed with water, to 
smooth-brushing consistency. 

THOROSEAL can be put to work on wet concrete. 

THOROSEAL will repel water on concrete, brick, stone or 
rough tile. 

THOROSEAL need not be applied to the entire surface at 
one time. 

THOROSEAL costs less than other types of materials and makes 
new friends and customers. 

THOROSEAL is easy to brush on and needs no expert to 
demonstrate its ease of application. 

Over 55,000 contractors use THOROSEAL and WATER- 
PLUG. 


WATERPLUG—a quickset; hydraulic cement for stop- 
ping water and leaks under pressure. 

WATERPLUG is the original pioneer hydraulic cement 
for making wet cellars dry, by inside application. 

WATERPLUG for sealing holes in concrete, stone, steel 


or wood. 


WRITE FOR DEALER PLAN 


(OT) aolv) a (=) MAOIs of - Co (18 ) colod ebb - Bz 


spt deMe (1-5 le pel=) at-Me Abele (<0 o) (oi copar-T0by 


; . toy 
described in detail. re 
“HOW TO DO IT” Cray 





Standard Dry Wall Products 


BO X Xx ie ee ee PENNSYLVANIA 
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Wissota Fully 'Magi-Braid’ Anti- Pa 
Vitrified Wheels WHAT'S NE A Backlash Fishing Line c 





Ave 

Wissota Mfg. Co., 1301 S. Third St., Western Lace & Line Co., 4680 San mel 
Minneapolis 4, Minn., is making fully Fernando Rd., Glendal 4, Cal., is offer- 
vitrified wheels, Available are the regu- prevent deterioration or aging in con- ing the “Magi-Braid” fishing line which 
lar tool wheels in sizes from 4 by 4% crete, stucco, stone, masonry, cinder is said not to buckle when reel over- 
by 10 in. by 1% in various grits; also and cement block surfaces. Claimed runs cast. Braided of monofilament 


to be water and acid repellent, pene- 
trates deeply and hardens and binds 
loose particles into an insoluble steel- 
like mass. Maker claims that tests 
already performed on silos, farm build- 
ings, homes, etc., show an avera;e life 
of 10 years of protection and appear- 
ance. Carries a written guarantee 
against peeling and cracking. Curex 
is developed without water for mixing, 
having its own binding liquid. “Fluid 
Stone” is available in nine colors and 








; ey - em 
sickle Cee ae 3%, 442, 52 and clear transparent. All dry to flat finish. me 
74 in, in lisse seated bevels to sharpen Packed in five gal. containers. Packed 13) 
the small 2-in. sections and the regular in two compartment units, the pigment we 
larger section sickle bars. Maker says being clipped to can. we 
the wheels and cones are made of . . nylon to resist wear Maker says the b 
specially bonded abrasive grain, fully 'S De-W Ne’ wane nes eb hh th a 
vitrified by burning in high tempera- pe-Ve-vWV ee-iINe Se Wels es fecden. Mesteech pr 
ture kilns, accurately dressed and tested Hot Dog Cooker process is claimed to remove all sur- 
for ee - ae _ ae The Ambory Corp., 21325 Stephenson plus stretch. The line ee 16 T 
yo maker. Also available is a dealer Highway, Hazel Park. Mich.. offers filaments, each .005 in. For spinning, 
display rack shown above. ty “Spe-De-Wee-Ne” Bs dos. cooker tests Ibs. 4, 6, 8, 100 yds. per spool, as 
' ' fille ° which is designéd to cook from one to two connected in tackle box; bait St 
Curex' Stone Coating three weiners at a time in two minutes casting, test lbs., 9, 12, 15, 50 yds. bl: 
Pavinoleum, Inc., 342 Madison Ave., or less. No contact can be made un- per spool, two connected in free tackle CO: 
New York City 17, is offering “Fluid less the cover is closed, in the electric box, for big game fish, in salt or fresh tn: 
Stone” Curex, a stone coating. It is a waterless unit. Suggested to retail for water, test Ibs., 20, 30, 40, 50 yds. per he 
100 per cent mineral coating said to $2.49. spool, 6 connected. als 


















ard Draper - Maynard 
“< FOOTBALLS 


<Dem> 
For the best in Footballs, ask for D & M 
“The Lucky Dog Kind” 

Built by skilled craftsmen of the finest materials available, there is 
a D & M Football to fill every need and fit every purse. 

No. D-215 — OFFICIAL — Top Grain Leather, double lined 

No. D-213 —OFFICIAL — Genuine Cowhide, deuble lined 

No. D-211—Frank Leahy —Top Grain Cowhide, Regulation size 

No. D-209— Frank Leahy —Genuine Cowhide, Regulation size 








No. D-207 — ALL AMERICA — Official size, heavy weight Pebbletex . 
No. D-205— OFFICIAL size —Long wearing Pebbletex re 
No. D-202— MINIATURE —Long wearing Pebbletex sa 
Your Jobber can give you full In 
information... or write us direct S. 
e 
bl 
ce 
pl 
N 


THE DRAPER- MAYNARD COMPANY, 400 TH ST., CINCINNATI 14, OHIO 
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Padlock Merchandiser 


Chicago Lock Co., 2024 N. Racine 
Ave., Chicago 14, Ill, offers a padlock 
merchandiser made of thermoplastic 





i. CEPENDABL StCuriry 


embossed and finished in white and 
red with a blue background. Measures 
1344 by 10% in. Equipped with a 
combination easel making it suitable 
for counter use or wall hanging. Avail- 
able with an assortment of popularly 
priced Chicago padlocks. 


‘Top-O'-Stove’ Ovens 


Carlisle Mig. Co., 159 Badger Ave., 
Newark 8, N. J., is offering “Top-O’- 
Stove” ovens featuring all steel, blue- 
black gun metal finish for oil, wood, 
coal, gas and electric stoves and ranges. 
Insulated with fibre-glas throughout, 
heat resistant, rust resistant. Available 


also in aluminum finish. Available in 





Pines expert craftsmanship, 
choice woods, excellent finishes 
and general dependability mean 
repeat sales — complete customer 
satisfaction—year after year. 


Immediate delivery on PADCO 
Saw Handles, Mitre Boxes, Boat 
Oars, Canoe Paddles and (wood 
block) Duck Decoys. If your jobber 
can not supply you, write for com- 
plete information and prices — 


NOW. 


PASCAGOULA 





four sizes, 510, single burner size, takes 
12 in. pie plate. Includes two remov- 
able electrically-welded racks, single 
deflector plate. Model 522, fibreglas 
insulation on two sides, small size; 
523, fully-insulated, 1142 by 11 by 10% 
in., same size as No. 522; and 520 has 
same features of other Carlco ovens, 
but is not insulated, has no heat indi- 
cator. No. 2, giant two-burner size, 
big enough for a 25-lb. turkey, says 
maker. Twin-vue doors, asbestos insu- 
lation, heat-indicator, inner-seal, gang- 
plank reinforced door. Two removable 
racks and deflector plate. Specially 
designed pad and air-cell constructed 
containers. 


‘Tru-Square’ Sprinkler 
Glenway Products, Box 424, Studio 
City, Cal., offers the ‘“Tru-Square” 
sprinkler of virgin metal in red and 
green. Controlled spray keeps water 
off windows and curtains. Has no mov- 
ing parts, said to cover over 1000 sq. ft. 





DECOY CO. 


PASCAGOULA, MISSISSIPPI 


1949 


‘Traf-O-Lite’ Flashlight 


The Ray-O-Vac Co., Madison, Wis., 
offers a flashlight which combines the 
features of a traffic light and a spot- 








light. Projecting end of the ‘Traf-O- 
Lite’ consists of a clear, solid shatter- 
proof lucite rod with red outer surface 
on the sides. Mounted on the Ray-O- 
Vac baby chrome spotlight and is 
equipped with a three position switch 


with signal button. Silver plated re- 
flector projects a 1500 candlepower 
beam. Lucite emits a red glow through 
the sides of the tube without inter- 
fering with the white flashlight beam 
emitted through the end of the tube. 
Retails for $2.05. 


Schick Dealer Aids 


Schick, Inc., Stamford, Conn., is 
offering its dealers selling aids includ- 
ing: special Christmas newspaper mats, 
sales promotion bulletin, display cards, 
clerk’s training digest, counter selling 
folders and musical records of radio 
spol announcements. All the gift pro- 
motions feature the basic theme, “Your 
New Schick Electric Shaver Must 
Outshave Blade Razors, or Your Money 


Back.” 
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Counter Display Case 


Threadwell Tap & Die Co., Green- 
field, Mass., offers a counter display 
for taps, drills and dies. Trays are 
removable and maker says it is possible 


1 APS DES 3 
BMLS 7: 





to change them without disturbing the 
contents, permitting the dealer to pro- 
vide a variety of displays in the same 
case, Cabinet is made from sheet metal 
finished in gray with a silver and black 
decal of tap-drill sizes. Unit has a 
glass covering. Back of case provides 
storage space for printed matter and 
replacement stock. 


Lauson Outboards Feature 
Four Cycle Principle 


The Lauson Co., New Holstein, Wis., 
features again the four-cycle air-cooled 
principle in its two outboard motor 
models for 1950. A single 3-hp. and an 
alternate firing twin cylinder 6-hp. mo- 
tor will feature a group of mechanical 
improvements. Included are automotive 
type positive pressure lubrication to 
bearings, detachable shrouding, handy 
location of engine controls, replaceable 
automotive type connecting rod bearing 
liners and an improved steering handle. 
Main advantage of four-cycle principle 
is that it requires no mixing of gas 
and oil, according to maker. Lauson 
outboards use pure oil for lubrication 
and pure gas for combustion. This 
results in easy starting, smoke free 
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exhaust, slow and continuous trolling, 
says Lauson. Also available is a line 
of air-cooled inboard engines, ranging 
from 1 hp. to 4 hp. plus two models 
of 5-hp. water-cooled inboards. Water- 
cooled inboard is made with electric 
starter and generator and is said to be 
desirable for use as auxiliary power in 
sailboats. Included also is a small re- 
verse gear suitable for small inboards. 


Deming Sump Pump 


The Deming Co., Salem, Ohio, is 
offering a sump pump, known as Fig. 
4607, which is available in two com- 
pleted units: No. 1 with 1/3 h.p. motor 
for capacities of 60, 48, 35, and 20 gals. 
per minute and unit No. 2, with % 
h.p. motor for capacities of 80, 72, 62, 
50 and 35 gals. per minute against re- 
spective total heads of 15, 20, 25, 30 
and 35 ft. Both are available with 





lengths for sumps of 2, 3, 4, and 5 ft. 
in depth. Units are ready to stand on 
bottom of sump basin or in tile and 
are furnished with an 8-ft. extension 
cord for connecting to light socket. 
Centrifugal type pump has bronze im- 
peller fastened to the stainless steel 
shaft by a key and brass acorn nut. 
Large bronze bearing supports the 
shaft. Motor is 115-230 volt A. C. 60 
cycle single phase, 1750 rpm. Float 
switch has two pole snap action silver 
contacts. Operated by two small non- 
breakable weights which are chemical- 
ly inert and not affected by common 
chemicals, according to the maker. 
Stainless steel cable moves 4 in. to 
work the switch. Strainer is perforated 
brass of ample area and durable con- 
struction. When specified, a cast iron 
sump cover is furnished at extra cost. 
Cover is made in halves to fit in the bell 
of an 18 or 24-in. tile. 


'Glamur' Rug Cleaner 


Hosid Products, Inc., Syracuse, N. Y., 
is introducing “Glamur,” a rug and 
upholstery cleaner. May be used for 





cleaning rugs, upholstery, porcelain, 
glass, painted walls and woodwork, says 
maker. To use just brush on and let 
dry. No rinsing or wiping necessary 
according to Hosid. Said to clean a 
9 by 12 rug in 40 minutes. Cleans 
three-piece upholstered suite in less 
than an hour Reported not to dull 
glossy finishes and is not hard on skin. 
It is odorless and has no fumes, and is 
non-inflammable. Approved by U. S. 
Testing Laboratories. An 89 cent bot- 
tle makes 2% qts. of “Glamur” suffi- 
cient for sofa and chair. Giant size, 
fair traded at $1.49, cleans 9 by 12 
rug or three-piece living room set. 


Detroit Easy Finisher 


Detroit Surfacing Machine Co., 7433 
West Davison, Detroit 4, Mich., is 
making a portable electric model DF 
Easy Finisher. Straight-line sanding is 
said to duplicate the natural back-and- 
forth motion of hand work. This action 
is said to permit working up to mold- 
ings or right angles without marring 
or scratching. Streamlined rear handle 
is said to provide for comfortable one 
hand operation. An instantly attached 
front guide handle is furnished with 
each machine for use on overhead 
work. An improved abrasive holder 
permits attaching several sheets at one 
loading. 
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AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N. Y. 














Railroad tracks and CASTOMATIC Solder 
bars are alike in the fact that they are always 
uniform. The tracks are the same distance 
apart; the CASTOMATIC Solder bars are iden- 


tical in composition, weight and appearance. 


And uniform bars mean quicker. easier, smoother soldering for your 
customers ... more sales for YOU! 


CASTOMATIC is the most notable development in the bar solder 
field since tin met lead. Exclusive with Federated, it is a process by 
which patented machines automatically cast bars with a precision 
that hand casting cannot equal. From melting pot to mold, the molten 
metal is carried under pressure in a closed system, thereby completely 
excluding harmful oxides. 

There are no voids in CASTOMATIC bars . . . no segregation to 
slow down the job. Every portion of every bar melts at the same tem- 
perature, because the electronically controlled machines guarantee 
identical composition throughout. CASTOMATIC sur- 
faces shine all over and tell the customer of uniform 
quality beneath. 





Available in standard 114 lb. bars: all commercial 


compositions. Stock CASTOMATIC Solders now! 
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'Flex-O-Fix’ 
Workable Rubber 


“Flex-O-Fix” is an instant workable 
rubber said to dry elastic and water- 
proof. It contains water and may be 
thinned with water. May be used to 





mend inside fabric breaks, car tops, 
tire cuts in tread, electrical insulation. 
rubber mats, upholstery, seat covers. 
Said to eliminate auto body rattles 
and squeaks, rubber washers, gaskets, 
hose, clothing, leather jackets, um- 
brellas, etc. It may be used to coat 
an object, allowed to dry and then cut 
away to form a mold which then can 
be reinforced or backed with plaster 
of paris. Merely apply from tube. San- 
ford Ink Co., Bellwood, Ul. 


Parson's De Luxe Brace 
Millers Falls Co., Greenfield, Mass., 


is making the Parson deluxe brace, 
head and handle of which are molded 
of Tenite. Transparent red formulation 
is used in contrast with the chromed 
finish of the exposed metal parts. 
Tenite is claimed to be proof against 
shattering or chipping under heavy 
blows. Brace has 10 in. sweep. Chuck 
is full ball bearing with steel jaws 
which hold square shanks and % to % 
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in. round and No. 1 M.T.. shanks. 
Boxed type ratchet is operated by a 
ring shaft. Handle and head have “oil- 
ite” bronze bearings, with the head 
equipped with a full _ ball-thrust 
bearing. 


Portable Electric Polisher 


Portable Tools Division, Cummins 
Business Machines, Inc., 4740 Ravens- 
wood Ave., Chicago 40, Ill, offers a 
lightweight portable electric tool for 
rubbing and polishing metals, wood- 
work, linoleum. It is 4% Ibs. in 
weight, has free speed of 1300 rpm. 
Features a patented swivel side-handle 
which may be positioned at any point 
on tool, according to maker, either 
right or left hand; and a_ balanced 
design said to prevent tool from tipping 
over to mar or scratch the surface. 
Has a die-cast aluminum frame; uni- 
versal type motor for operation on 
115 volts, either AC or DC, dynamically 
balanced armature with insulation 
baked on for full protection and dur- 
ability; planetary precision gearing of 
alloy steel; ball and Oilite bearings: 





6-in. diameter backing pad, two pole 
switch, trigger type, ventilating fan, 
10 ft. three conductor rubber covered 
cord. Retail price of $29.95 covers the 
polisher, 6 in. diameter rubber pad, a 
6’ in. diameter lamb’s wool polishing 
bonnet and a container of suitable 
polish. 


‘Patterns for Parties’ 


Edison Electric Institute, 420 Lexing- 
ton Ave., New York City, is offering 
“Patterns For Parties,” a 32-page, 
three-color illustrated booklet which 
provides more than 100 novel ideas 
for parties at home, together with in- 
formation on how electrical appliances 
save time and work in entertaining. 
Includes recipes, ideas for table decora- 
tions and complete menus. Booklets 
available in minimum lots of 100, at 
$14 per 100. Ten per cent extra is 
charged to non-EEI members. 


'Suds-O-Matic’ All 

Purpose Hose Attachment 
A, M. Winkitty Co., 818 Wyandotte, 

Kansas City, Mo., is offering the “Suds- 

O-Matic” all purpose hose attachment 

which combines the features of a gar- 

den nozzle, suds spraying washer and 











self mixing fertilizer sprayer into one 
unit which can be left attached to the 
hose at all times for all types of water- 
ing, cleansing and fertilizing uses about 
the home. There are “Film-O-Wax” 
pellets for washing the car, which are 
composed of highly concentrated deter- 
gent compound that is wax impreg- 
nated and deposits a protective film 
of wax on the surface as you sponge 
away the dirt and grime. Self-drying, 
maker says car need not be chamoised. 
“Suds-O-Clean” pellets for general 
cleansing job about the house is non- 
alkaline, abrasive-free detergent com- 
pound. “Fert-O-Tab” pellets for ferti- 
lizing is a concentrated compounded 
plant food mixture that provides the 
correct nourishment to lawns, flowers, 
etc. Analysis guaranteed, nitrogen, 
1 per cent, available phosphoric acid, 
12 per cent, potash soluble in water, 
4 per cent. Unit is made from shock- 
proof alloys, chrome finished. Weighs 
13 oz. Suggested to retail for $4.95. 


Aluminum bedden 


Chart Aluminum Products Corp., 
Box 444, Meriden, Conn., is making the 
all-purpose interchangeable aluminum 
ladder for home, farm, industry, service 
and maintenance men. Sections made 
in four, five, six, eight, 10 ft. lengths. 
Brackets optional at a nominal charge 
for use as stepladder or trestle. Bracket 
attached to ladder when not in use. 
Interlocking section ladder to provide 
greater strength. Maker says no welds 
or rivets used. Four sections will pro- 
vide two medium aluminum ladders, 
one long ladder four single aluminum 
ladders, two step-ladders and two 
trestles, 
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RYERSON 
STEEL in stock 
for HARDWARE 
~ STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t in regular stocks. 
You can w on large, diver- 
sified Ryerson stocks at any 

of thirteen conveniently locat- 

| ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals ¢ Plates * Sheets 
Tubing © Allegheny Stainless * Alloy 
Steel © Safety Floor Plate © Babbitt 

Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


| Plants: New York, Boston, Philadelphia, 
















—, 


Detroit, Cincinnoti, Clevelond, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
| los Angeles, San Francisco 








FINEST hand mower 
Blair ever made. The 
seventy years of 
experience behind 

every Blair mower 
is reflected in the 
satisfaction they 
guarantee your 
customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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Finishing Trowel 

Lincoln Engineers, Inc., Sayesville, 
R. L., is offering a finishing trowel for 
plasterers with a Wear-Ever handle. 
It features an aluminum alloy mounting. 
Flexible blade is of high grade steel 
and fastened to the mounting with 
hard steel rivets. The all-aluminum 
handle is the outstanding feature of 
the Regent line. Available in five 
sizes, 10, 10%, 11, 11% and 12 in. 
long. All 4% in. wide. Packed one 
in a box, half doz. per carton, weight 
per doz., 14 lbs. 


‘Keylock Screen Master’ 


Engineered Products Co., Flint 4, 
Mich., is offering the “Screen Master” 
which is self-adjusting for %4 to 1%-in. 
doors. Choice of either rim or mortise 
strike. All exposed parts made of solid 
brass. Maker says it may be easily re- 
versed without disassembly. 
locking dead-bolt. 


Separate 


'‘Sparkalume’ _ 
Metallic Paint 


The Ronor Corp., 1360 W. 9th St. 
Cleveland 13, Ohio, is offering “Sparka- 
lume” metallic paint in self-dispensing 
cans. When the can is turned upside 
down and the valve on the cap is 
opened, the paint comes out in a fine 
spray. Employs a liquid gas for both 
spraying power and as a paint thinner. 
Paints, called “Nu-Spray” are said to 
be good for painting screens, repaint- 
ing porch furniture or garden tools and 
toys or for silvering Christmas trees, 
patching radiator or furnace pipe paint. 
12 colors, blue, red, light blue, dark 
gray, black, medium green, ivory, yel- 
low, coral, white, light green and alum- 
inum are available. Said to be 2% hr. 
drying enamels. Contents 12 oz. 








WITH MEN WHO KNOW TOOLS 








| IT'S BEEN 


VAUGHAN 


| 
| SINCE 1869 


For those master craftsmen to 
whom quality in their tools means 
everything, the choice is over- 
whelmingly V & B. They like 
the built*in balance that relieves 
fatigue—the ring of carefully 
tempered steel — the smooth, 
shock-absorbing handles. 


Yes—with men who know tools, 
for 80 years there’s never been 
but one choice — VAUGHAN & 
BuSHNELL, makers of fine ham- 
mers, hatchets, axes, chisels and 
| punches. 


ESTABLISHED 
1869 












Hollow-Type 
Hydraulic Ram 


Blackhawk Mfg. Co., Milwaukee, 
Wis., is offering a hollow-type hydraulic 
ram of 10-ton capacity for the remotely- 
controlled “Porto-Power” hydraulic unit. 
The hollow ram connects to the stand- 
ard P-76 pump and Z-913 hose for 
vperation of all existing knock-out 
punches in the field, says the maker. 
Blackhawk says this hydraulic “Porto- 
Power” knock-out punch prevents dis- 
torted and loosened boxes; permits user 





to get into cramped spots; prevents 
sudden break-throughs and minimizes 
the need for scaffolds. Four “Porto- 
Power” knock-out punch assortments 
are offered, the SB-40, SB-41, SB-43 
and SB-44. Respectively they include: 
six knock-out punches for conduit sizes 
of %, %, 1, 1%. 1% and 2 in. RC-426 
ram, five attachments and the 19586 
case; SB-41 includes 10 knock-out 
punches, six with same range as offered 
in SB-40 plus 2%, 3, 3%, and 4 in. 
conduit sizes RC-426 ram, five attach- 
ments and the 19585 case. SB-44 is 
a special assortment for those who own 
knock-out punches and want to con- 
vert them from hand to power opera- 
tion. Consists of SB-43 hydraulic unit, 
five attachments and the knock-out 
punch for 1% in. conduit. The SB-43 
unit is the complete hydraulic unit in 
SB-44 and consists of the RC-426 ram, 
P-76 pump and Z-913 hose. Retail 
price of the small assortment is $93.50 
and of the large, $185. 


Small Part Storage Unit 


Andrew Technical Service, 4747 N. 
Damen Ave., Chicago 25, IIl., offers a 
combination of metal shelf racks and 
two different sizes of plastic trays. Units 
consist of a steel shelf section 34% in. 
wide, 14% in high, 115 in. deep, 
equipped with 56 plastic trays, each 
tray having four removable partitions, 
two providing five compartments of un- 
usual flexibility to take small tools, 
screws, bolts, nuts, or instrument parts. 











WHAT’S NEW 








Individual shelf sections can be stacked 
atop one another to any desirable 
height, and are designed to fit into 
standard metal shelving. Two sizes of 
molded transparent Polystyrene trays 
measure 1134 by 2 by 2% in. and 11% 
by 334 by 2%4 in. Each has an index 
card slot and molded-in finger pull. 


Nylon Fishing Leader 

Erwin Weller Co., 2105 Clark 5t1.. 
Sioux City 19. lowa, is introducing a 
nylon level quick-change casting leader 
with a loop at one end and a small 
-nap at the other. both wire-tapped 
and cemented. There are no knots in 
the leader itself. Maker claims that 
the leaders slide easily through rod 
guides. Snaps are claimed to be small 
enough to be used in fly-fishing and 
convenient for changing hooks while 
still fishing. 


Tinner's Snips 


Bergman Tool Mfg. Co., Inc., 1573 
1575 Niagara St., Buffalo 13, N. Y., is 
offering “Blue Bird” tinner’s snips drop 
forged from the finest quality steel. 


Blades are machine hollow ground by 
a special process said to guarantee a 
long-lasting, keen cutting edge and 
heat treated for uniform hardness. 
Snips are designed to cut sheet metal, 
screening, chicken wire, linoleum, can- 
vas, gaskets and other materials. Maker 
claims every snip accurately adjusted. 
Straight pattern, No. 007, cutting edge 
2 in., length 7 in., weight per doz. 6 
lb., retail for $1.16; No. 010, 2% in., 
10 in., 12 lb., $1.44; No. 012, 3% in., 
12 in., 19 th., $1.72. 





Ball Bearing Hinge 


Lawrence Bros., Inc., Sterling, Il., is 
offering a ball bearing hinge with oilite 
lateral bushings. Ball bearings carry- 
ing the vertical load and the oilite 
bronze bushings take care of the lateral 
wear, says maker. Stainless steel] pins 
are used to permit working to close 
tolerances as well as to provide a non- 
corrostive bearing surface. These fea- 
tures are not a part of all Lawrence 
solid brass, aluminum and_ stainless 
steel ball bearing butts, also on all extra 
heavy 4 bearing butts and on regular 
weight raised back butts. 
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W hirl-Blade Mower 


Moto Mower Co., 4600 Woodward 
Ave., Detroit 1, Mich., is introducing 
a “Whirl-Blade” mower powered by a 
vertical shaft engine. Features three 


@» 
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or 
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pneumatic tired wheels, two rear, 10 
by 2.5 and one front, 8 by 2.5, all 
mounted on ball bearings. Wheels are 
placed, says maker, so as to compensate 
for unevenness of terrain. May be run 
up to tree without damage. Unit weighs 
86 lbs. and is easily manually pro- 
pelled. With the height adjustable 
from 1% to 3 in., the mower was de- 
signed primarily for uneven and weed 
infested areas. Powered with a Clinton 
V. S. 700 Series 1% to 2 h.p. engine. 





Plastic Krylon Coating 


Foster & Kester, Philadelphia 32, 
Pa., is offering a series of protective 
plastic coatings known as “Krylon” 
200 series in white, machine gray and 
clear. White is said to be resistant to 
fading and discoloration from sunlight. 
May be sprayed, dipped or brushed on. 
Intense white plastic coating may be 
flowed on like enamel resulting, accord- 
ing to maker in a finish free of brush 
marks. May be used as a prime coat 
or with additional coats, provides a hard 
finished surface. Krylon 200 clear, 
white and machine gray all have im- 
proved bonding characteristics to both 
metal and wood, it is claimed. Maker 
says 200 clear will not cloud or blush 
when applied in humid weather. Spe- 
cial thinner for this series is available. 


INDUSTRIAL 


BOTECTIVE COATING 


No. 200 
WHITE 
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( GALVANIZED ) 


STOVE PIPE WIRE 





THOUSAND 
USES! 





Handy 50 foot rolls of zine protected, 
18-19-20 gauge wire for use in home, 
garden or store. Packed in colorful dis- 
play cartons for quick, easy sale. This 
wire is also available in black annealed 
finish, coated with rust inhibiter. Packed 
in plain carton. 


GALVANIZED OR 
ANNEALED 

















This soft, pliable wire is furnished in 


economical lengths. Comes in 5 lb. 
spools; 1 Ib., 2 Ib. or 5 Ib. coils. Supplied 
in W & M gauges 16 to 20. Ask your 
jobber for prices. 


PEKIN SPECIALTY CO. 


PEKIN, ILLINOIS 











It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional “built-in” 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 





Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 





NATIONAL 
MANUFACTURING COMPANY 


Sterling * -Illinois 
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Morrone Gun 


Rhode Island Arms Co., Hope Valley, 
R. I., offers the Morrone gun, said to 
be scientifically balanced. The 12 gage 
weighs about 7 lbs., other gages in 
proportion. Maker says recoil has been 
reduced to the minimum by correct 
weight distribution. All features are 
checked and guaranteed correct accord- 
ing to the International Standards of 
proof testing. Maker claims the safety 
is positive and cannot be jarred from 
the locked position. Barrels are of 
proof-tested alloy steel. Blue-black, 
high luster finish is given to all exposed 
surfaces. Working parts are of steel 
including the chrome vanadium main 
springs and the tempered wire coil 
springs. Stock and forearm are of 
American black walnut checkered and 
finished. Tapered locking device for 
the breech takes up the slight wear 
caused by continuous use, it is said. 
The 26, 28, 30, 32-in. barrel sets are 
interchangeable in the same receiver 
of 12, 16, 20 and 410-gage guns for 
field skeet, trap and duck. Gun may 
be taken down and assembled quickly. 
Maker claims it will fire the lower 
barrel and as quickly as the trigger 
can act, the upper barrel. Said never 
to double. 


Verb ‘Sash Snubr' 


Verb Mfg. Co., Inc., Box 550, Coffey- 
ville, Kan., is offering the Sash Snubr, 
a device to permit raising and lowering 
window or holding it any given point 
with a unit that has no outside at- 
tachment. Consists of a stainless steel 
holder and pressure spring that exerts 
pressure on a synthetic rubber roller. 
Installed in the window sash it exerts 








pressure against the frame and permits 
the window to be raised. When upward 
movement stops, spring applies a tiny 
brake shoe to the roller. Easily in- 
stalled. Invisible when installed, it is 
said to prevent window rattling. 





Retail 





MORE SALES! 
MORE PROFITS! 


Z ® for you. 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 


Collapsible Tube. 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and is air-tight to 
prevent oil loss or drying. 


Sturdy key with every tube 


USE THIS SALES 
BOOSTING DISPLAY! 
Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 


Another Flexiseal first! Only cartridge 
made to fit_ either 
conventional or 

skeleton type gun. 


5 @) ¢ Brilliant White 





For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 


MALDEN, MASS. 








Plastic Window Shades 


“Plastishades” are made from a Viny- 
lite plastic developed by Bakelite Corp.. 
and manufactured by Charles W. Bren- 


ba | 





eman Co., Cincinnati, Ohio. Maker 


says they can be easily and thoroughly 
cleaned by using soap and a damp 
cloth or sponge. The .006 of an in. 
thick material is claimed to be un- 
affected by moisture, mildew or insects. 
will not tear or puncture in normal 
use and does not support flame. Ma- 
terial is said to be resistant to fading, 
cracking, shrinking and staining and 
will not ravel. Shades are available 
in ivory, white, green and tan. Stock 
shades are made in 36 in., 42 in., and 
48 in. widths and six and seven ft. 


lengths. Made to measure shades are 
available in widths up to 48 in. and 
lengths to 9 ft. Shades are transluscent. 
\ shade 36 by 72 in. retails at $1.59. 


Stainless Steel 
Cable Leaders 


Vagic Snell Tackle Co.. 536-538 
Hudson Ave., Rochester 5, N. Y.. is 
offering stainless steel cable leaders 
with barrel swivel and solid “Z” nickel 
O'Shaughnessy hooks. Each 24 in. 
leader is hand-wound and hand-soldered 
and will stand a 60 |b. test, says maker. 
Sizes available are 1/0, 3/0, 5/0, 
7/0, 9/0 and 11/0. They are com- 
pletely assembled. Maker says leaders 
can’t be cut by sharp objects; are 
flexible, rust-proof and reflect color 
of their surroundings. Yellow and 
black easeled counter display is avail- 


able. 


How to Use Shellac 
For Best Results 


American Bleached Shellac Manu- 
facturers Association, Inc., 65 Pine St.. 
New York City, N. Y., is offering a 
booklet entitled, “How to Use Shellac 
For Best Results.” Includes informa- 
tion on thinning shellac, using shellac 
on new floors, old floors, furniture fin- 
ishing, walls and woodwork. 
may be had upon request. 


Copies 


WHAT'S NEW 


‘Pik-Nik' Ice Box 








An ice box which is_ insulated 
throughout with Dow-Corning _fiber- 
vlas. Walls are %4 in. thick and re- 
frigeration tests, says maker, have 
shown that in a pre-cooled box. food 
can be kept for 24 hours. Retail pric 
is $5.50 east of Mississippi and slightly 
higher on the West Coast. Holds four 
liquid gallons. Features removable ice 
chamber, Vinyl odor-proof protective 
coating. Unit is 14 in. high, 11% in. 
in diameter and is made with lemon 
yellow cover and blue chamber. Hamil 
ton Metal Products Co., Hamilton, 
Ohio. 








@ Machine hollow ground blades; heat treated; 
hand polished @ Blue Lacquered handles 


@ Every pair accurately adjusted 


@ Fully guaranteed against all defects 


Write for Complete Catalog 


| x08 | Bergman TOOL MFG., CO., INC. 


BUFFALO 13, N. Y. 


Compare BLUE BIRD snips in finish, quality 
and price! Blue Bird offers the Best for Less. 


1573-1575 NIAGARA ST. 
Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 


JUDSEN 





Made by 








More protection, comfort, and efficiency 
for every kneeling job... 


russer KNEE PROTECTORS 





No matter what the “down-on-the- 

knees” job is, JUDSEN KNEE 

PROTECTORS let you do it faster, easier and more 

comfortably. For volume sales with good profits. . . 
+++e ORDER FROM YOUR JOBBER TODAY !* 








JUDSEN RUBBER WORKS, INC. 
Chicago 24, Illinois 


*If your jobber cannot supply you, write direct. 
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Buss’ Gobble 100 Bait 


Buss Mfg. Co., Lanark, IIl., offers 
gobble 100 dry chicken blood bait, 
vhich is said to make plugs, flys, 


spoons, spinners, live and cut bait 


from room to room. An _ accessory 


portable antenna provides good recep- 


tion in most areas. Set is finished in 
white plastic with a gold frame around 
the picture tube and a matching gold 
speaker grille. Three tuning controls 
are white with numerals engraved in 
gold. Hard finish is said to be un- 
affected by grease and moisture and 
can be cleaned with a damp cloth. It 





Roof Construction 
Instrument 

Edward Weyer, 40 W. 77th St., New 
York City 24, is offering an instrument 
made of Vinylite rigid plastic which 











more efficient. 


water passing into 


tle tops, cracks 
caps and lids. 


break. 
blade. 
at $1.39. 


mouth and gills. 


Said to stay on common fish hook for 


hours. 
trated, clean and safe 
reported not to spoil. 


Kitchen TV Set 





Motorola, Inc., Chicago, Ill., offers a 
kitchen television set, in white with a 
tube, to retail for $129.95. 


seven in. 
Weighs 26 Ibs., anc 


Maker says it is highly concen- 


to use. Kept dry, 


1 can be carried 





SOLID 


SAFETY! 


Real security in a lock 
calls not only forstrength 
but also a locking mech- 
resists un- 


anism that 
authorized openin 


CHICAGO's No. 74! E | 
Padlock has both! Priced Eiidc 
right — to give you a 

good profit. 





BETTER BUILT— 
INSIDE AND OUT 
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LOCK CO. 
CHICAGO.ILL. 
MADE IN U.S.A. 





No. 741 


@ Solid, rust-proof case in popular 11/2" size. 


@ 11 brass criss-cross tumblers lock both sides 
of the plug into the case. 


@ Hardened steel shackle locks at both sides. 
Bright cadmium plated. 


@ Attractively finished in 
baked enamel. 


@ 2 milled keys for each lock. 
May be keyed alike at no extra cost. 


a 
@ Special length shackles, and 9-inch chains 
available at additional cost. 


hardware-gray 


Ask your jobber for CHICAGO No. 741 Padlocks 


Write for Padlock Bulletin HA—no obligation. 


CHICAGO LOCK CO. 


2024 N. Racine Ave., Chicago 14, Ill. 





is 1644 by 16 by 9 in. 





‘Doodle Bug’ Kitchen Tool 


The John George Frederick Co., 446 
N. La Cienaga Blvd., Los Angeles 48, 
Cal., is introducing a kitchen tool that 
opens cans, pries off lids, unscrews bot- 


Tool, which resembles 
a scissors, is said to be almost accident- 
proof. It is all metal with a chrome 
finish, 714 in. long. 
Bleeds into water con- or 
taining fast acting taste gland exciter. 
Fish breathe Buss’ Gobble 100 through 


Co., Culver City, Cal. 














removes bottle 





Said not to bend 
Features 
Individually carded and priced 
Made by The Denney 


calculates the lengths and cuts of all 
root rafters. Printed on the flat in- 
Viz. strument is a diagram of a roof. By 
setting two dials, arrows are produced 


self-sharpening 


on the diagram the exact readings for 
the lengths and angles of the various 
kinds of rafters required. The instru- 
ment also makes it possible to design a 
roof with any pitch from 14 deg. to 57 
deg. Unit is less than 1/16 in. in 
thickness, 64% by 8% in. and weighs 
less than two oz. Booklet containing 
instructions, additional tables and a job 
sheet is supplied with each. Retails 
for $1.95. 





15% PROFIT 


FOR YOU 





Stock MousE SEED* for profit. This carton of 14 twenty- 
five cent packages costs you $2.00. You make $1.50 — 
75% profit on every carton! 

MousE SEED* consists of tiny, chemically treated grain, 
the kernels of which mice eat — then they die. MOUSE 
SEED* is simply put in saucer 
and placed where mice appear. 
Easy. Clean. Excellent results for 
over 50 years. Consistently ad- 
vertised in newspapers and 
magazines to 26 million 
mice-hating homes. 

Insist on MOusE SEED*— 
made only by Reardon. 
Order now. If your whole- 
saler hasn’t it, write us, giv- 

ing his name. *Reg. U.S. Pat. Off. 























Sales - mak- 
ing cello- 
phane window 

pockoge. Colorful 
display carton; occu- 
pies only 5%" x 6%”. 








Wholesalers: write 

for complete information. 

W. G. REARDON LABORATORIES, INC. 
19 Mill Street, Port Chester, N. Y. 












WHAT’S NEW 








"Honeywell Heat" 
Regulator Package 


Minneapolis-Honeywell Regulator Co., 
Minneapolis 8, Minn., is introducing a 
heat regulator package, said to be an 
efficient, easily installed control system 
for hand-fired furnaces. The “Chrono- 
therm” is a precision-built heating con- 
trol. Said to flatten out the temperature 





heating-cooling curve by turning off 
the burner before too much heat is 
delivered. Prevents excessive discharge 


temperatures and consequent heat blast- 
ing by running the burner moderately 
for short periods; keeps heat circulat- 
ing by increasing the frequency of 
burner operations; uses short burner 
“off”? periods which do not allow walls 
to cool to a point of discomfort. Stand- 
ard “Chronotherm” retails for $39.50. 
The plug-in model retails for $39.50. 
Also available is a self-generating control 
system known as the “Powerpile.” Re- 
tails for $33. Maker says that while it 
may be used with any type of domestic 
gas heating plant, it is most practical 
for floor furnaces and space heaters. 
Package is complete with a length of 
vent tubing plus 25 ft. of No. 18 two 
wire low voltage cable and wire staples. 
Unit design is based upon the fact that 
two unlike metals joined at one end 
form a couple and subjected to heat, 
converts heat energy to electrical en- 
ergy. Also serves as an automatic pilot 
safety control, de-energizing the system 
and closing the control valve in the 
event of insufficient pilot flame for 
burner ignition. Claimed to be sealed 
against oxidation; encased in stainless 
steel enclosure. Available in eight types 
of pilot burner tips; has holes for op- 
tional side mounting, mounting lugs 
or without Jugs; stainless steel orifice 
for use with natural, mixed, manufac- 
tured, sulphur bearing and L.P. gases. 
Also the 40 in. armored lead is coiled 
to fit all installation requirements, it 
is said. Non-reversible, quick-connect- 
ing terminals, 


96 


Rolling Display, Sales, 
Stockroom for Tools 


Metal Engineering Co., Plano, IIl., is 
offering its two piece dealer, wholesaler 
and repairman’s unit on roller bearings. 
Cabinet combination is designed and 
constructed to hold a full stock of 
wrenches, sockets, attachments, pliers. 
screwdrivers and other tools. Top 
drawers hold sockets and small tools, 
lower drawers, attachments and larger 
items. Base serves as an on the job 
working cabinet with all tools held i: 
its three roomy compartments. Open 
space below affords storage or reach 
space for tovls being used. Work 
table top has a gallery edge to fence 
in tools safely. Upper section, tool 
chest top with three drawers and full- 
length tote tray serves as work bench 
accessory or its two trunk handles af- 
ford easy portability. Unit is built of 
heavy gage steel with reinforced ends 
ind corners, 


Porter-C able 7 
Speedmatic Saw 


Porter-Cable Machine Co., Syracuse 
8, N. Y., is introducing the Speedmatic 
saw equipped with an abrasive wheel. 
The wheel is abrasive throughout the 
entire body of the blade. Maker says 
the saw will deeply score the heaviest 
east iron pipe quickly. By attaching 
blocks or rollers to the front and back 
of the standard saw base, the saw is 
easily adapted to follow the contour 
of the pipe. Wheel is then adjusted 
for the cut with the micrometer set 
screw which raises or lowers the blade 
% in. for each full turn. Said to cut 
any kind of metal, ceramic or plastic 
material. Another special blade for 
the saw permits it to go through sheet 
aluminum, galvanized steel, and cor- 
rugated steel and aluminum siding or 
roofing. Available in four sizes: K-75, 
cuts 2% in., K-39 cuts 2% in., BK-10 
cuts 3% in., BK-12 cuts 4% in. All 
readily adjustable for any cut hetween 
0 deg. and 45 deg. 


Edison ''Facts of Light" 


Edison Electric Institute, 420 Lex- 
ington Ave., New York City 17, offers 
a 32 page brochure which shows how 
electric companies are building new 
revenues in the commercial, residential 
and industrial lighting markets, through 
promotion of Planned Lighting. Bro- 
chure outlines why the companies are 
promoting planned lighting, presents 
facts and figures on load increases, 
added revenue and total installations 
secured. 





‘Beacon’ Door Knocker 


Nutone, Inc., Cincinnati, Ohio, offer- 
the “Beacon” DK-200 door knock: 
made of brass with a highly polishe: 
finish. Beacon of light it throws whe: 
handle is raised, eliminates fumbling 
around for key and keyhole in th 
dark. Maker says given ordinary a! 
tention when batteries of light bull 
require replacement, it should serv: 
for a lifetime. Name plate lights uy 





also. Maker says it will not tarnis! 
as it is weather protected by a hard 
lacquer finish. 
and 3 in. wide. Retails for $4.95. 


Sargent Pruning 
Tool Display 


Sargent & Co., New Haven 9, Conn.. 
is offering a pruning tool display unit. 
6S, made of steel, in yellow, green and 
black, size 24 in. wide, 10% in. deep, 
28 in. high. Following tools are sup 
plied with the display: 75-24 in. Bernard 
“Lopwell” pruner; 35-7 in. Bernard 
“Rainbow” garden shear; 60-9 in, 
Bernard “Perfection” pruner; 90-22 in. 
Bernard “Hedge Clipper,” and 15-6 
in. Bernard “Parrot Head” pruning 
shear. Weight of display less tools. 
11% lbs. 


Deluxe Salt, Pepper Set 


Luce Mfg. Co., 247 Park Ave., New 
York City 17, is introducing a “Deluxe” 
salt and pepper set which the maker 
says guarantees free flowing salt in al 
weather. Shakers are made of crysta 
clear glass with the lifetime “Blue 
Magic” crystal cap. Suggested to retai 


for $2.50. 
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Measures 7 in. high 
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A Name that’s seen in all the best circles 


VPAALLEBPOPLLE DL OPS fh, 


* You see the popularity of Thermos brand 


vacuum ware everywhere you go. You see it 
on picnics and outings, in factories and schools, 
in offices and homes. 

This widespread use means just one thing 
—universal acceptance of the trade-name 


“Thermos” and the products for which it 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


stands. And every display’ of Thermos brand 
products gets a friendly reception—every men- 
tion of this famous old trade name adds to 


your goodwill. 


THERMDs 


TRADE-MARK REG. U.S. PAT. OFFICE 


BRAND VACUUM BOTTLES 





— 


Metal Display Paint 
Brush Merchandiser 


David Linzer & Sons, Inc., 10-20 
Astor Place, New York City 3, is of- 
fering an allmetal display merchandiser. 
Purchase price of the deal includes 10% 
doz. popular-priced brushes for every 
day use including varnish, sash and 
wall brushes and a metal display rack 





finished in aquamarine blue with yel- 
low lettering and the Linzer trademark 
in the standard colors. It has provisions 
for a supply of pure bristle brushes in 
front as well as storage space for an 
additional supply in the rear of the 


rack 


Table Saw 


Foley Mfg. Co., 401 St. Anthony 
Bldg., Minneapolis 18, Minn., is intro- 
ducing a ball bearing table saw to re- 
tail for $34.95. Precision ground cast 
iron table is 18 by 13 in. mounted on 
cast iron base. Table tilts and locks 





WHAT'S NEW 


at any angle up to 45 deg. Arbor raises 
so 7 in. combination rip and cross cut 
saw will cut 24% in. stock. Two ma- 
chined trunnions and miter gages with 
protractor for mitering; also removable 
insert for dadoing. Miter gage, self- 





aligning rip fence, saw guard, splitter 
and combination saw all included with 
table saw. 


Handpainted Salad Bowl 


White Studios, Dallas, Tex., offers 
a packaged set consisting of an 11 in. 


handpainted salad and fruit bowl, four 
individual six in. bowls and a 10 in. 
matching fork and spoon set. This 
packaged merchandise is ready to mail 
or gift wrap and is suggested to retail 
for $11.50. Box size 12 by 22 in. 
packed three to carton. 





‘Versa-Tiller' 


Taylor Precision Mfg. Co., 1299 Par- 
son Court, Cleveland 16, Ohio, is offer- 
ing the “Versa-Tiller” developed jor 
the home gardener, landscapers, and 
nurserymen, Said to dig and pulverize 
soil or sod 5 in. deep. Digs and pul- 
verizes soil in and around shrubbery. 





Mixes peat moss and ground corncobs 
into soil. Said to pull 400-lb. lawn 
roller attachment and pulls wheel bar- 
row or pushes snow plow attachment. 
Cultivates in rows 20 in. apart. Maker 
claims it will not jump out of control. 
Will dig and pulverize almost any 
space that can be spaded by hand, it 
is said. Suggested to retail for $349.50. 
Operates both forward and backward. 
Features rotating diggers that rotate 
in the opposite direction to the travel 
of the machine. 





MORE ROOM TO WASH MOP 


MORE PRESSURE TO WRING IT 








Equipped with Gliders 
and Braces on Bot- 
tom. 











The New White Steel 
Roller with the shaft 
running clear through 
eliminates pins and 
+ No re- 


pin trouble . 
. lasts a 


pair bills . . 
lifetime. 


Equipped with Easy- 
Rolling Noiseless Cas- 
ters. 





WHITE MOP WRINGER CO. FULTONVILLE, N.Y. 


MANUFACTURERS OF... A Complete Line of Floor Cleaning Equipment 


‘ROL OVL’ MOP WRINGERS 


This heavily built Oval Mopping Bucket has proved to be the 
most practical for mopping and cleaning. Equipped with a 
Rol-Ovl type wringer, it is especially designed to stand hard 
wear and abuse. The foot lever, only 8” from the floor, brings 
the rollers together with a powerful squeeze that wrings mops 
thoroughly and with little effort. Wringers made with either 
wood or steel rollers and equipped with gliders or Easy Roll- 


ing noiseless casters. Two sizes — 16 or 26 qt. capacity. 
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“FROZEN HEAT” 
Household Cutlery 








Guaranteed to need 
NO SHARPENING FOR 3 YEARS! | 


A—First time in cutlery history that stainless blades 
have been really sharp. The amazing Robeson proc- 
ess keeps these razor-sharp for at least 3 years. 


B—Guarantee is printed on label attached to every 
‘Frozen Heat"’ blade. 


C—Pakkawood handles—acid-proof, stain-proof, 
even burn-proof—and the most handsome 
handles in the business. 

“Frozen Heat" process outmodes every other brand 

of cutlery on the market—yet prices are amazingly 

low. Paring knife 780, illustrated, costs only $1.00. 

Also our famous black hard- rubber- handled line, 

starting at 69c. 


Every Robeson product fully guaranteed to give satisfac- 
tion. Get a Robeson direct franchise—enjoy full mark-up. 


ROBESON CUTLERY CO., INC., PERRY, N. Y. 








. by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 


ally advertised. 
Replacement guar- 


antee. 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 
EDLUND COMPANY 


BURLINGTON, VT. 
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DEEP FRYER 


DEEP FRY WITH FRYRYTE 
THE BIG LITTLE UNIT! 


Here’s the newest and 
easiest way to deep fry 
everything from chick- 
en to donuts. The 
Fryryte fill with oil, 
or shortening, plug in, 
and it’s ready. Imag- 
ine! Deep frying as 
easy as boiling water 

and fast! Golden 
Brown deliciousness 
every meal. A big, little 
unit good for families 
of even six and eight. 





went a 


AUT 
EL cTrtri 





Cooks most anything 1n- 
cluding chicken shrimps, 
onions, potatoes, steaks, 


chops, vegetables, frog legs, 
clams, crabs, oysters, fillets, 
doughnuts, fritters, etc. 








SEE YOUR 

JOBBER 

or write us 

today 

for full 

information, FAIR TRADE PRICE 





Dulane, INC. 


8550 W. GRAND 


PAT. PEND. RIVER GROVE, ILLINOIS 





NEW! FAST SELLING MONEY MAKERS IN 
the Malea Line for 
OUR OWN ORIGINAL DESIGN! 


“DOUBLE DUTY” MUFFIN PAN 
AND GELATINE MOLD 





Oo" » § 5/16" 


Packing: 
6 Doz. per carton. 
Shipping Wt. 38 Ibs. 


im ot ane pan Cs a gelatin mold (inverted) 
‘ Em 








9” & 10 
Prices 
EXPORT BUSINESS 


We manufacture a complete range in pon sizes including: 4”, 5”, 6”, 8”, 
(9” & 10” pie, and cake pans, with revolving cutters). Heavy, durable tin plote. 
are competitive. Immediate delivery. Full freight allowed. 
SOLICITED. 


HEART-SHAPED CAKE PAN AND GELATINE MOLD 
—: FOR HANDSOME MOLDED 
SALADS & DESSERTS 


A & 
no 
FOR FANCY CAKES! 
USE IN LAYERS 


oN 
42 [=> 





Packing: 6 Doz. per carton. Shipping Wt. 25 Ibs. 








8-INCH CAKE PAN 
WITH CUTTER 


0. 81 - 8° x | i/e* 





760 EAST SLAUSON AVE. 
LOS ANGELES 11, CALIF. 


MALCO Co. 
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Duro Metal Appoints C. E. Brady 


General Sales 


Duro Metal Products 
Chicago, has recently appointed | 
C. E. “Ed” Brady as general | 
sales manager of its power tool 
division. He has been associated | 
with Duro tools in its hand tool | 
and automotive division for the 
past 12 years. Prior to that he 
was Midwestern sales representa- 
tive for Logan Engineering Co. 

In the years since 1944, Mr. 
Brady has been contacting power 
tool dealers throughout the mid- 
west, gathering valuable _first- 
hand data on the sale and mer- 
chandising of workshop power 
tools. In his new capacity, he 
will co-ordinate the long range 
Duro national advertising and 
sales ._promotion programs. 


Co. | 





Mer., Power Tool Div. 





Cc. E. BRADY 








JESSIE TETLOW NAMED 
ASS’T. TREASURER 
BIGELOW & DOWSF 


Jessie Tetlow has recently been 
advanced to the position of as- 
sistant treasurer of Bigelow & 
Dowse Co., hardware  whole- 
salers, Boston, Mass. She has 
been with the firm for 40 years 
and has served in numerous ex- 
ecutive capacities, the most re- 
cent being secretary to the presi- 
dent. In honor of her new po- 
sition, she was presented with 
a camera, complete with flash 
equipment, and a leather hand- 
bag from her associates in the 


Ten-Year-Club. 


ELECT E. F. FRANZ 
YALE & TOWNE TREAS. 


Elmer F. Franz has_ been 
elected treasurer of The Yale 
& Towne Mfg. Co., Chrysler 
Bldg., New York City 17, it was 
announced by Gilbert W. Chap- 
man, company president. Fred 
Dunning, who has been treasurer 
since 1933, will devote full time 
to his increased responsibilities 
as executive vice president and 
secretary. 

Mr. Franz has resigned as 
comptroller of the Weatherhead 
Co.. of Cleveland, with which he 
was associated for the past seven 





100 


years. Mr. Franz is also resign- 
ing from the City Council of Uni- 
versity Heights, to which he had 
been elected in 1944 and which 
he has been serving as chairman 
of the finance committee. Pre- 
viously, Mr. Franz was associated 
for eight years with Ernst & 
Ernst, the Cincinnati firm of pub- 
lie accountants. 





WISSOTA PURCHASES 
GRINDING WHEEL PLANT 


Geo. H. _ Ische, president, 
Wissota Mfg. Co. 1301 S. 
Third St., Minneapolis 4, Minn., 
recently has announced that the 
company has purchased a grind- 
ing wheel plant which has been 
dismantled and moved to Minne- 
apolis with its personnel. Wis- 
its 


sota is now manufacturing 
own fully vitrified abrasive 
wheels. 


HAMBERG, SALES MGR. 
PLASTI-KOTE 


Herbert D. Fine, president of 
Plasti-Kote, Inc., Cleveland, 
Ohio, paint manufacturers, has 
announced the appointment of 
Sam Hamberg as sales manager. 

Mr. Hamberg was _ formerly 
associated with the Nu Enamel 
Corp. as sales manager in this 
country, and as director of sales 





for the firm in Europe, 
headquarters in London. 
At present he is concentrating 


t=] 
his efforts toward introducing | 
Plasti-Kote’s new companion 
products, Palletone Velvet Glo 
and China Glo, synchronized 


| wall and woodwork finishes. 





J. A. PROVEN, VICE-PRES. 
OF PORTER-CABLE SALES 

John A. Proven has recently 
been appointed vice president in 
charge of sales of the Porter- 
Cable Machine Co., Syracuse, 
N. Y. Mr. Proven joined the 
firm a year ago as general sales 
manager. 

Previously vice president and 
sales manager of the Sterling 
Tool Products Co., Chicago, he 
widely in industrial 
distribution circles. He is a 
member of the executive com- 
mittee of the American Supply 
& Machinery Manufacturers As- 
sociation. 

Mr. Proven will be respon- 
sible for the company’s four na- 
tionally distributed lines: “Speed- 
matic” portable tools, “Guild” 
electric tools, floor machines, and 
industrial grinders. He will also 
direct the distribution of the 
products of two other companies 
which have been purchased by 
Porter-Cable since he joined the 


known 


is 


company. These are the Unit 
Electric Co.’s line of routers, 
shapers. electric planes, and 
mortisers; and Sterling Tool 


Products Co.’s electric sanders. 





JOHN A. PROVEN 


with 


en 


T. H. WAGNER BECOMES 
EUREKA-WILLIAMS 
VICE-PRES. TREAS. 
T. H. Wagner was elected 
vice president and treasurer of 
the Eureka Williams Corp.. 





T. H. WAGNER 


Bloomington, Ill., at the annua! 
board of directors meeting held 
in Detroit, Mich., recently. 

Mr. Wagner joined the com 
pany in 1940 as a sales statisti 
cian, later becoming assistant to 
the president. Wher Eureka 
merged with the Williams Oil-0- 
Matic Heating Corp., in 1945 
to form the present corporation 
with headquarters in Blooming- 
ton, Ill., he became treasurer in 
addition to his duties as assistant 
to the president. 

From 1937 to 1940, Mr. Wag- 
ner was associated with the Na- 
tional Bank of Detroit. 


C. D. McALLISTER NOW 
AMERICAN MFG. CO. 
SALES MANAGER 
American Mfg. Co., Noble & 
West Streets, Brooklyn 22, N. Y.. 


has announced the promotion of 


Charles D. McAllister to sales 
manager. Mr. McAllister joined 


the company in 1932 and has 
served continuously in the sales 
division. He was formerly 
sistant sales manager. 


as- 


During World War II, Mr 
McAllister was with the U. S$ 





Navy in the Aleutian Islands 
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ECOMES 

IAMS Cc. R. CORLEY HEADS | 

2EAS. MURRAY-BROOKS HDWE. 
SALES DIVISION 

as_ elected 

easurer of Clarence R. Corley has been 

ns Corp.. named manager of the hardware 


sales division of Murray-Brooks, 














és a 
CLARENCE R. CORLEY 

le annua! 
ting held Inc., hardware wholesalers, Lake 
ntly. Charles, La. He joined the com- 
the — pany in 1927 from The White 
> mae Hardware Co., Orange, Tex. 
sistant to After serving as manager of the 
: Eureka retail store for a year, he then 
_ Oil-0- became a traveling representative 
In 1945 in the hardware division. Clar- 
rporation ence R. Corley was formerly rep- 
3looming- resentative in the northern part 
sr pectaauleton of southwest Louisiana. Henry 
assistant Huffman has been advanced to 

hardware buyer. Mr. Huffman 
Mr. Wag- i 
the Na- 
NOW 
co. 
ER 
Noble & 
i Se 
1otion of 
to sales 
r joined 
and has | 
he sales ly 
erly as- 
II, Mr 
So 
ands 


HENRY 


B. HUFFMAN 








joined the company in 1927 from | ers Association; past-president | 
Shapleigh Hardware Co. He had | of the Arkansas Bankers Asso- 
been traveling in southern Louisi- | ciation, and director on the Ar- 
ana for several years. He has| kansas Economic Council. Mr. 
since represented Murray-Brooks | Stone took his office as of Nov. 
as a wholesale hardware sales | 1, 1949. 

representative covering a large —— 

portion of the Southern half of }ROCKWELL POWER TOOL 


DIVISION MAKES TWO 
EXEC. APPOINTMENTS 


Southwest Louisiana. 


G. N. COUGHLAN BUYS 





Two recent executive appoint- 

UTENSIL COATING ments have been announced by 

“PANTASTIC” | the Rockwell Mfg. Co.’s power 

The purchase of Pantastic, | tool division, Milwaukee, Wis. 

utensil coating said to inhibit | Irving G. Meyer has been named 

food from sticking to kitchen | COMSUmer sales manager and 

pots, pans, skillets and tins, has | John Stolarz, manager of Mullti- 
been announced by the G. “< e sales. 7 

Coughlan Co. of West Orange Mr. Meyer has been affiliated 

N. J. All rights to with what is now the Power 


product iT 


trademark and patents were pur- Tool Division of Rockwell since 





icceed tats Binatenad Guctaces. 4 2e During the war he began 
“= Memphis iam work in the shop, operating a 
milling machine. In a short time 


————— | 





| he was transferred to the sales 
| department as a sales wg oe 


ELECT T. W. STONE TO 
F. C. STEARNS BOARD 


: | dent. Then was made a depart- 
Thomas W. Stone has been| ment head in charge of sales 
elécted to the board of directors | correspondence and customer 


of F. C. Stearns Hardware, 
Hot Sprin 


Inc., priority work. 
gs, Ark. | In September, 1945, Mr. Meyer | 
l om made a district sales mana- 
| ger in charge of the Pacific 
| Northwest terriory with head- 
| quarters in Seattle. 
| When the consumer sales de- 
| partment was organized in Au- 
| guct, 1949, Mr. Meyer headed 
|that department. In this ca- 
pacity he directs sales of Delta 
Homecraft power tools, Delta- 
| Milwaukee tools, and the com- 
| Pany’s other products as_ they 
| apply to consumer markets and 
| outlets. 
| Mr. Meyer has served for 
more than 10 years as a district 
| sales manager in the appliance 
field and for several years as a | 
| district sales manager in the field | 
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of building materials and home 








THOMAS W. STONE construction materials, 
| Mr. Stolarz will direct sales of 
Mr. Stone is also executive} Delta Multiplex radial arm saws. 
| vice- -president of the Arkansas} A graduate of Franklin & Mar- 
National Bank, Hot Springs,| shall College, Mr. Stolarz started 
Ark.; director in the Arlington} his career in woodworking ma- 
Hotel, Hot Springs, Arkansas; |chinery business with DeWalt, 
| director of the Little Rock Inc., at Lancaster, Pa., beginning | 
| branch of the Federal Reserve | work as a sales clerk. He rose | 
| Bank of St. Louis, at Little} in the organization to become | 
| Rock, Ark.; vice-president for} sales promotion manager, later 





Arkansas of the American Bank- | advertising manager, and finally | 








IRVING G. MEYER 
sales manager in complete 


charge of export work, sales pro 
motion, and advertising, as wel 


| as sales. 
During the war he was as 
signed to work with military 


Washington in setting 
up mobile shops of various types 
for field activities. Fol- 
lowing the war, he organized the 
company’s export department 
and spent considerable time in 
Europe where he introduced his 
company’s line at trade fairs ir 


officials in 


service 


Paris, Brussels, Vienna, and Be) 
fast. 

Mr. Stolarz resigned from his 
position at DeWalt to join the 
Rockwell power tool organiza- 
tion in August of this year. 





JOHN STOLARZ 


















EMMET A. MAHER, JR. 


UNIVERSAL PORTABLE 
ELEC. APPLIANCE DIV. 
NAMES DIST. MANAGER 


Emmet A. Maher, Jr., has re- 
cently been named district man- 
ager of the Portable Electric 
Appliance Division of Landers, 
Frary & Clark in Southern Texas, 
Louisiana and Arkansas 
headquarters in Houston. 

Mr. Maher was formerly as- 
sociated with the Washburn 
Company in Worcester, Mass., 
and the Chrysler Motor Division 
of General Motors. 


with 


GOOCH-EDENTON HDWE. 
TO DISCONTINUE 
RETAIL BUSINESS 








Gooch-Edenton Hardware Co., 
College and Liberty Sts., 110- 
year-old hardware house furnish- 
ing and implement firm at Jack- 


son, Tenn., has announced plans 
to discontinue its retail business 
on or about Jan. 1, 1950, and 
will establish an exclusive whole- 
sale hardware company. 

W. H. Morris is president and 
general manager of the com- 
pany. The wholesale firm will be 
located at 411 North Royal Street 
in Jackson and its salesmen will 
travel an approximate 50 to 75 
mile radius of that city. 

This firm, one of the oldest 
in the state, dating back to 1839, 
was founded by G. C. Anderson 





and was purchased at the turn 
of the century by the present | 
company and has operated con- 
tinuously since that date. 


SEIDLITZ SALES CO. 
ORGANIZED IN DETROIT 


The Seidlitz Sales Co., Detroit 
11, Mich., has announced its for- 
mation for the manufacture and 
sale of a line of paints incorpo- 
rating a new method of tinting. 

Titled ‘“Multitint,” the new | 
paints make available a_ basic 
line of 36 colors in nine finishes. | 
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The Michigan firm will offer 
the Multitint line in Michigan 


and Ohio under franchise from | Veterans Administration guaran- 


. 


the patent-holders, the Seidlitz 
Paint & Varnish Corp. of Kan- 
sas City, Mo. General manager 
of the Seidlitz Sales Co. of 
Michigan is Leonard J. 
and the sales manager Frank B. 
Both asso- 
ciated in the paint industry for 


Crawley. have been 


many years, 


CONGRESS MAY BROADEN 
FINANCIAL AID TO 
SMALL BUSINESS 
(Washington Bureau 
of HARDWARE AGE) 

Two new sources of capital 
may be made available to small 
business next year. 
be authorized in new legislation 
to be considered by Congress in 
January. 

One proposal now under con- 
sideration would expand the Re- 
Finance 
that offices are easily accessible | 


construction Corp. so 


to small businesses throughout | 


the country. RFC also would | 
be instructed to be liberal in 
appraising the fixed assets of 


small business, and to take into 
consideration the “character, cre- 
ative ability, and 
of the applicant. 


possibilities” 


Another plan to be considered 
by the next session of Congress 





would provide federal guarantees 
of bank loans to small business. 
Guarantees of up to 90 per cent 
are being considered by propo- 


nents of such legislation. In | 


effect, this program would put 
the Federal Reserve Board in a 


Harding, | 


Both would | 


iness in much the same way the 


} tees GI loans. 


| 
} o — 


| SOUTHERN WHOLESALERS 


TO CONVENE APRIL 3-6 
IN CINCINNATI 


| The Ninety-Eighth Semi-\An 
nual Convention of the American 
| Hardware Manufacturers Asso 
| ciation and the Fifty-Ninth 
| nual Convention of the Southern 
Wholesale Hardware Association 
will be held jointly in Cincinnati 
from April 3-6, 1950, at the Neth- 
| erland Plaza, where all the activi- 
| ties of the convention will he con- 
| centrated. Five other hotels, the 
| Gibson, Sinton, Metropoie, Foun- 
tain Square and Terrace Plaza, 
will cooperate, T. W. MeAllister 


| is managing director of SWHA, 


| located at 814 Metcalf Blde., Or- 
| lando, Fla. Arthur L. Faubel is 


secretary-treasurer of the AH MA, 
with headquarters at 342 Madi- 
son Ave., New York City 17. 

The Netherland 
handle all 
tions, and those planning to at- 
that hotel, 
or hotels 


Plaza will 


requests for reserva- 
should contact 
the hotel 


tend 
indicating 
preferred. 
that 
many member companies as pos- 
both 


Since it is desirable 


as 


sible in associations have 


| some space in the headquarters 


hotel, it has been arranged that 


not more than two bedrooms, 


plus parlor if available, will be 
one member 


allocated to any 


company. 


position to underwrite small bu-- 





An- 








JOSEPH T. CROYLE 

NAT’L. METAL PRODUCTS 
PROMOTES J. T. CROYLE 
Metal Co.. 
Pa.. announced 


National Products 


Pittsburgh, has 


the promotion of Joseph T. 
Croyle. Jr. to eastern division 
sales manager. 

For the past three years Mr. 


Croyle has represented National 
Metal in Ohio, Western Penn- 
sylvania and parts of Maryland, 
West Virginia and Kentucky. 


SANSON & ROWLAND 
NAME PITTSBURGH MAN 
Colin McInnes 
been appointed Pittsburgh, Pa., 
agent for Sanson & Rowland, 
Inc., 505 Commerce St., Philadel- 


has recently 


phia 6, Pa. 

Mr. McInnes is known in thai 
area due to 20 years of selling 
experience contacting industrial 
plants in that vicinity. 








Jacob S. Disston, Jr., president of Henry Disston & Sons, Inc., Philadelphia, is shown 
with the hand saw made for the Disston display at the National Hardware Show in New 
York City. As far as is known, it is the world’s largest hand saw made of Disston steel 
with a carved rosewood handle. 
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GILMER 17-WS 
MASTER ASS'T 


Here are the fast- 
moving Cord Sets 
for lamps, fans, 
washers, shop tools, 
milkers, cleaners 
and other appli- 
ances... for indoor 
and outdoor use; 
with connectors 
and with open 
ends. 3 spools of re- 
placement wire. 
2 cartons (25 
ea.) of 3-way 
connectors. 





















GILMER ELECTRIX« 
3-WAY OUTLETS 


The tough, soft 
rubber looks slick; 
stands the gaff. A 
handy, much-used 
3-way service block 
with male plug. 














Fer FLEXIBLE 





PACKAGED PROFIT IN S@zee WIRE 


The customer is tempted to select the wire he wants with one hand, and pay 
you with the other, when you give a bit of space to hard-working Gilmer 
Wire Assortments. Every Gilmer set has the ample margin of strength and 
capacity to serve extra well and win you extra good will. 


GILMER 6-S SPOOL WIRE ASS'T 


A regular spool wire department 
in next to no space at all. 6 
wanted types, neatly in sight. 
ou waste no 
wire. You handle 
business fast. 


GILMER 13-W 
JUNIOR ASS'T 
Same as 17-WS 
at left, without 
spooled wire. A 
little giant sales- P* 


man. oi 
Sy OF! 
ee ww” 





te 


e~ 
Caren Seromp’ 


UNDERWRITERS’ LABORATORIES APPROVE ALL GILMER WIRE PRODUCTS 


IT’S THE GILMER LINE FOR LAWN HOSE...RUBBER OR PLASTIC 


Shade competition with Gilmer Badger black or green rubber hose. Do quality 
volume with Gilmer Tuxedo black or green. Sell the “estate”? class with Gilmer 
Four Ace brown. The Plastic Hose without comebacks is Gilmer red or green. 


IN V-BELTS “GILMER HAS THE PULL’... AND THE CALL! 


Your No. 1 sales point—Gilmer High Strength Rayon Pulling Cords. No. 2— 
Gilmer Twin Jackets for grip and endurance. No. 3—Gilmer cool-running Cushion 
Rubber. These belts sell on sight—from the compact Gilmer Merchandising Tower. 
Complete your profit set-up with Gilmer Sheaves—for all applications. 


l.H. GILMER COMPANY, Tacony, Philadelphia 35, Pa. 


DIVISION OF UNITED 
STATES RUBBER COMPANY 








Sheffield 


| Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT. 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
Oil COLORS AND WHITE. 







Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shetticld Zrorze 
PAINT CORPORATION 
CLEVELAND 19, OHIO 
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Machine Graduated 
Steel and Aluminum Squares 






Try Squares > 
aslitencina Bevel 


See The Southington 
Line 





Sheet 
Metal 


Wood 





Southington Hardware Mfg. Co. 


Southington, Conn. 
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HALIEMA RK 


WATCHE Se 


Timepieces of Superlative Quality 





SHOCK-PROTECTED ¢ PAN DUST-PROTECTED 


All Hallmark Watches are Fully Guaranteed . . 
MADE WITH STANDARDIZED, INTERCHANGEABLE PARTS 


Framous for their sparkling elegance of style, 

HALLMARK watches are satisfying thousands of 
discriminating customers who demand peerless 
quality at a reasonable price. For HALLMARK offers 
timepieces of rare loveliness that combine the newest 
technical improvements with years of watch-making 
experience. 

First introduced in 1924, HALLMARK watches are 
today the last word in style and craftsmanship. Each 
one is graced with a handsome metal bracelet and 
packed in an attractively modern presentation box. 


NATIONALLY ADVERTISED 





HALLMARK WATCHES ARE SOLD ONLY THROUGH WHOLESALERS 


For Full Details, Write or Phone 


HALLMARK Watch Corporation 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 
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Ace Hardware Corp. Open House Celebrates 
Opening of New Office, Warehouse 


| The Ace Hardware Corp.,|a switch track over 600 feet long 

| ” . nines . 

| wholesale firm, was host to scores | aad a loading bay inside the 
of industry friends during an | building which will accommo 





RICHARD HESSE 


Open House Oct. 23-25, in cele- 
bration of its move several 
months ago to new quarters at 
2355 S. Blue Island Ave., Chi- 
cago 8. The three-day event was 
marked by an Ace Stores meet- 
ing attended by a principal or 


an executive from every Ace store 


and visits to the merchandise dis- 
plays of seasonal and new goods. 

Thousands of invitations had 
been sent to the company’s 
friends and sources of supply and 
hundreds responded by attending 
the Grand Opening of the new 
(ce plant in person or by send- 
ing telegrams and flowers. 

The new home of the Ace 
Hardware Corp. contains the 
firm’s entire operation in quar- 
ters comprising 200,000 square 
feet of office and warehouse 
space. The building is approxi- 
mately 500 feet long by 200 feet 
wide and is of brick, concrete 
and steel construction. There is 





E. G. LINDQUIST 


| date 12 trucks. 

Richard Hesse is president of 
the company and E. G. Lindquist 
lis vice-president and secretary, 
| both of whom were on hand to 


| ee 
| welcome visitors to the new plant. 








JOHN HUBER JOINS 
| PERFEX CORP. 


The Perfex Corp., Milwaukee, 
Wis., has announced that John 
Huber has joined the home office 
sales department of its controls 
division. 

Mr. Huber, a Pennsylvanian by 
birth, entered the heating field 
in 1926, working for the Heil 
Co. in Milwaukee as an oil 
burner installation and _ service- 
man. In 1929 he returned to 
Pennsylvania and organized Heil 





JOHN HUBER 


Automatic Heating of Lancaster 
which he operated for 20 years 
. .. with time out for two year’s 
Army service. 


SCOVILL APPOINTS 
FOUR SALESMEN 


The appointment of Joseph 
Donovan, J. H. McElroy, Bert J. 
Clark Company and _ Crissey- 
Campbell Associates as repre 
sentatives for Green Spot garden 
hose equipment has been at 
nounced by the Scovill Mfg. Co. 
Waterbury, Conn. 

Mr. Donovan will 
New England territory, Mr. 
McElroy the entire southeast, 
Bert J. Clark Company the states 
of Kansas, Missouri, Nebraska 
and Jowa, and Crissey-Campbell 
Associates, will cover Michigan, 
Ohio, Kentucky and Southern 


cover the 





| Indiana. 
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WHIPPLE HEADS DRIVE 
FOR ATOMIC RESEARCH 
CENTER AT MICH. UNIV. 
Organization of the University 
of Michigan alumni in Illinois 
for the nationwide campaign to 





Cc. J. WHIPPLE 


raise $6,500,000 for establishment 
of an atomic research center at 
the University will be under the 
direction of C. J. Whipple, chair- 
man of the board, Hibbard, 
Spencer, Bartlett & Co., whole- 
sale hardware firm at Evanston, 
Ill. Mr. Whipple was graduated 
from the University with the 
class of 1907. 

The program, dedicated as a 
memorial to the University’s dead 
of World War II, is called the 
Michigan Memorial - Phoenix 
Project. It will be an all-Univer- 
sity project, centrally directed 
from a new building to be erect- 
ed on the campus. The goal of 
$6,500,000 is to erect the build- 
ing and to finance the research 
for a period of from 10 to 15 








years. Typical of the objectives 
of the research program are the 
causes and cures for disease, in- 
creased production on farms, 
control of wood destroying fungi 
and bacteria, and a study of the 
life of plants and 
animals. 


processes 


NAME JACK BOLING TO 
NORTHWEST METAL 
SALES STAFF 


Northwest Metal Products, 
Inc., 55 Spokane St., Seattle, and 
factory at Kent, Washington, re- 
cently announced the appoint- 
ment of J. W. (Jack) Boling to 
its Western sales organization. 
The territory that Mr. Boling 
will cover includes the major 
portion of Eastern Washington, 
Western Idaho, and Northeastern 
Oregon. 

From 1930 to 1040, Mr. Boling 
covered the state of Washington, 
selling lumber and building ma- 
terials to lumber yards. During 
the war, he did contracting work 
for the U. S. Government. Since 
the war, he has been operating 
his own retail hardware and 
building material business in 
Leavenworth, Wash. 


GRAHAM N. Y. DEALER 
CONTACT MAN FOR CORY 


Howard Graham has been ap- 
pointed by Cory Corp., 221 N. 
LaSalle St., Chicago 1, Ill, to 
maintain contact with metropol- 
itan dealers in New York City 
and vicinity. 

In his new capacity, Mr. 
Graham will operate and report 
directly to Henry Pollock, Cory 
territory district manager for 


New York City. 











Shown above are the officers of The L. S. Starrett Co., 
Athol, Mass., inspecting band saw operation in the recently 
completed hacksaw, band saw, band knife and flat stock divi- 
sion plant. Left to right: Allen E. Hastings, treasurer; Wil- 
liam J. Greene, vice-president and director of sales; Wallace 
Findlay, assistant treasurer, and Arthur H. Starrett, president. 
With the addition the manufacturing facilities now total nine 


acres of floor space. 
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NOW AQ discount 


e@ IN MASTER CARTON LOTS (3 IN CARTON) 


to build your Biggest 
Holiday Profits! 





Grills! 
Fries! 
Bakes! 


Toasts! 


ARVIN LECTRIC COOK 


The Most Wanted Gift Appliance 


Beautiful! Dependable! Fast-selling! 20” 


Cooking area equals 3 ten-inch skillets. 
tnd here’s an easy extra sale! 


Cooks 16 hamburgers, 8 pancakes, or 
4 big sandwiches. Automatic heat con- 
trol, signal light, insulated handle and 

ARVIN 34GR GRIDS. ..$4.00 

< = Convert Lectric Cook to full automatic 

, waffle baker, making 4 full size waffles! 








base. Underwriters’ listed. 









{merica’s Finest Automatic Waffler 


ARVIN 4-SQUARE 
AUTOMATIC WAFFLER 


Makes 4 big waffles at a time, as 
light or as dark*+as desired, all 
uniformly delicious. Signal light 
tells when to pour batter, tells 
when waffles are done. Insulated 
handle and base. 
Underwriters’ listed. 








strategically located Arvin Service Stations 


ye 


from coast to coast. 











Appliance Division 
Noblitt-Sparks Industries, Inc., Columbus, Indiana 
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You can fill all your 
Customer’s Needs 


from the complete 
PEERLESS LINE 


of 
SYSTEMS 


WATER 


THE AMAZING PEERLESS 
Water King, 


Exclusively for Suction Lifts — 
Shallow Wells, Cisterns, Sumps 
CAPACITY® | 

275 to 860 Gals. Per Hr. 
PRESSURE ¢ 

Up to 40 Lbs. or More 
LIFT 

Up to 20 Feet 
MOTOR @ 
Ja, V3 and V2 H.-P. 





RECIPROCATING PUMP 
Deep Well Pumping Economy! 
CAPACITY ¢ 

200 to 1100 Gals. Per Hr. 
PRESSURE e 

Up to 40 Lbs. or More 
LIFT e 























From 25 to 550 Feet 
MOTOR 























VW -3H.P.. 5 
~— 7 ~ ./plt 
SD 




















DEEP AND SHALLOW 
WELL JET SYSTEMS 
Your Best Bet is 
o Peerless Jet! 

e CAPACITY 
Up to 7500 Gals. Per Hr. 

¢ PRESSURE 
Up to 40 Lbs. or More 

eLiFT 
Up to 170 Feet from 
2” Wells and Larger 

¢ MOTOR 

W4-3H-P, 


























PEERLESS SHALLOW 
WELL PUMPING UNIT 
Everything in a Package 


e CAPACITY 
275 to 430 Gals. Per Hr. 
e PRESSURE 
Up to 40 Lbs. or More 
e Lift 
Up to 20 Feet 
*¢ MOTOR 
V4 HP. 



















Write for full details today. 
PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Los Angeles 31, California 


Indianapolis, Indiana 


District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 

Broadway; Atlanta Office: Rutland Bldg., Decatur, Georgia; Omaha, 

Nebraska, 4330 Leavenworth Street; Dallas 1, Texas, 3905 Elm Street; 
Fresno, California; Los Angeles 31, California 
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DAYTON RUBBER NAMES 
C. W. PRIESING V.P.; 
GENERAL SALES MGR. 


The Dayton Rubber Co., Day- | 
ton, Ohio, through its president, | 
\. L. Freedlander, has  an- 
nounced the following organiza- 
tion promotions, additions and 
realignment of duties to carry 
out the 1950 sales and merchan- 
dising program of company. 

Carl W. Priesing has been 
appointed vice president and 
general sales manager. He will 
direct the coordination of all sell- 
ing and merchandising activities. 
Mr. Priesing comes to Dayton 
Rubber from the Ansco Division 
of General Aniline & Film Corp., 
New York, where he was general 
sales manager. Prior to that, he 
successfully directed several na- 


tional selling organizations in 
industrial and consumer mar- 
kets. 


He is a member of the Ameri- 
can Management Association, 
the Sales Executives Club of 
New York and the National Fed- 
eration of Sales Executives. 

Irve Eisbrouch, vice president 
in charge of tire sales, will be 
responsible for tire sales and also 
associate lines such as Camel- 
back, repair materials and other 
new products which lend them- 
selves to marketing through the 
Tire Sales Division. 

Leonard CC. Strobeck, vice 





president in charge of mechani- 


cal sales, will direct all field 
selling activities of the com- 


| pany’s present mechanical lines 


including textile products and 


| other mechanical goods products 


as they reach the merchandising 
stage. 

Herbert S. Waters was ap- 
pointed vice president and di- 
rector of products. He will be in 
charge of merchandising and the 
preparation of products, other 
than tires, for the market after 
they have passed the laboratory 
and development department 


stage. 


1500 DEALERS ATTEND 

EAGLE SALES SHOW 

The Eagle Sales Co., Inc., 310 
Sherman Ave., Newark, N. J., re- 
cently held a_ three-day New 
Jersey dealer show attended by 
1500 dealers. Overall attendance 
was about 4000 people. Hard- 
ware, housewares and_ electric 
housewares were displayed with 
each manufacturer having indi- 


vidual booths and each _ booth 
attended by a manufacturers’ 
representative. This show was 


held on the second floor of 
Eagle’s building and comprised 
some 40,000 sq. ft. of area. Ac- 
cording to Arthur A. Ettkin, 
show manager, and sales mana- 
ger for Eagle, the show was 
highly successful in so far as 
orders were concerned. 














CURTIS S. STITZEL, president and treasurer of the York 
Paint & Hardware Co., wholesale and retail firm of York, 


Pa., is seen receiving a large, 


hand-illuminated scroll citing 


him on the completion of 50 years as a store owner. Judge 
Harvey A. Gross, left, made the presentation at a dinner 
held at the Hotel Yorktowne, York, Pa., on Nov. |. Repre- 
sentatives of many hardware firms were among more than 
100 guests, which included two judges, the mayor of York, 
and a congressman, all of whom spoke highly of Mr. Stitzel’s 


achievements as a businessman 


and as a member of his com- 


munity. All present signed the scroll. Mr. Stitzel was pre- 
sented with a certificate of membership in the HARDWARE 


AGE 50-Year Club by J. R. 


Keagy, associate editor. The 


dinner was given by Mr. Stitzel’s son, William C. Stitzel, 
(seated) secretary and general manager of the firm. 
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DETREX ELECTS 
MURRAY, DIRECTOR 
The stockholders 
Corporation, Detroit 32, Mich., 
‘ave just elected Robert Lindley 





ROBERT L. MURRAY 


Murray as a director of the Cor- 
poration. 

Mr. Murray is also executive 
vice-president and a director of 
Hooker - Electrochemical Com- 
pany. Niagara Falls, N. Y., vice- 
president and 
Hooker-Detrex Inc., a jointly 
owned subsidiary of the Hooker 
and Detrex companies; and a 
director of the Power City Trust 
Co. of Niagara Falls. 





PORTER-CABLE BUYS 
STERLING MFG. RIGHTS 


The Porter-Cable Machine Co., 
Syracuse, New York, has pur- 
chased the manufacturing rights 
and facilities of the Sterling Elec- 
tric Tool Products Co., Chicago, 
(ll, for the production of the 


Sterling portable electric and 
pneumatic sanders, DeAlton J. 
Ridings, president of Porter- 


Cable announced, 

The purchase is the result of 
negotiations recently completed 
in Chicago. 

The inventory tools and pro- 
duction facilities which have been 
purchased will be moved to Syra- 
cuse, and Porter-Cable will re- 
sume manufacture of the Sterling 


sanders. 
Several members of the Ster- 
ling Electric Tool Products 


Co.’s sales organization will be 
taken into the Porter-Cable Com- 
pany. These include John R. 
Perkins, formerly a special sales 
representative for the Sterling 
Co., who will become a field rep- 
resentative instructing Porter- 
Cable sales personnel in the 
merchandising of Sterling prod- 
ucts, and who will later become 
a district sales representative 
with the firm. Earl C. Wheless, 


of Detrex: 


director of | 


who was a Sterling district rep- 
resentative for four years, will 
become a sales representative in 
the San Francisco area. Norbert 


Richmond, Va. He was previ- 
ously North West territory dis- 
trict manager for Sterling. 

Also joining the Porter-Cable 
sales organization are Jerome J. 
Howe, who was with Sterling 
Electric Tool Products Co., in 
the St. Louis area, and who will 
become a_ representative in 
Houston, Texas; Howard Smith, 





formerly a sales representative 
for a Sterling manufacturing 


agent, who will work out of Phil- 
adelphia; and Neil S. Rowe, for- 
| mer district manager in New 
| England and Eastern New York 


| 
| 


| for Sterling, who will become a 
Porter-Cable sales representative. 


| 
| PRENTISS WABERS NAMES 


RASMUSSEN TO HEAD 
GAS RANGE DIV. 


| 

| Lee E. Rasmussen has joined 
| the sales department of the Pren- 
tiss Wabers Products Co., Wis- 
consin Rapids, Wis., to manage 
the firm’s newly formed liquefied 
petroleumn range division, ac- 
cording to Michael Woolf. vice- 
president and director of sales. 

Mr. Rasmussen was from 1931 
to 1945 associated with the Phil- 
gas Division of the Phillips Pe- 
troleum Co. in various capacities. 
He was a salesman at Richfield 
| Springs, N. Y.: sales manager at 
| Hudson, Ohio, and district mana- 
ger successively at Madison, Wis., 
and Pontiac, Mich. 

From 1945 to 1949 Mr. Ras- 
mussen was vice-president and as- 
sistant manager of City Gas Ser- 
vice, Inc., Wisconsin Rapids. 
During most of this periaod he 
was also on the board of direc- 
tors, Wisconsin L-P Gas Associa- 
tion, serving as president of the 
organization in 1948. In addition, 
he was active on the L-P Gas 
Association’s Safety Committee, 
Technical & Standards Commit- 
tee and Legislative Committee. 








ELECT SOL COHEN 
DIRECTOR, SECRETARY 
CHAS. WEILAND, INC. 


Sol Cohen, New York City 
representative, has been elected 
secretary and director, taking 
charge of all sales for Chas. 
Weiland, Inc., hardware whole- 
salers, 149 Chambers St., New 
York City 7. Raymond A. Yeager 
retains his office of vice-president, 
in charge of personnel, credit, 
and advertising. Melvin W. Lyon 
retains his office of treasurer in 
charge of all purchases. L. F. 
Yeager retains his office of presi- 
dent, acting in an executive ca- 
pacity. 
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KEEPS 


EACH ROOM AT THE 
DESIRED TEMPERATURE 


Heat-Timer is inserted in place of regular radiator 
air valve...makes all the other valves old fashioned! 
This precision, thermostatic valve enables your cus- 
tomers to enjoy the exact temperature they want in 
each room, They simply set the dial — Heat-Timer 
does the rest. Works on any one-pipe steam system 
without interfering with present controls. 


\.1,/ 
, Dealers... 

- REAL PROFIT FOR YOU! 
Heat-Timer retails at $4.95 — 
costs you only $3.30 (33%% 
discount). You make $1.65 on 
every valve you sell. Compare 

this with your profit on ordi- 
nary valves! 


HEAT-TIMER Sells Ttself/ 


Each half-dozen Heat-Timers comes 
packed im‘an attractive “Silent Sales- 
man” carton. Set it up on your counter 
—it takes only a few inches. Place 
leaflets alongside (furnished free with 
imprint). Watch Heat-Timers sell 
themselves right off the counter! Use 
coupon below to order — or send $3.50 
for sample shipped prepaid, with 
money-back guarantee. 












HEAT-TIMER a 
a 160 Fifth Ave., New York 10 ; 
CORPORATION ' 
(] Send me “Silent Salesman" cartons, each containing a ha : 
dozen Heat-Timer valves @ $19.80 per carton, F.O.B., N.Y. C. ’ 
) Send me a sample valve, postpaid. I enclose $3.50. ] 
8 

is a 
Individual | 
Store } 
Address —_— , - . 
My wholesaler 1s - — » ; 


107 











Sport Fishing Institute 
Formed By Tackle Makers 


Good fishing for the 1414 million people who now 

hold licenses, is the objective of new organization. 

Will have conservation director and will work with 
conservation agencies. 


Taking recognition of a situ- 
tion in which there is a dimin- 
ishing fish supply to satisfy the 
wants of an ever-increasing num- 
ber of fresh water fishermen, a 
large group of fishing tackle 
manufacturers met in New York, 
at the time of the National Hard- 


ware Show, in October, and or- 
ganized the Sport Fishing In- 
stitute. 


With more than 14% million 
people licensed to fish, last year, 
the manufacturers decided that 
something must be done to pro- 
mote good fishing in order to in- 
sure the future well being of 
their industry. The purpose of 
the organization is set forth in 
the charter which reads in part, 
“it is necessary that a nation- 
wide effort be made to restore 
and maintain this natural re- 
source (sport fishing facilities) 
for the continued enjoyment of 
our people.” 

Directors of the Institute, at 
its first meeting, elected the fol- 
lowing officers: President, A. R. 
Benson, W. W. Mildrum Jewel 
Co., East Berlin, Conn.; vice 
presidents, Henry Shakespeare, 
Shakespeare Co., Kalamazoo, 
Mich.; R. H. Balch, Horrocks- 
Ibbotson Co., Utica, N. Y., and 
Graham Treadway, Horton Mfg. 
Co., Bristol, Conn. John M. 
Holmes, Washington, D. C., was 
appointed _ secretary - treasurer, 
and will manage the Institute’s 
headquarters office in the Bond 
Bldg., Washington, D. C. 

In addition to the elected offi- 
cers the following will serve on 
the board of directors for the 
following years: Iver Hennings, 
South Bend Bait Co., South 
Bend, Ind.; E. C. Wotruba, 
Weber Lifelike Fly Co., Stevens 
Point, Wis.; William Pflueger, 


Enterprise Mfg. Co., Akron, 
Ohio; Lou Caine, James Hed- 
don’s Sons, Dowagiac, Mich.; 


Leo Pachner, P & K, Inc., Mo- 
mence, IIl.; Paul Johnson, Ocean 
City Mfg. Co., Philadelphia, Pa.; 
Robert Mortensen, Louis John- 
son Co., Lake Forest, Ill; D. H. 
Malay, Art Wire & Stamping Co., 
Newark, N. J.; David Comstock, 
U. S. Line Co., Westfield, 
Mass.; Bert Ward, Bronson Reel 
Co., Bronson, Mich.; Frank 


Kimbrough, Ideal Fishing Float | 
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Co., Richmond, Va., and Dick 
Miller, Langley Corp., San 
Diego, Cal. 

The general purposes of the 
Sport Fishing Institute, as stated 
in its charter are: (1) To pro- 
mote and assist in the conserva- 
tion, development and wise util- 
ization of our national recre- 
ational fisheries resources; (2) 
To advance and encourage the 
development and application of 
all branches of fishery research 
and management; (3) To col- 
lect, evaluate and publish all in- 
formation of value to advance 
fishery science and the sport of 
fishing; (4) To assist existing 
educational institutions in the 
training of personnel in fisheries 
science and management; (5) 
To encourage a wider participa- 
tion in sport fishing through the 
distribution of information per- 





taining to its health and recre- 
ational values; and (6) To as- 
sist and encourage cooperative 
effort between all existing con- 
servation organizations. 

The institute will engage a 
conservation director of national 
reputation and wide experience 
to head up its fishery research 
and management activities. Close 
liaison will be maintained with 
existing Governmental bureaus 
and private institutions in the 
fields of conservation and fish- 
ery science. Wide publicity will 
be given to the findings ef the 
Institute’s staff. 

Membership is open to any in- 
dividual, firm, corporation or as- 
sociation making an annual con- 
tribution to its work. Initial sup- 
port will come from the fishing 
tackle industry, but the directors 
expect that other industries hav- 
ing a stake in fishing, as well as 
organizations interested in the 
health and recreational values of 
fishing will become contributing 
members. 

The activities of the new or- 
ganization will be closely parallel 
to those of the Associated Fish- 
ing Tackle Manufacturers which 
was organized on a_ national 
basis in 1933 and now has ap- 
proximately 100 member com- 
panies, all manufacturers of fish- 





ing tackle. It held its semi-an- 
nual meeting in conjunction with 
the Hardware Show in New 
York. 
SCHWABACHER MARKS 
80TH ANNIVERSARY 


The foundation of 
bacher Bros., Inc., 80 years ago 
predecessor to the present Schwa- 
bacher Hardware Co., wholesal- 
ers, Seattle, Wash., is being cele- 
brated this year. The firm started 
in business handling groceries, 
clothing, hardware and building 
materials in 1869. That, how- 
ever, was nine years after Louis, 
Abraham and Sigmund Schwa- 
bacher founded the original firm 
in Walla Walla before the Civil 
War. Bailey Gatzert, brother-in- 
law of the three founders, joined 
them in the establishment of the 
firsts Seattle store and served 
many years as its manager. The 
present company, long since ex- 
panded to such lines as general 
hardware, major appliances, 
paint, house furnishings, automo- 
tive supplies, sporting goods and 
iron and steel, was incorporated 
as a separate concern in 1888, 
It started business at First Ave. 
South and Yesler Way and has 
occupied its present building at 
First Ave. South and Jackson 
St. since 1906. 


Schwa- 











DEALERS AND MANUFACTURERS at the banquet of Hardware Wholesalers, Inc., 
Fort Wayne, Ind., held Nov. 2 at the Van Orman Hotel during the company’s annual fall! 
convention and stockholders’ meeting. Officers of the company for 1950 are: Clair Reed, 
Raupfer Hdwe., Columbia City, Ind., president; Harlan Waters, Waters Hdwe., Paw Paw. 
Mich., vice-president; George Wyatt, Wyatt Hdwe., Garrett, Ind., treasurer; M. S. Rudi 
sill, Cavin-Rudisill Co., Sturgis, Mich., secretary; directors, C. A. E. Rinker, Anderson, 
Ind., Harold Rosser, Arcanum, Ohio, Carlton Commons, Richmond, Ind., Frank Cutler, 
Peru, Ind., and Homer Klopfenfield, Portland, Ind. Arnold Gerberding, Fort Wayne, is 
company general manager and executive vice-president. 

A total of 300 attended the two-day convention, Nov. 2 and 3, which was held in the 
company’s own warehouse and approximately 50 manufacturers displayed their mer 


chandise. 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

Griffin. 





a 


Lesery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
= Fargo Avenue, Chicago 26, Illinois 

344 Weedw Avenue, Detroit, Michigan 
rit Broad Street, Boston, Massachusetts 
703 Market Street, San Franciseo 3, --: ptaaae 





— 





, Seattle, Washington 

785 North President Street, ‘e — $ Mississippi 
4638 Mill Creek, Kansas City, Misso 

2611 Garrison Bivd., Baltimore 16, Maryland 

1620 Garfleld Street, Denver 6, Colorado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 
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Exclusive Process Brings You 


WOOD SCREWS 


That Are 


GUARANTEED 
100% PERFECT 








It’s a fact! A unique manufactur- 
ing process developed by Southern 
Screw Company, now produces ab- 
solutely perfect screws. No chips. 
No blanks. No burrs. No refinished heads. 
Every box of Southern screws you sell con- 
tains a full measure of 100% usable fasteh- 
ings. Think what this can mean to you in 
terms of satisfied customers and profitable 
repeat business! 





Southern wood screws are available in 
brass or steel, slotted or Phillips heads. 
Standard screws range from 14” No. 2 to 
4” No. 20 in steel and 4” No. 16 in brass. 
Specials are made to order. All Southern 
fastenings have sharp gimlet points and clear 
cutting edges. They are made of high sul- 
phur steel, to standard Federal specifications. 
And they are guaranteed 100% uniform and 


| perfect! 
| _i, Write today for complete 
(  sourHEnN’ .” information and prices on’ 
‘\serves the nation the profitable Southern 





SOUTHERN 


SCREW COMPANY 
STATESVILLE, N. C. 
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THE NEW 






SAW GIDE 





PATENTS 
PENDING 





The first Volume Seller 
For an untapped Market 


Dealers have always said that a saw guide for portable 
power saws could zot be sold in volume because the price 
was too high. 

But all that is a2 thing of the past now! 


Because ... at a retail price of only $49.95 ... the new 
Capehart SAW GIDE fils the crying need for a top- 
uality, portable, precision ‘‘on the job” saw guide that 
p sans almost everything you can do with the big, un- 
wieldy, high-priced radial arm saws... and some things 
you can’t do with them. 
Cross-cuts ... bevel cross-cuts ...mitres...bevel mitres...rips..,. 
bevel rips... dadoes ... ploughs .. . rabbets . . . bevel rabbets . . . all 
these operations, and more, the new Capehart performs with speed, 
precision and ease. 


The Capehart SAW GIDE is truly the precision tool of 
1001 uses. It sets up in a few minutes right on the job, where- 
ever two trestles (saw horses) are available. It produces 
faster, better workmanship . . . lessens fatigue . . . de- 
velops less highly-skilled labor into precision craftsmen 
almost overnight. 








And the price is so low that SAW 
GIDE more than pays for itself in time 
and labor saved in constructing one 
mew house. Only $49.95 retail. 
Write today for full details. 


New prope, 
opportunity for PO 


PACKARD MANUFACTURING CORP. 


a.\ 
PACKARD MANUFACTURING 
CORPORATION 


NOIANA 





'NDIANAPOLIS 2, INDIANA 
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| and assistant director of distri- 


| will exceed 14,000. 





dollar shortages of other nations, 

Arrangements are already un 
| der way by the State Dept. fo: 
a conference to be held nex 


NATIONAL PACKAGING 
EXHIBIT, APRIL 24-27 
AT NAVY PIER 


The American Management | September st a site to be é 
Association, 330 W. 42nd St., cided carly next yeor. la a 
New York City 18, has an-| : 


tendance will be the 32 nations 
which are already parties to the 
general agreement negotiated at 
Geneva in 1947 and at Annecy 
in 1949, 

In addition, the department js 
sounding out various other na 
tions as to their views, hoping t 
get them to take part in the 
| 1950 conference and accede to 
the general agreement. 


nounced that its 19th National | 
Packaging Exposition, annual | 
market place for packaging, | 
packing and shipping materials, 
machinery, services and design, 
will be held April 24-27 at the 
Navy Pier in Chicago. 

J. M. Cowan, chairman of the 
Exhibitors’ Advisory Committee 


bution of the Dobeckmun Com- 
pany, Cleveland, estimated at- 
tendance of the 1950 Exposition 





BASSICK-SACK NAMES 

EASTERN SALESMEN 
Joseph N. Gross has been ap. 
pointed eastern sales representa 


At the same time Mr. Cowan 
made public results of an analy- | 


sis of the attendance this | *. i ca : 
0 er ae of his | tive for the Bassick-Sack divi 
years Exposition in Atlantic in ft Gx Oth Ge. O 
City. Representatives of over! y, z om 


Martin, general manager of the 
Bassick-Sack plant, Winston 
Salem, N. C., has announced. 
Mr. Gross will handle sales of 
furniture knobs, pulls, handles, 
ornaments and other decorative 
hardware to the hardware 
wholesalers. Formerly a_ buyer 
for RCA at Camden, N. J., he 
has a wide acquaintance among 


5,000 firms in 400 industries ex- | 
plored the products and services | 
offered by 200 exhibitors in this | 
six billion-dollar-a-year packag- | 
ing, packing and shipping indus- 
try. 

More than 40 per cent who at- 
tended, he pointed out, were 
either owners, officers or held 
other top management positions 


iy is cies den aed radio manufacturers. His terri 
: a sama ogee | tory includes all New England 
sented. | states; New York state west to 
Thirty-three per cent of the and including Syracuse; Nev 
attendance were packaging Jersey; New York City; eastem 


specialists or technicians upon 
whom top management depends | of Maryland, and Washington 
heavily in making purchases,| p ¢ 
and an additional 15 per cent | 


were in the category of direct | 
but more general influence isle APPOINT THREE TO Om 


as sales executives and depart) ELECTRICAL DIVISION 


ment heads. James H. Gettys, Pittsburgh, 
Leon P. Hovik, Salt Lake City, 
and Dewitt A. Hutchins, Mame 
roneck, New York, have recently 
been appointed to the sales staff 
of the electrical division of Olin 
Industries, Inc., New Haven, 
Conn., it was announced by J. 
C. Calhoun, assistant sales mat- 
ager. 

Mr. Gettys will cover Wir 
chester accounts and have his 
headquarters in Pittsburgh. His 
previous sales experience was 
with the Westinghouse Electric 
Corp., Lamp Division, and the 
Gillette Safety Razor Co. 

Mr. Hovik, who will have his 
headquarters in Salt Lake City, 
will sell Winchester-Bond elec 
trical products in Utah, Montana, 
and central and eastern Idaho. 

A Winchester dealer contact 


Pennsylvania; Delaware; most 





NORTHERN WHOLESALE 
CONVENTION, SHOW 
MARCH 12-14, PORTLAND | 


The Northern Wholesale 
Hardware Co., 805 N. W. Glisan 
St., Portland, Ore, dealer owned, 
has announced that the date for 
its annual convention and mer- 
chandise show has been set for 
March 12, 13 and 14, 1950. It 
will be at the Northern Bldg., 
address above and will include 
merchandise displays. The stock- 
holders’ meeting will be held 
March 13th. 


U. S. MAY ASK MORE 
TARIFF SLASHES 


(Washington Bureau 


of HARDWARE AGE) man, Mr. Hutchins will have 
Under authority of the re-| his headquarters in Utica, New 
cently extended trade agree-| York. Prior to taking his pre* 


ments act, the White House and 
State Dept. are making arrange- 
ments for a third round of tariff 
slashes in a move to reduce 


ent post, Mr. Hutchins was 0 
the sales staff of the Parker Pea 
Co., and E. I. duPont de Ne 
mours & Co. 
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National Paint Salesmen’s Assn 
Holds 12th Convention in Chicago 


The 12th Anniversary Conven- 
tion of the National Paint Sales- 
men’s Association was held re- 
cently at the Palmer House, in 
Chicago. 

The principal speaker, Wallace 
F. Bennett, president of the Na- 
tional Association of Manufac- 
turers, spoke on “Salesmen and 
the American Way.” He stressed 
the fact that the present high 
standard of living in America is 
aresult of independent and free 
competitive enterprise which has 
leveloped mass production and 
mass distribution. This would 
not have been achieved without 
the successful development of 
{merican methods of merchan- 
dising and salesmanship. Mr. 
Bennett stated that the millions 
of independent businessmen and 
salesmen are the backbone of 
“the American Way of Life.” The 
association heard talks by leaders 
in the paint industry and trade 
including General Joseph F. 
Battley, president of the Na- 
tional Paint, Varnish & Lac- 
quer Association. They heard 
and saw a preview of the 1950 
Co-operative Merchandising Cam- 
paign, heard about the plans of 
the “Clean-Up, Paint-Up and 
Fix-Up” Campaign and _ the 





“Paint Power” Educational pro- 
gram. 

The following officers 
elected to serve for 1950: presi- 
dent, Marc Buchbinder, N. J.; 
vice president, Elmer Dreckman, 
Chicago; secretary-treasurer, (re- 
elected) Harry H. Lowenstein, 
Philadelphia; assistant secretary- 
treasurer, (re-elected) Martin H. 
Marks, Philadelphia. Regional 
vice presidents: W. A. Terwilli- 
ger, New York; Ed. C. Smith, 
Washington; Ed. J. Murphy, St. 
Louis; Jas. E. Day, Chicago; 
Jas. J. Keating, Los Angeles; 
J. Van Vloten, New England; 
Arthur D. Stanford, Pittsburgh. 
They were impressively installed 
by Arthur A. Koeber, past pres- 
ident of the Chicago Club. 


were 


MARSHALL-WELLS 
DATES ANNOUNCED 
FOR STORE CONGRESSES 


I. G. Watson, director of pur- 
chases, Marshall-Wells Co., hard- 
ware wholesalers, Duluth 1. 
Minn., has announced that the 
Duluth congress will be held 
Feb. 13-15; Portland, Spokane 
and Seattle, combined in one 
meeting at Portland, Feb. 20-22: 
and Billings, Feb. 27-28. 
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FREEZING WILL NOT DAMAGE ! 









THE . 
Athem \'ht-) Vv -Wile 
WATER PUMPING 


SYSTEM 






Above— 
Underside view of the LERIO Auto 
matic Water Pumping System with 
bottom plate removed after 24 hours 
in freezer registering 7 degrees below 
zero. 





Below— 

Same pump in perfect operation after 
. thawing. Lerio construction makes 
4 damage from freezing an impossibil- 
ity. Naturally, current must be dis- 
connected to prevent motor damage 


LERIO SIMPLICITY MEANS... 
NO INSTALLATION WORRIES! ... 
NO SERVICE WORRIES!... 
. . and the list price is among the lowest. 
The Lerio Automatic Water Pumping System is a neat, compact, 
completely self-contained unit. No separate storage tank permits 


a lower purchase price. The Lerio is so skillfully and simply 
constructed that no mechanical knowlege is needed for installa- 





r-Bond elec . tion and maintenance 

tah, Montana, ELECTED AT INTERMOUNTAIN CONVENTION: From | ; TODAY! 

ern Idaho. left to right are new officers of the Intermountain Associa- | oot CGS SN -- - ae 
ealer contact tion, president, Ralph Hollingsworth, Ontario, Calif.; first 


P. 0. Box 1050, Mobile 6, Alabama 


r 
° The Lerio Corporation 1 
vice-president, Dwight E. Crozier, Salina, Utah, and Leon L. 


mY Co 





is will have ; 
- Utica, New eeks, Boise, Idaho, who was renamed secretary. Other Please send complete details on the Lerio 
in his pen oficers elected at the association's recent annual convention CORPORATION Cop ey Cy CD tee 

& abi are: second vice-president, Maxwell H. Becker, Caldwell. | water sysTEM DIVISION a 
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Parker P.O. BOX 1050 Firm Nom> 





Idaho, and the following new directors: Howard Hemmert, 














> Parker Pen Afton, Wyo.; Dean W. Jensen, Preston, Idaho; E. J. Schwendi- | MOBILE 6, ALABAMA Adérsss re ee 
Pont de Ne man, Twin Falls, Idaho; Don Lindsay, Nampa, Idaho, and | City Ton . 
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ORGANIZE NAT’L RETAIL 
HDWE. ASSOCIATION 
OF CANADA 


At recent 
Winnipeg, 


meetings held in 
representatives of 
Western and Eastern Retail 
Hardware Associations, an- 
nounced the establishment of a 
national organization for Canada, 
now known as the Canadian Re- 
tail Hardware Association. 
Among eastern delegates were: 
James L. Wedlake, Elliott-Wed- 
lake, Brantford, Ontario, a past- 
president of the Ontario Retail 
Hardware Association and Na- 
tional Committee Chairman and 
Robert U. Lamb, managing sec- 
retary of the Ontario Retail 
Hardware Association. Western 
representatives included Donald 
S. McDiarmid, president of the 
B. C. Retail Hardware Associa- 
tion of Clugston Hardware 
Limited, Vancouver, and Wm. R. 
Pacaud, B. C., Hardware Asso- 
diation director and managing 
secretary. John R. Munro, man- 
aging director of Munro’s Ltd., 
Edmonton, Alberta, attended on 
behalf of that province. Mani- 
toba was represented by A. Mala- 
fie, Jack Glover and N. Halas, of 
Winnipeg and Elmwood. 

' The new association plans to 


supplement existing provincial 
hardware association services 
through its national facilities 


and to supply a common voice 
for hardwaremen in a presenta- 
tion and solution of retail hard- 
ware merchandising problems. 
Foremost in its plans are the 
study, analysis and distribution 
of methods of store operation 
designed to reduce costs and pass 
the benefits to the consumer. 





The governing body is a board 
of directors composed of a repre- 
sentative elected annually by 
hardwaremen in each of the 10 
provinces. Temporary offices are 
at 1835 Yonge St., Toronto, Ont. 


HOTPOINT COMPLETES 
MARKETING UNIT 


Following a series of promo- 
tions and personnel shifts made 
to coordinate marketing pro- 
grams, F. J. Walters, vice-presi- 
dent of Motpoint, Inc., 5600 W. 
Taylor St., Chicago, recently an- 
nounced the company’s completed 
marketing organization. 

The divisions of the depart- 
ment directly related to merchan- 
dising and selling under sales 
manager E. R. Taylor include the 
field organization, merchandising 
division, and key account spe- 
cialists. Other sales units includ- 
ing product divisions, the utility 
division and building division, 
will report to Mr. Walters. The 
managers of the product division: 
R. C. Cameron on electric kit- 
chens; D. J. Irvine, range and 
water heaters; F. M. Slasor, re- 
frigeration, and L. I. Sweetland 
home laundry, have been desig- 
nated staff assistants. 

W. E. Macke is manager of 
the merchandising division with 
section heads being Mrs. S. M. 
Andrews, manager of Hotpoint 
Institute; J. C. Buggle, manager 
of merchandise materials; and C. 
H. Smith, sales training manager. 

The field organization managers 
essentially unchanged are: H. J. 


Scaife, San Francisco district 
manager; D. W. Rennewanz, 
Seattle; F. L. Cashman, New 





England; J. S. Hicock, New 


J. E. Brickenden, Great Lakes; 
A. A. Borgemenke, Cincinnati; 
M. K. Brody, North Central; J. 
N. Thompson, Central; and M. 
M. Mowbray, Southwestern. 

Operating from the Chicago 
headquarters as key account spe- 
cialists will be D. E. Anderson 
and E. J. Sorenson. J. F. Me- 
Daniel has been promoted to as- 
sistant sales manager. 

E. E. McEwan has been named 
Mr. Walters assistant. The new 
electric utility division is headed 
by D. R. Anneaux with a staff 
which includes W. L. Leavis, A. 
W. Peterson, J. A. Bell, A. H. 
Jaeger, and E. R. Sigler. The 
building division is headed by 
L. E. Stratton. 





PACIFIC LAMINATES 
NAMES SALES AGENTS 


Pacific Laminates, Costa Mesa, 
Ca]., has announced the appoint- 
ment of the following new rep- 
resentatives: East, General Prod- 
ucts, Englewood, N. J.; West. 
Lee Harter. San Francisco, for- 
merly buyer for Adolph Blaich 
of that city, and South, Irv 
Mussen, San Diego, Cal. 





COTTER TO HOLD SPRING 
FAIR, JAN. 30-31 


Cotter & Co., dealer owner 
wholesalers, 365 E. Illinois St., 
Chicago 11, IIl., has announced 
that its annual stockholders’ 
meeting and Spring Merchandise 
Fair will be held Jan. 30-31, 
1950, at the above address. 











E. Rabinowe & Co., Inc., hardware wholesalers, 465 Saw Mill River Rd., Yonkers, 
"N. Y., marks its 50th anniversary this year. A get-together dinner and celebration was 
‘held recently at the French Chef, Yonkers, N. Y., with Annie Rabinowe, wife of the 
founder, as guest of honor. The business, which services a 150-mile radius of Yonkers 
with its own trucks, was founded in 1899 by Elias Rabinowe. Its present warehouse, built 
in 1927, is constructed of concrete and all operations are confined to one floor. In 1921, 


, Herman Rabinowe became vice-president and general manager and in 


1929, Manny 


Rabinowe joined as general sales manager. In 1933, Albert Rabinowe became manager 
of warehouse operations. Shown left to right are: Max Zimberg, merchandising manager, 
Herman Rabinowe, vice-president and general manager; Annie Rabinowe, president; 
Albert Rabinowe, manager of operations, and Manny Rabinowe, general sales manager. 
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| 330-BOOTH NEW ENGLAND 
York; H. B. Cromleigh, Atlan- | 


tic; F. B. Williams, Southeastern; | 


HOUSEWARES SHOW 
TO BE FEB. 15-18 


The 17th New England House. 
wares Show will be held Feb, 
15-18 the week of Feb. 12-18 
being designated at “House. 
wares Week in New England.” 
The club will encourage retailers 
throughout New England to pro. 
mote “Housewares Week” in 
their advertising and displays, 
Jack R. Hildreth, New England 
representative of the Cory Corp. 
and general chairman for the 
New England Housewares Show, 
has announced the opening of a 
show committee office at Mechan- 
ics’ Building, Boston, where the 
show is to be. Display space ap- 
plications have already been sent 
to previous exhibitors, who will 
be given booth preference. 

The committee states that al- 
though this 330-booth open show 
is the largest in the history of 
the Housewares Club, there has 
been an early rush for space. 
Some applications were received 
by letter immediately after the 
conclusion of the 1949 show. 
Other applications have come in 
early from prospective exhibitors 
of last year who could not be ac- 
commodated in the 1949 show be- 
cause of limitations of space. 
With one-third more display 
space at Mechanics’ Building, the 
committee has decided not to 
limit the number of booths per 
exhibitor. 


HONEYWELL BELFIELD 
VALVE ADDS TO FIELD 
SALES STAFF 


Belfield Valve division of Min- 


neapolis - Honeywell Regulator 
Co., Minneapolis, Minn., has 
added to its field sales staff 


in a new and expanded sales and 
manufacturing program. This 
program, according to W. H. 
Steinkamp, field sales manager, 
will cover the entire country and 
its efforts will be directed to all 
types of manufacturing and proc- 
essing industries. 

Those assigned to full time on 
regional valve sales are: Russell 
A. Schlegel for the eastern re- 
gion, with headquarters in New 
York; George Brown for the 
central region, with headquarters 
in Cleveland; Robert Scott in 
the midwest and northwest re- 
gions, with headquarters in Chi- 
cago, and William Clements in 


the Pacific, north coast and 
mountain regions, with head- 
quarters in Los Angeles. All of 


these new appointees were for- 
merly members of the field sales 
staff of the Brown Instruments 
division of the Honeywell organi- 
zation, 
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OBITUARIES 








HARVEY CORY 


Harvey Cory, 67, founder of 
the Cory Corp., 221 N. LaSalle 
St., Chicago 1, Ill., died at Pres- 
cott, Ariz., Oct. 16. He had been 





HARVEY CORY 


a resident of Prescott, Ariz., since 
his retirement about 10 years 
ago. At the age of 22, he became 
associated with the Pittsburgh 
Coal Co. in Pennsylvania. After 
gaining experience with that com- 
pany he formed his own operat- 
ing group. As head of this com- 
pany, he developed and patented 
several important devices used in 
the coal fields. 


Mr. Cory later became active 
in the design and manufacture of 
automobile accessories. He then 
pioneered Chicago’s first radio 
station. Mr. Cory also operated 
his own brokerage office at one 
time. 

He was the originator of the 
Cory all-glass coffee brewer, still 
manufactured in Chicago and 
still marketed under the Cory 
name. His last major industrial 
activity was the pioneering and 
promoting of that product. 


He moved to Prescott with the 
Cory family and his grandchild, 
Patricia, who was at that time a 
sufferer of asthma, as was Mr. 
Cory. After seeing the effects of 
Prescott’s climate upon his grand- 
daughter, Mr. Cory devoted much 
time to informing the rest of the 
world about the relief that cli- 
mate provided to sufferers of 
asthma. He was active in all 
civic matters in the city and 
among other projects in that 
community, is said to have been 
responsible in bringing Grand 
Canyon College to that city. 





EARL REINHART 


Earl F. Reinhart, Michigan 
City, Ind., 51, president, Republic 
International Co., New York, 
died Oct. 20 in New York. Mr. 
Reinhart also served as_ vice- 
chairman and a director of Avild- 
sen Tools & Machines, Inc., Chi- 
cago, and previously had been 
president of Republic Drill & 
Tool Co. from 1940 to 1949, He 
served on the WPB in 1942. 

From 1918 to 1920, he served 
as purchasing agent for the Has- 
kell & Barker Car Co., and for 
the next eight years was with 
the Pullman-Standard Car Mfg. 
Co. Mr. Reinhart was assistant 
to the president in 1930-31 and 
vice-president from 1931 to 1933 
of the Latrobe Tool Co., Latrobe, 
Pa. He was vice-president of the 
United Drill & Tool Corp., De- 
troit, from 1933 to 1940. 





F. LEON SPAHR 


F. Leon Spahr, 63, secretary- 
treasurer and general manager 
of the R. A. Kelly Co., Xenia, 
Ohio, died recently at McClellan 
Hospital. He had been in ill 
health for some time, but only 
recently gave up active participa- 
tion in the company. 

In 1918, following a short pe- 
riod as a deputy in the Greene 
County Recorder’s office, Mr. 
Spahr joined R. A. Kelly Co. He 
advanced to the position of secre- 
tary-treasurer and continued .in 
that capacity after the Xenia 
firm became an associate of the 
Columbian Rope Co., Auburn, 
N. Y., in 1931. 

He was at one time a member 
of Xenia’s Five Member City 
Commission and served two four- 
year terms. He was a member of 


the Xenia National Bank’s board | 
of directors and also a member 


of the First Reformed Church. 
His survivors include his widow 
and a stepdaughter. 





A. L. SHERK 


A. L. Sherk, 87, senior member 
of A. L. Sherk & Son, Chambers- 


ent site of the Sherk store, re- 
maining there for 21 years. With 
the late A. L. Solenberger he pur- 
chased the store in 1897 as Solen- 
berger & Sherk. In 1890, Mr. 
Sherk purchased the interest of 
Mr. Solenberger and became sole 
owner. In 1916, his son, Harry, 
joined him in the business. Last 
year he resigned as a director of 
the Valley National Bank, a posi- 
tion he had held continuously 
over a 35-year span. Mr. Sherk 
was made a member of the 
Harpware Ace Fifty Year Club 
in 1936. 


WILLIAM P. HORN 


Wm. P. Horn, pioneer manu- 
facturers’ representative, passed 
away November 4. He suffered 
a heart attack in his rooms at 
the Pacific Union Club in San 
Francisco. 

In 1896, Wm. P. Horn started 
the firm of the Wm. P. Horn 
Western Merchandise Mart, San 
Francisco, Cal., which has been 
in continuous operation for the 
Jast 53 years. 

Mr. Horn was active in this 
business until 1935 when he 
turned over the management to 
Walter A. Stone. In 1947, Mr. 
Horn retired due to ill health. 
The firm will be continued un- 
der the name of Wm. P. Horn 
Co., by Walter A. Stone who 
has been associated with the 
company for the last 30 years. 
There will be no change in the 


management or policy of the 
company. 
ADDISON BORNE 
Addison Borne, 81, former 


treasurer of The Yale & Towne 
Mfg. Co., Stamford, Conn., died 
recently after a brief illness. He 
was a former president of the 
National Association of Cost Ac- 
countants. 





HUGHES RUE 


Hughes Rue, 42, who has been 
| associated with the selling phase 
of the hardware, business for 27 
years, died at Baylor Hospital, 
| Nov. 13, in Dallas, Tex. Mr. 
Rue was associated with the 
Huey & Philip Hardware Co., 


wholesalers, Dallas. 





burg, Pa., died recently at the | 


home of his son, Harry H. Sherk, 
as the result of a fall suffered 
about five weeks ago. He 


the operation of the business up 
until the time of his fall. He 
started his career in a sheet meta] 
shop operated by R. A. Tolbert 
& Son. 


ferred as an employee of the Tol- 


had | 


maintained an active interest in | 


In 1879 he was trans: | 


ORION S. PERRY 


Orion S. Perry, 61, a partner 
in City Hardware Co., Greens- 
| boro, Ala., and former president 
of the Alabama Retail Hardware 
Association, died recently at his 
home in Greensboro, having been 
ill for six months, Surviving are 
his widow, Martha Dew Perry, a 


bert hardware store at the pres: | daughter and one grandchild. 
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THOMAS F. PARKER 


Thomas F. Parker, 81, whe 
retired about a year ago from the 
hardware business bearing his 
name, died at his home 27 Wal- 
nut St., Maynard, Mass. He 
came there from Birmingham, 
England, at the age of 22 to 
found his business. He also was 
engaged in the automobile busi- 
ness. Mr. Parker was an expert 
watchmaker and for a time was 
employed at the Waltham Watch 
works where he enjoyed the 
reputation of being able to re- 
pair the most intricate watches. 
He was a founder of the Assabet 
Institution for Savings and acted 
as its president for 17 years. Mr. 
Parker was also a member of the 
Maynard Finance Board for nine 
years and of the Charles A. 
Welch Lodge of Masons. His 
survivors include his widow, two 
sons and a daughter. 


ARTHUR G. NELSON 


Arthur G. Nelson, treasurer of 
the Tuck Mfg. Co., .died on 
Nov. 4, at his home in West 
Bridgewater, Mass., having been 
ill for two years. 

He joined Tuck in 1902. The 
company was incorporated in 
1917, and Mr. Nelson was made 
clerk and a director at that time. 
In the year 1925, he was made 
treasurer, a position he held until 
his death. Mr. Nelson spent 
very close to a half century of 
his life in performing his var- 
ied duties with Tuck. 





DANIEL E. HOGSED 
Daniel E. Hogsed, 88, retired 


hardware merchant of Toccoa, 
Ga,. died recently in Miami, 
Fla. He operated the Hogsed 


Hardware Co. in Toccoa from 
| 1885 until 1924, when he retired. 
He served as mayor of Toccoa 
and was the first chairman of 
the board of stewards of the 


First Methodist Church. 


ELISHA E. ASHCRAFT 

Elisha E. Ashcraft, 69, sales 
representative for the Belknap 
Hardware & Mfg. Co., whole- 
salers, Louisville, Ky., died re- 
cently at St. Anthony’s Hospital. 
He was a member of Louisville 
Lodge of Masons and Royal 
Arch Masons. 


ROBERT W. MANN 


Robert W. Mann, 65, sales 
manager of the Zork Hardware 
Co., El Paso, Tex., died at an 
Ei Paso hospital, Nov. 7. 

He had been a resident of the 
city for 30 years and is survived 
by his widow, two daughters, 





one son, and one grandson. 
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Aluminum cable—An_ imme- 
diate reduction in the price of alumi- 
num cable, steel reinforced, has been 
announced by David P. Reynolds, vice 
president and manager, General Sales 
Division, Reynolds Metals Co., Louis- 
ville, Ky. Prices have been reduced up 
to 4.31 cents per pound. The price re- 
duction, said Mr. Reynolds, is made 
possible at this time by the company 
being able to place new cable mill 
facilities into production far in ad- 
vance of original anticipated time. 


Chamois — Schroeder & Tre- 
mayne, Inc., St. Louis, Mo., announced 
a 10 per cent reduction in the price of 
John Bull and Anglo chamois, the re- 
ductions having been effective Oct. 15. 


* * . 


Coffee makers — Cory Corp., 
Chicago, has just announced special 
promotional price reductions on two 
gift items in its line. Reduced from 
$13.95 to $9.95 is the Cory model DCTS 
Coffee Service Set, including brewer, 
aluminum tray set and glass sugar and 
creamer to match the brewer. The 
Cory model DQE Buffet Queen, com- 
prising brewer, extra serving decanter 
and two burner stove has been reduced 
from $27.75, Federal tax included, to 
$19.95, including tax. These items are 
being Fair Traded, in states having 
laws permitting such contracts, and 
distributors will receive refunds to ad- 
just for this price reduction on all such 
items shipped since Aug. 1, 1949, and 
still in distributor inventory. 


a * + 


Camera prices — Substantial 
price reductions on cameras and cam- 
era outfits were announced Nov. 16 by 
the Ansco Division, General Aniline & 
Film Corp. Aimed at increasing the 
volume of photographic business dur- 
ing the coming holiday season, the new 
prices are lower than ever before for 
Ansco’s post-war camera models, and 
include reductions of more than 40 per 
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cent on its most expensive camera, the 
Ansco Automatic Reflex. The F3.5 
Automatic Reflex, with synchronized 
shutter, lists for $165 (without shutter, 
$145), federal excise tax included. 
Other price reductions cover Ansco’s 
F4.5 Titan folding camera, now $69.50; 
another folding camera, the F6.3 
Speedex, now $39.50; the Rediflex, now 
$12.95; and the Shur Shot 20 box cam- 
era, now $3.95. These prices include 
the federal excise tax. Ansco’s Redi- 
flex camera outfit, which includes re- 
flex-type camera flash equipment, film 
and portrait attachment, now lists for 
$22.85, federal tax included. 
. * - 

Batteries—A Nov. 1 price re- 
duction of 20 per cent has been an- 
nounced by Radio Corp. of America 
on its “sealed-in-steel” flashlight-type 
radio “A” battery. The price was cut 
to 10 cents from 12% cents. This is 
a premium radio “A” battery designed 
especially for radio use and is cov- 
ered by a steel jacket. 

io * * 

Zinc moves upward — On 
Nov. 9, the price of zinc was advanced 
% cent per pound, to 10 cents, East 
St. Louis, by a large producer. At 10 
cents, the zinc price now has returned 
to the quotations prevailing before the 
steel mills were shut down by a strike 
of the CIO Steelworkers. On Oct. 3, 
following the closing of the steel mills, 
the zinc price was slashed % of a cent 
per pound to 9% cents. It moved up a 
quarter cent to 9% cents two weeks 
later, then added another %4 cent to its 


price, at 934 cents, prior to the Nov. 9 
change. With the settlement of the 
steel strike by the big producers, 
most of the steel makers have returned 
to the market for zinc in increasing 
volume, using the metal as a protective 
coating on steel sheets and other prod- 
ucts. Recent demand for copper has 
been in satisfactory volume, but not as 
large as before the %-cent price ad- 
vance to 1814 cents per pound earlier 
this month. Industry members say a 
large part of the heavy buying during 
the past few weeks was in anticipation 
of a price upturn. 
. . . 


Carpets and rugs—On Nov. 
7, woven carpet and rug prices were 
advanced an average of 6 per cent to 
7 per cent by Alexander Smith & Sons 
Carpet Co. because of “sharply in 
creased wool costs.” Despite currency 
devaluations by wool producing coun- 
tries abroad, the company said, wool 
prices have risen “to a point where it 
is impossible to continue in effect the 
full amount of price reductions made 
earlier this year.” 

7 * > 


Noiseless typewriter reduced 
—Improved manufacturing conditions 
have permitted the first postwar cut in 
the price of its noiseless typewriter, 
says Remington Rand, Inc. Effective 
Nov. 1, the retail price for the Reming- 
ton noiseless model is reduced to $197.50 
from $224.75, a cut of approximately 
12 per cent. The new price brings the 
typewriter’s price back to the 1946 
level. More economical production 
methods and constant demand for the 
noiseless model have resulted in sub- 
stantial cuts in manufacturing costs 





ADVANCES 
Copper. Some copper and brass products. Some carpets. Some rugs. 


DECLINES 


Aluminum cable. Some typewriters. Some dry batteries. Some cameras. 
Chamois. Some coffee maker sets. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold throuch the finest distributors 
in the world. 





Assure satisfaction and dependability 
by selling RB&W Machine Screws, Stove Bolts 
and Tapping Screws. . . the product of 


more than a century of continuous research 


and progressive development in fastener 
manufacturing . . . backed by the skill of 
four generations of RB&W men and women. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Piants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, Wii, Los Angeles, Calif. 
. . Additional sates offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 
Portiand, Seattle. — 














THE PRODUCT—Test-O- 
Lite Is the only pocket-size 
electrical tester with a pat- 
= ented safety feature .. . 
the favorite of engineers. 
TWO resistors in Test-O-Lite 
make it SAFE for electrical 
tests from 100 to 550 volts 
. . . AC or DC. It's built of tough, sturdy 
bakelite, guaranteed to last a lifetime, 
and is the only tester designed for use 
with one hand when ladder work or con- 
fined quarters make trouble-shooting diffi- 
cult. And the handy vest-pocket clip holds 
the Test-O-Lite where you want it when 
you need it. 


THE PACKAGE—The 
Test-O-Lite Carton, designed 
for wall or counter display 
holds 20 Test-O-Lites color- 
fully boxed and coated with 
plastic lamination. It catches 
the customer's eye, and lells 
the whole Test-O-Lite story 
ata single glance. Actually 
turns browsers into buyers. 
Helps tie Test-O-Lites to other 
sales as well. 


NATIONAL ADVERTISING —Through 
the years advertising in such 
widely circulated magazines 
as POPULAR SCIENCE, 
POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, 
RADIO NEWS, and leading 
trade publications has made 
Test-O-Lite a byword for find- 
ing and solving electrical 
troubles. Helps create sales 
even before customers step 
into your store. 


THE RIGHT PRICE keeps 
Test-O-Lite moving like 60! 
Increased volume and ex- 
panded production facilities 
have cut the price of the 
Test-O-Lite down 1/3 below 


Its pre-war cost. 








Order a supply of Test-O-Lites from your 
jobber now. Take advantage of these 
extra helps which mean a bigger Test- 
O-Lite turnover for you. 


L. §. BRACH MFG. CORP. 


200 Central Ave., Newark 4, WN. J. 
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which Remington Rand is passing on to 
its customers, the company said. 


- * ” 


Copper and brass products— 
Following the % cent mark-up on cop- 
per, leading brass mills also advanced 
their prices for copper products % of 
a cent, and copper alloy goods in pro- 
portion, based on the 18% cent re- 
fined copper quotation. The brass mill 
prices are effective from day to day, but 
it was emphasized that shipments made 
now and later will be priced at the 
quotation prevailing on the date of 
shipment. Leading manufacturers of 
copper wire and cable products also 
have lifted their prices % of a cent per 
pound. Their new prices, for less-than- 
carload lots, are: Bare copper wire, 
23.925 cents per pound; weatherproof 
wire, 26.10 cents, and magnet wire, 
29.25 cents. The price advances car- 
ried into brass and bronze ingots. 
Makers of these ingots, which are com- 
posed of scrap brass and bronze, have 
advanced their prices one cent per 
pound. The upturn reflects scarcity of 
the scrap and resulting higher prices 
for it. Labor difficulties are a possibil- 
ity in the copper mining industry. 
Most workers’ contracts with produc- 
ing and smelting firms expired June 30. 
Although unions at some copper mines 
and custom smelter plants have given 
authority to strike if and when neces- 
sary, nothing has happened up to this 
writing. 





Further tire increase likely 


—Probability of further advances 


tire prices is evident, as manufacturer: 
and dealers cite the need for additional! 
revenue to meet higher costs. J. P. 
Seiberling, president of Seiberling Rub- 


ber Co., termed the advance of 3! 
per cent recently put out by son 
manufacturers as “totally inadequat: 
to compensate for the cost of doing 


business today.” 
- * . 


Steel scrap recovering — In 


the mid-November week, steel scra 
prices advanced in Chicago, Philade! 
phia and New York. A large steel pr« 
ducer in Chicago bought steel scrap for 


post-strike delivery at prices $2 a ton 


higher than it paid for its last purchas: 


shortly before the strike began. The 


transactions included No. 1 heavy melt- 
ing scrap, the chief steel-making grade. 
at $30 a ton. At Philadelphia, No. 1 
scrap was quoted also at $2 over a 
week ago. New York City dealers re 
ported business at $1.50 a ton over th 
preceding week’s prices. 

* * @ 

Steel production — The stee! 
shortage is back, said The Iron Age, 
in its Nov. 24 issue. Buyers are again 
camping in the offices of steel company 
sales managers. Inventories are unbal- 
anced and short in many items. Facing 
the facts, some steel users are revising 
their first quarter production schedules 
downward to match the amount of steel 
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This hunting window was shown recently by the Reineman Hardware Co., 
Burlington, Wis. The window shows merchandise as well as the front page of 
the Wisconsin Sportsman, a magazine, a "No Hunting or Trespassing™ sign 
and a picture of a hunting scene. Sportsmen looking at the window couldn't 

help getting that “hunting urge." 
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they can reasonably expect to get dur- 
ing the first three months of 1950. 
Though the steel industry expects to 
operate at 78.5 per cent of capacity 
during the week, said The Iron Age, 
the effects of the strike are still being 
felt in production and quality. Even 
though all integrated steel mills are 
back in production this week for the 
first time since the strike ended, most 
steel products are hard to get and will 
probably remain so for the next three 
or four months. Hot rolled sheets are 
hard to get but cold rolled sheet sup- 
plies are worse. Stainless steel and alu- 
minum demand are strong. The gal- 
vanized sheet supply picture, is the 
gloomiest of the whole steel products 


list. * * - 


Toys—and toys — America’s 
$325,000,000-a-year toy industry is rid- 
ing the crest of an unprecedented sales 
boom today, due partly to its own in- 
genuity and partly to the hard-luck of 
its foreign competitors. The combina- 
tion has sent sales to more than three 
times their pre-war level. Then, too, a 
record-high birthrate has raised the po- 
tential market of “toy-agers” (children 
under 15) to 40,800,000, as compared 
with 33,800,000 in 1940. It has taken 
the big pre-war toy producing nations 
—Germany, Japan, France, Italy and 
Czechoslovakia—until 1948 to bring 
their collective toy exports to the 
United States back to prewar levels. 
Now, of course, our toy imports are 
rising, but American manufacturers 
are not worrying too much. Four years 
after the war, many manufacturers still 
enjoy a seller’s market, evidence of 
which is the fact that so-called “wanted 
toys” will again be scarce this Christ- 
mas. There are, however, few “staples” 
in the toy business. For the most part, 
toy preferences are as unpredictable as 
the whims of the youngsters for whom 
they are purchased. One mail order 
house toy buyer says, for example, that 
70 per cent of his job is selecting what 
he hopes to be a “hit” toy, rather than 
determining whether prices and values 
are right. As he puts it, “Toy lines are 
as high style a commodity as women’s 
apparel.” The big trend in American 
toys is toward realism. 

* ¢ @ 

The boom in plastic toys—In 
the whole history of the toy industry, 
few innovations have had more _in- 
fluence on sales and manufacturing 
processes than the advent of plastics. 
At this year’s big toy fairs, almost half 
the items on display were either partly 
or entirely made of plastic. 

os ~ . 
Kelvinator refrigerators gain 
Refrigerator sales of the Kelvinator 
Division of Nash-Kelvinator Corp. 
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MORE PROFITS! MORE PROFITS! 


with the original 


ACADEMY 
Automatic PLUG 


(Patent Pending) 


Millions Sold— 
Millions to be Sold! 





Tis nationally publicized Academy Automatic Plug sells on sight—and 
sells fast. Yields a BIG MARGIN of profit. Just insert wire and squeeze 
prongs... THAT'S ALL! No separation of wire. 

No Tools, Screws, or Stripping necessary. 


EXCLUSIVE SELLING FEATURES: 


Assembles in seconds...Conventional appearance... 
...No shocks or shorts possible... Insulation never re- 
moved... Built-in wire locking device... Crushproof 
construction... Moulded of brown or white Urea plastic. 


SELF-SELLING: Each ACADEMY Automatic Plug 
is mounted on an instruction card, and packed 36 to an 
improved, attractive, colorful display box. 
LISTED BY UNDERWRITERS’ LABS 
UNCONDITIONALLY GUARANTEED 


Write for complete details on this 
fast-selling highly profitable plug! 


= RP. 
ACADEMY "eis trtvoy, Now You 34 Ne 

















Wh N > Have your PERSONAL ACCIDENT 
y ot: and HEALTH INSURANCE with .. . 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @ Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 


Hospital Confinement Not Necessary to Receive Benefits 


ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 

DEATH DISABILITY SICKNESS SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 


MORE THAN 50 YEARS OF FRATERNAL SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 

















SEND THE John S. Whittemore, Sec.-Treas. 
COUPON Eastern Commercial Travelers 
T re) D A Y 80 Federal St., Boston 


Without obligation, please send complete information and 
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PLUMBERS’ TOOLS 


STAR DRILLS 





PUNCHES 


CARPENTERS’ PINCERS 
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BRICKLAYERS’ TOOLS, 
Daico FORGED TOOLS 





FLOOR CHISELS SCREW DRIVERS 


ARCH PUNCHES 


COLD CHISELS 


ROCKFORD, ILLINOIS, U.S. A. 


CUTTING NIPPERS 










DAMASCUS STEEL PRODUCTS CORPORATION 












reached a new high in the fiscal year 
ended Sept. 30, according to C. T. 
Lawson, vice-president. Eight per cent 
more refrigerators were sold than in 
the 1948 fiscal period, the company’s 
best previous year. This was due, in 
part, to a period during July and 
\{ugust when industry sales were far 
ahead of sales for any previous sum- 
mer season. Contributing to this con- 
tra-seasonal record were: deferment of 
buying by consumers until they became 
convinced that prices were stabilized, 
the termination of installment credit 
curbs and the availability of low down 
payments for installment sales; and 
normal hot-weather breakdown of 
older refrigerators. Mr. Lawson an- 
nounced that Kelvinator’s 1950 refrig- 
erator models will go into production 
soon, with the public announcement 
planned for late this year. 


* * 


Tin weakens abroad, and 
here—At mid-November, free trading 
in tin, for immediate delivery and for 
shipment three months hence, was 
restored on the London Metal Exchange 
after a lapse of eight years. Prices de- 
clined quickly, as much as 10% cents 
a pound below the levels at which the 
British Ministry of Supply had been 
selling tin to British and American 
buyers, and the down-trend has not yet 
been halted. By Nov. 18, tin had 
slumped to 72.32 cents a pound in 
Singapore, equivalent to about 76 cents 
a pound for tin delivered in New York. 
In view of the demoralized market in 


the Far East, the Reconstruction Fi- 
nance Corp. withdrew its price of 95 
cents a pound for grade “A” tin at 
New York. The 95-cent level for R.F.C. 
tin has been a nominal quotation for 
some weeks, since the metal has been 
available at steadily declining prices 
Up to September 28, while the R.F.( 
was the sole importer and seller of tin 
to U. S. consumers, its price had been 
$1.03 a pound. 


* ” * 


The latest on corn and cot- 
ton — Corn production this year will 
amount to 3,358 million bushels, as 
forecast by the Crop Reporting Board 
on the basis of Nov. 1 conditions. The 
total was 119 million bushels below its 
prediction a month earlier, and re- 
vised estimate may lessen the possi- 
bility that the government will invoke 
rigid controls next year. A 1949 cotton 
crop of 15,524,000 bales was forecast 
by the Agricultural Department. This 
would be the largest output since 1937 
and the seventh greatest on record. 
This prediction, based on Nov. 1 con- 
ditions, was 78,000 bales above the Oct. 
1 estimate, and, in this case, the rise 
strengthens indications that the govern- 
ment will seek production controls next 
year, to hold down the surplus. 


* * * 


Personal incomes still large 
—Personal income in the U. S. during 
September was at an annual rate of 
$210,800 million, slightly below the rate 
for August. For the first nine months 





Features V-Belts at Front of Store 








Haller's Hardware, De Kalb, Ill., carries its stock of V-belts up front in 
the store near a window. At this spot men can easily see the belts from 
the street or inside the store and they can pick out the size they want. 
The rack holding the belts, with slots made to fit the belts, was constructed 

by Kenneth Haller. 
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of this year, however, the annual rate 
was $212,300 million, against $210,300 TWO 
million for the like period of 1948. The STEPS TO 
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prices of farm commodities. Manu- 
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larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 


Distributors’ inventories 
higher—-Business inventories rose $150 
million in September, the first gain 
since Nov., 1948. The Commerce De- 


partment said stocks of goods in the 
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in the week ended Nov. 12 was 9 per 
cent under the like 1948 week, the 
Federal Reserve Board reported. All 
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cago—are reporting moderate gains 


over a year ago, at this time. R. H. 


‘ Macy & Co., a leader, says that its 

VITAL Patented “Skeleton” type volume during the past four weeks was Most Popular Wood Joiner— 
Gun and Spouted Cartridge 5 per cent above its 1948 comparison. 

Recently reported, October sales of 

Sears, Roebuck & Co. were off 8.6 per 











cent from a year ago, with a decline for 


Vital -Catlh . . « Vital-Calk spouted 1949, to date, of 6.6 per cent. Spiegel, 
cartridges are inexpensive and practical. Inc., was down 2.1 per cent for Octo- 
Ready to use—just snap into gun and ber, and 4.4 per cent for the year to 


caulk, No messy cleaning. Filled with 


date. Western Auto Supply Stores 
top grade compound. ; 


gained 9.1 per cent in October, but lost 
2.2 per cent on sales for the ten months 
of 1949, compared to 1948. 


* * x 
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Vital-Calher The “skeleton” gun year—The Census Bureau reports that 
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and spouted cartridge, originated by wholesale dollar sales m Sept mber 
VITAL, is the hottest caulking combination made a seasonal increase of five per N RANG or Conaceatt® ¢ 
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cent below September of last year. 
Cumulative sales for the first nine Independent Metal Strap Co., Inc. 
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rg ee TITINM TTS LACM eEe | months of 1949 were eight per cent ESTABLISHED 1907 

want. 7500 Quincy Avenue, Cleveland 4, Ohio below the corresponding 1948 period. 232 Third St., Brooklyn 15, N.Y. 
ructed Inventories, which have declined stead- 
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EW! DEALER 
"GARDEN GUIDE 


Everything your salespeople 
need to know about plant 
foods, garden pest control 
and weed killers . . . with 
hints on how to step-up 
garden supply sales and 
profits! 


Now—in a durable and attractively illus- 
trated guide—Vigoro presents a new and 
revised edition of its Dealer Garden Guide. 
Here are facts which will enable your 
salespeople to answer customers’ gardening 
questions. Tells what plant food is... 
how it works ... how to use it on flowers, 
shrubs, trees, gardens and lawns. Presents 
the latest scientific information on lawn 
weed killers and garden pest control. 
Also gives tips on how to sell more plant 
food, how to display and merchandise it... 
and how to make one product sell another. 
Now, before the garden season really 
starts, resolve to make your garden de- 
partment produce extra sales and profits. 
Send for the Vigoro Dealer Garden Guide 
today. It’s interesting and educational— 
useful. 


Write to 


SWIFT & COMPANY 


Dept. V-2 
U. S. Yards Chicago 9, Ill. 


*VIGORO Is the trade-mark for Swift & Company's 
complete, balanced plant food. 


‘120 











ily since February, dipped another one 
per cent in September and were eight 
per cent below the level of a year ago. 


* « on 


Department stores “perk 
up”—A bit better performance was 
turned in by the nation’s department 
stores in the final October week. Dollar 
volume of sales was lagging only 7 
per cent below last year’s level, about 
half the gap of a week before. The 
absolute gain was small, however; the 
figures looked good because the com- 
parison was with a poor 1948 week. 
Now, the big question is: How soon 
can retail selling begin its hoped-for 
steep pre-Christmas climb? 

“« * - 

Chain and mail-order sales— 
Dollar sales of 20 chain store and mail 
order companies last month ranged 
from “down” 30.9 per cent to “up” 
11.4 per cent, from the like period last 
year. A small food chain showed the 
only increase from a year ago. De- 
clines of variety store chains ranged 
from 2.6 per cent to 14.2 per cent, the 
latter reported by Butler Brothers. 
Sales of F. W. Woolworth were 5 per 
cent below a year earlier, and S. S. 
Kresge’s were off 4.8 per cent. Mont- 
gomery Ward & Co. reported its Octo- 
ber sales fell to $112,398,224, a drop 
from a year earlier of 14.4 per cent. 


Sales in the nine months through Oct. 

31 declined 12.9 per cent from the 

corresponding 1948 period. 
+ ae * 

Furniture doing better — A 
recent national survey by the Mall 
Street Journal reveals that, on the aver- 
age, furniture-sales are showing better- 
ment. It reports “retailers find their 
cash registers jingling. Production in 
furniture factories has perked up con- 
siderably and order backlogs, a fine 
memory in the spring and summer, are 
once again a reality.” In New York, 
stores handling nothing but furniture 
are bettering their 1948 business by 
some 10 per cent, according to local 
branch of the National Retail Furniture 
Association. The N.R.F.A. headquarters 
in Chicago reports: “Dollar-wise, sales 
were off only about 2 per cent. Unit- 
wise, dealers sold more pieces this past 
October than in October, 1948. And 
that was despite adverse conditions due 
to strikes.” A major reason for the 
order flood, says furniture men, is re- 
tailers’ inventory policies. With few 
exceptions, stocks have been pared 
and are still being kept almost on a 
hand-to-mouth basis. This means a 
rush for new goods whenever consumer 
buying picks up. Pieces featuring foam 
rubber are moving briskly, according to 
many dealers. Greater output of foam 





Wallpaper Display Is Near Appliances 


= HAGEN, owner of Hagen 
Hardware, Sycamore, Ill., fea- 
tures a large wall display of wall- 
paper in his appliance department. 
It is kept there for several reasons. 
In the first place, he says this dis- 
play brings in more traffic to the 
appliance area, and, secondly, the 





wallpaper division benefits from 
the normal traffic which comes in 
to see appliances. 

Mr. Hagen has more than 100 
patterns on display, all of which 
have indirect wall lighting. Addi- 
tional displays of wallpaper pat- 
terns are also shown on the ledge. 


The appliance prospect is reminded of wallpaper and vice versa. 
It's a double-barrelled type of display and it rarely misses. 
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GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 


Great Neck 
tools are being 
sold to millions 

each year. Ask 
your jobber for the 

Great Neck catalog— 

key to soles at profit- 
_able prices. 








GREAT NECK SAW MERS., Inc. 


Mineola, New York 





CASEMENT WINDOW 
ADJUSTER 
Series 21 00 1 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


" Chel 
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Since 1898 


SPRING HINGE CO. 
SHELBY, OHIO 











rubber has enabled manufacturers to 
lower prices. Retail furniture prices, 
down 5 per cent to 15 per cent at the 
big Chicago market last July, have 
been creeping up, though in some 
cities newspaper ads still feature plenty 
of cut-price furniture “sales.” The 
N.R.F.A. comments: “August was the 
last price-declining month for home 
goods furnishings. In September retail 
prices rose 0.4 per cent—so apparently, 
we've hit bottom for some time.” 


7. * » 





Huge spending for sports — | 


“Commerce,” in Chicago, in an imter- 
esting article, suggests that perhaps the 


“biggest business of the era” may be | 


found in the field of spending for 
sports. Last year, it says, the New York 
Trust Co. turned an accountant’s eye 
on the high finance of recreation, re- 
porting later that the annual bills for 
admissions and equipment alone ap- 
proaches $5,000,000,000. Another $10,- 
000,000,000—five times what it cost to 
make the atomic bomb—was tied up in 
equipment for the major sports. Both 
figures are probably conservative. Ac- 
tually, sports 
some of the nation’s “major” industries 


and dollars spent in sports equipment | 
spread and spread. For every 8 cents | 


the hunter spends for ammunition, he 
spends 11 for a place to sleep, seven- 
teen more just for transportation. In 
an average year, female sports fans 
deliver up an estimated quarter-billion 
dollars for the raiment required for 
swimming, tennis-playing and “sideline 


parading.” 
e * _ 


Spectators vs. Participants 
—Cold statistics disprove one myth 
about American sports. The average 
man, some say, takes sports second 
hand, as a spectator—but actually, the 
big time sports operator is neither the 
Manhattan boxing promoter nor the 
football ticket-taker. Instead, he is the 
unsung hero who buys a new bait rod 
or a box of shotgun shells, who spends 
an evening bowling with his office team, 
or who buys a text book to correct his 
slice. Back in 1941, the last year for 
which comparative figures are available, 
for every dollar spent to witness a base- 
ball game, a horserace, or any other 
sports event, three dollars were spent 
on the golf course, bowling alleys, and 
skating rinks. All told, participating 
sportsmen spend about $8 for every 
dollar spent by spectators. Fishermen 
are really king-sized spenders. Last 
year, a record 14,500,000 bought fresh- 
water fishing licenses at an average cost 
of about two dollars; another 8,000,000 
salt water anglers needed no license. 
Tackle makers figure they turn out an 


TIE IN WITH Gozé 
Perfection WINNERS! 


Both are 


PROFITABLE 
REPEATERS 








1. Perfection DUBL-CHEM-FACED 


(Trade Mark) 


MILK FILTER DISCS 
Ss 3 8 





and recreation dwarf | 


2. Perfection SANIT-AIDS 


(Trade Mark) 
Ideal sanitary cleaners for washing milk pails, 


strainers, separators, milking machines, etc. 
also washing cows’ udders. (Pat. No. 2112963) 





NATIONALLY 
ADVERTISED 


More than 16 mil- 
lion ads this year 
to dairymen... 
your customers! 


Stock up and 
Display them NOW! 


so - 


ASK YOUR SUPPLIER for Perfection 

DUBL-CHEM-FACED FILTER DISCS 

and the new Perfection SANIT-AIDS 
. »- modern sanitary cleaners 


SCHWARTZ merc. co., Two Rivers, Wis. 
AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 











121 














When your 
customers want 
fast-cutting 
long-wearing 
files or rasps 

. . . any shape, 
cut or size... 
sell them 
AMSWISS ... 
the top-quality tools 
that assure 
profitable sales 
and 


repeat orders 





Write for AMSWISS CATA- 
LOG describing and listing the 
entire line. 


* 


AMERICAN SWISS 
FILE & TOOL CO. 


410 Trumbull Street, Elizabeth 1, N. J. 


Also manufocturers of Swiss-Pattern files, milled 
curved tooth files, rotary files and mechanics’ 
hand tools. 


TRADE 





MARK 
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annual $60,000,000 worth of tackle. 
Golfers, and the ministering to their 
needs, make up a close second in spend- 
ings. In other participation sports— 
tennis, amateur baseball, archery, soft- 
ball and the like—annual outlays are 
smaller, but only when compared to 
top-rankers like fishing and golf. 
* *« 

Cut-backs in flaxseed seen— 
Flaxseed farmers are showing a waning 
interest in this linseed oil crop, as the 
government price support level goes 
down. In wartime and through last 
year flaxseed was government supported 
at $6a bushel. This year the support was 
dropped to $3.99. Next year it will be 
much lower. As a result, Texas farm- 
ers, among the first to plant, indicate 
their acreage for the 1950 harvest will 
likely be 50 per cent below 1949. 

* * * 

Big heating oil reserves —- 
Pipe-lines and tanks at refineries and 
key terminals east of the Rocky Moun- 
tains are loaded with nearly 76 million 
barrels of home-heating fuel oil. Never 
before have supplies been so heavy. 
The refinery-and-terminal stocks are 10 
per cent larger than a year ago. Those 
in the hands of eastern dealers are 
believed to be up even more from the 
year-ago level. A basic grade of home 
fuel oil now worth 11.9 cents a gallon 
in New York City sold at 12.9 cents 
a year ago. In prewar 1940 the price 
was below 7 cents. 


* * * 

Just in time—The labor out- 
look cleared up just in the nick of 
time for many manufacturers. They had 
marked Nov. 15 as the critical date on 
their production calendars; their steel 
supplies would not last beyond then. 
The three-week coal truce and the re- 
start of industry-wide peace in the steel 
industry has averted many prospective 
shutdowns; the,steel settlement is al- 
ready causing one electrical equipment 
maker to boost output. Department 
stores welcome the signs of labor peace. 
Business has been lagging sadly behind 
last year. Further manufacturing (and 
job) curtailments threatened to push 
sales even lower as the merchants head 
into the big Christmas season. There 
may be more production “jolts” ahead, 
though. 

x % * 

Output on the way up — 
Settlement of the steel strike by most 
of the large producers sharply boosted 
scheduled output for the Nov. 19 week. 
The American [ron & Steel Institute 
forecast the industry would operate at 
54 per cent of capacity and produce 
995,500 tons of ingots and castings. In 
the preceding week the percentage 
figure was only 21 per cent. With 


nearly all companies signing agree- 
ments with the United Steelworkers, 
output is headed back toward capacity 
In the like week last year the mills 
operated at 99 per cent of capacity and 
turned out 1,784,500 tons of steel. Now, 
orders from steel-starved consumer 
companies are pouring in, and major 
steel makers predict high operations 
well into next year. Most steel com- 
panies report that damages to furnaces, 
resulting from the long shutdown, were 


slight. 
* a. a 


Business recovery—tThe steel 
and coal strikes hit sharply at the 
nation’s over-all business volume. In the 
week ended Nov. 5, this fell to 81.5 per 
cent, according to Barron’s Index. The 
level a year ago was 116.5. Railroad 
freight loadings in that week declined 
to 578,981 cars, or 31.4 per cent less 
than in the like week a year ago. Load- 
ings recovered 9.8 per cent in the suc- 
ceeding (Nov. 12) week, but were still 
down about 27 per cent from the year- 
ago comparison. Much of this will be 
recovered in the next reports, with the 
steel mills starting to function again. 


ao ~ * 


Building costs trend down- 
ward — Newly-available data for Au- 
gust show a continuation of the gradual 
downtrend in construction costs and 
building materials prices, says the Com- 
merce Department. The slow downward 
movement of construction costs during 
{ugust amounted, on the Commerce 
Department’s index, to 0.1 per cent 
from the July levels. The August in- 
dex was 205 (1949 equals 100) or 3.7 
per cent below the index figure for 
Aug., 1948. Wholesale prices of con- 
struction materials also registered a 
fractional drop during August, and the 
Commerce Department index for the 
month was 7.7 per cent below the 
record high reached in September of 
last year. Accompanying the slight Au- 
gust decline in materials prices was a 
sharp increase in materials production 
from the levels reached in July. The 
Department’s index rose 18 per cent 
during August, about triple the nor- 
mally expected seasonal increase. Pro- 
duction gains were made by such basic 
items as lumber, brick, nails, structural 
steel, reinforcing bars, asphalt roofing 
materials, structural clay tile, and 
sewer pipe. 

* o . 


Paint and allied products — 
Sales of paint, varnish, lacquer and 
filler in September totaled $84,475,319, 
against $87,911,491 in August and 
$91,407,513 in Sept., 1948. This report 
from the Commerce Department is 
based on sales by firms accounting for 
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DADO 





SAWING 
wiTH LQUverr WASHERS 


THEY? = you BET / 
DO seul ‘ THEY D0* 


When woodworkers and hobbyists see 
this amazing new invention in action 
... they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream! 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 













ARMALOY 
SOCKET WRENCHES 


Armaloy Socket Wrenches are 
made of a selected grade Alloy Steel, heat 
treated, gauged to closest tolerance and 
beautifully finished in Chrome Plate. 
Furnished in five sizes: 44", ¥", '/2", 34" and 
|" square drive with a complete assortment 
of drop-forged ratchets and driving units. 
Cataloged, Stocked and Sold singly or in sets 
by leading Industrial Distributors everywhere. 





Write for the New $-48 Catalog, just released. 


ARMSTRONG BROS. TOOL CO. 
The Tool Holder People 
5214 West Armstrong Ave. Chicago 30, Ill. 
Eastern Whse. & Sales Office: 
199 Lafayette Street, N. Y. 12, N. Y. 
Pacific Coast Whse. & Sales Office: 
1275 Mission Street, San Francisco, California 
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about 90 per cent of the total volume 
of the industry. 
* om + 

Construction in October — 
New construction put in place in 
October was valued at $1,856 million, 
a less-than-seasonal drop of 2 per cent 
from September, the Commerce Depart- 
ment reported. Expanding work on new 
housing, schools and hospitals largely 
offset small declines in most other 
new construction. Industrial and com- 
mercial construction was “steady” in 
October. For the first 10 months of 
1949, new construction was valued at 
$15,882 million, up $20 million from a 
year ago. Public building gained 26 
per cent over the like 1948 period. 

» * * 

Trucking continues gains — 
Trucking was of course hit by the 
major strikes, but to a less extent than 
the railroads. Figures for the strike 
period have not been reported, but 
truckloadings in September were 8.4 
per cent over the like month last year 
and 2.1 per cent over August, accord- 
ing to the American Trucking Associa- 
tion. A total of 3,864,112 tons was 
carried in September, of which 74 per 
cent was carried by general freight 
truckers. The volume of general freight 
was 8.5 per cent above September, 
1948, and 3.4 per cent higher than in 
August. On a regional basis, truckload- 
ings advanced 17.8 per cent over last 
September’s level in the south, 8.7 per 
cent in the east and 4.9 per cent in the 


west. 
7 7 7 


Home-building at record 
pace — Record housing construction, 
maintained through October, promises 
to swell this year’s home building to a 
new high, the Labor Department re- 
ported. Its Bureau of Labor Statistics 
said 100,000 new non-farm dwelling 
units were started in October, continu- 
ing a six-month record-breaking pace. 
It was the highest October level in his- 
tory. The fast pace of home construc- 
tion in the summer and fall brings the 
number of homes started during the 
first ten months to 845,100. That is 
28,300 more than the 1948 total, when 
builders almost reached the 1925 level. 
“There is little doubt that the total of 
937,000 dwelling units started in 1925 
will be surpassed this year,” the De- 
partment said. In the heavy, or “engi- 
neering” construction field, awards 
climbed to $217 million in the week 
ended Nov. 17, according to the Engi- 
neering News-Record. This compares 
with an average of $139 million in the 
six preceding weeks. It was the fourth 
largest weekly total this year. Engi- 
neering awards for 1949 to date amount 
to $7,223 million, up 17 per cent from a 
year ago. 








(THREADING | 
PIPE IS NOW 
THE EASIEST 

JOB WE DO! 

















NO. 422 POWER VISE STAND 


A portable power drive 
for hand pipe tools 


“Why—oh why—does ANYONE waste 
time and energy threading, cutting- 
off and reaming pipe by hand?” 


That's a common question asked by 
users of the Oster POWER VISE STAND. 


This low cost machine takes over ALL 
the hard work...does it up to 5 times 
FASTER, too! Your hand die-stocks, 
cutters and reamers are instantly 
converted to POWER tools when you 
own the Oster Power Vise Stand. It’s 
the lightest weight, lowest cost, most 
convenient motor driven portable 
pipe machine you can buy! 


Standard range is Ye" to 2” pipe. 
Connected to a special, universal 
drive shaft, the machine has ample 
power to drive geared, receding die- 
stocks and cutters up to 8” capacity. 
Illustrated catalog FREE on request. 


MAIL THIS 
THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO 









O.K. Oster! | want your No. 422 cato- 
log as soon as possible. 


NAME___ 








COMPANY __ 


ADDRESS i 

























No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 








Stharou : 
LICENSE | |p 

PLATE Ql 

FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 

cars 












At your 
favorite jobber 
or write direct 


Shavot Bott and. Sette! Lo. 


BOSTON 10, MASS. 


You do if you've "Sharonized" your 


screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—I2 groups—all in just 12 feet 
of shelf space. Best of all, Sharon 
Assortments are REFILLABLE — for 
only a few pennies, your stock is al- 
ways complete, inventory stays right 
while investment stays light! Get 
Sharon's money-saving, money-mak- 
ing REFILL story today. 


Ask your jobber today about 


SHARON REFILLABLE ASSORTMENTS 
or write direct to us. 


x. Ab 
Shavott Gott ave, Screw Co. 


BOSTON 10, MASS. 
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U. S. Grants Further Tariff Concessions; 
Many on Hardware 
Gets half-billion yearly in export concessions. Ten more 


countries brought within scope of reciprocal trade 
agreements. 


Washington Bureau 
of Hardware Age 

EN additional European and 

Latin American nations have 
been brought within the scope of 
the reciprocal trade agreements 
negotiated between the United 
States and 22 other nations at 
Geneva in 1947, as a result of new 
agreements worked out recently. 
Further tariff slashes were also 
made. 

The United States, got conces- 
sions granted on exports amount- 
ing to about a half-billion dollars 
annually. However, the conces- 
sions likewise apply to the remain- 
der of the 33 nations, although 
most are not strong competitors 
in lines such as farm equipment 
which, in numerous cases was 
bound free of import duties. 

At the same time, the United 
States granted concessions (or 
bound free) on imports from the 
10 nations which in 1948 amounted 
to about $175 million. Here 
again, the concessions also must 
apply to other reciprocating na- 
tions. 

The lowered levies which nego- 
tiators obtained for the United 
States from the varied countries, 
especially the Latin American na- 
tions, involve a wide range of 
products from plain and sheet 
glass to binders and mowing ma- 
chines. A partial listing of con- 
cessions granted for lines relating 
to the hardware industry includes: 

Glass, saw blades, wrenches, 
drills, planes and chisels, files and 
rasps, other hand tools, farm 
equipment including plows, har- 
rows and tractors, cast iron stoves, 
lamps and lanterns, fence wire, 
wire rod for nails, rubber and 
leather drive and conveyor belts, 
and varied plumbing products 
from fittings to complete bathtubs. 
Also prepared paints, varnishes 
and _ stains, paraffins, carbon 
black, cement, abrasive paper and 
cloth, synthetic grind and whet- 
stones, and dry and wet batteries. 

Among the major hardware end 
items on which the United States 





made concessions to other nations 
by reducing import duties are the 
following: 

Saws (340): hacksaw blades, 
valued at not over 5 cents, reduced 
from 20 to 10 per cent, and over 
5 cents, from 15 to 10 per cent; 
crosscut, under 5 cents, from 20 to 
10 per cent, and over 5 cents, frem 
15 to 74% per cent; steel band, 
pit, mill and drag, from 12 to 10 
per cent. Total 1948 imports, 
$407,000. 

Pliers (361): slip joint, over 
$2 a dozen, from 40 to 20 per 
cent; other than slip joint, over $2 
a dozen, from 62/3 cents each 
plus 40 to 3 1/3 cents each plus 
20 per cent, and under $2 a dozen, 
from 5 cents each plus 60 per cent 
to 21% cents each plus 30 per cent; 
hinged hand tools, under $2 a 
dozen, from 5 cents each plus 60 
per cent to 214 cents each plus 
30 per cent, and over $2 a dozen, 
from 6 2/3 cents each plus 40 per 
cent to 31/3 cents each plus 20 
per cent. Total 1948 imports, 
$81,625. 


Files, rasps and floats (362), 7 
in and over, from 45 cents a dozen 
to 22% cents a dozen. Total 1948 
imports, $16,637. 

Scissors, shears (357), under 50 
cents a dozen, from 31% cents each 
plus 45 per cent to 134 cents plus 
22% per cent; over $1.75 a dozen, 
from 20 cents each plus 45 per 
cent to 15 cents each plus 35 per 
cent; between 50 cents and $1.75, 
from 15 cents each plus 45 per 
cent to 74% cents each plus 2214 
per cent. Total 1948 imports, 
$59,632. 

Scythes, sickles, etc. (373): 
from 20 to 10 per cent. Total 
1948 imports, $186,493. 

Cutting tools (396) : drills, bits, 
gimlets, etc., also planes, chisels, 
gouges, etc., from 45 to 2214 per 
cent. Total 1948 imports, $135,- 
956. 

Anvils (325): 5 lb. and over, 
from 2 cents to 1 cent a lb. Total 
1948 imports, $4,012. 

Pen and pocket knives (354) : 
over $6 a dozen, from 171% cents 
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Carries anything 
too long to go inside car 


@FOR PLEASURE 
Sportsmen, campers, 
gardeners—who take 
their equipment with 

need for this NEW them need the Side 

load carrying device. Car Carrier. 


+590 PER PAIR 
RETAIL PRICE Plus 5% Excise Tax 


WRITE FOR DEALER & JOBBER DISCOUNTS 
cALEER MFG. COMPANY 
Rochester 2, Michigan 


NEW 


FARM-WISE 


ELECTRIC DE-ICER 


Offers Quick Sales - - - More Profits 


Operates on 110-v. AC. Guaranteed for one 
year. Standard trade discounts. Delivery NOW. 
Advertising support to all dealers. 

WRITE FOR CATALOG SHEETS AND PRICES 


CALF-TERIA SALES, INC. | 
Dept. B Fort Wayne 3 Indiana 





@FOR WORK 
Carpenters, plumbers, 
painters, salesmen. ete. 

ave an immediate 






























Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 






WOOD JOINTS TIGHT 





THE CHAIR-LOC COMPANY, Freeport, N.Y. 





INE’ 


process 


5 UNSH 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 
FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 
HOYT & WORTHEN TANNING CORP 
MAVERMILL MASS 











Buy Savings Bonds 
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each plus 2714 per cent to 10 cent 
plus 25 per cent. Total 1948 im 
ports, $5,529. 

Hunting, farrier, shoe knives, 
etc. (355): Blades under 4 in. 
from 2 cents plus 25 per cent to 
2 cents plus 124% per cent, and 
over 4 in. from 4 cents plus 25 per 
cent to 2 cents plus 124% per cent; 
butcher knives, cleavers, etc., with 
bone or rubber handles, from 8 
cents each plus 35 per cent to 4 
cents plus 171% per cent, and with 
silver handles, from 16 cents plus 
35 per cent to 8 cents plus 1744 
per cent, and with iron or steel 
handles. Total 1948 imports, 
$176,000. 

Spring clothespins (412) : bound 
at 10 cents a gross to Denmark 
and Sweden, 8 cents to Cuba; 
other clothespins, cut from 25 per 
cent to 15 per cent for Denmark 
and Sweden. Total 1948 imports, 
$497,887. 








Features Electrical 
items Near Door 


N assortment of electrical 

items, especially extension 
cords and covered lights, are hung 
on a wall location right next to 
the front door of one division of 
Hagen Hardware, Sycamore, IIl., 
and this display brings in many 
extra sales. Townspeople and 
farmers alike spot these items on 
their way in and out of the store 
and often are reminded to buy. 
Strips of wood attached to the 
wall, contain hooks on which the 
electrical items hang for display. 








Many a person passing through the 
door is reminded of needed elec- 
trical items when he looks at the 





wall and sees this display. 


F 





Depend on 
for QUALITY pate 
PROMPT SERVICE 


TURNBUCKLES 
**Alumaloy’’ 
bodies, steel 
hooks and eyes. 


EYE BOLTS 
: Wrought nuts, 
bright Zinc 
plated. 
S HOOKS 
In a wide range 






of sizes. 








“ALUMALOY” 
SCREEN DOOR 
BRACES 


UTILITY HOOKS 
Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA | 
FACTORY: GRAND BEACH, MICHIGAN F| 





SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 
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“ONE OF THE 
MOST POPULAR 
ITEMS WE HAVE 
EVER OFFERED 








Combination coffee 
and teaspoon measure 
that housewives 
find so useful. Standard 
coffee measure on one end and teaspoon 
measure on the other. Long finger lets 
housewife get the last portion out of a deep 
or shallow package. MACK Long Finger 
Coffee Measures are ready now for prompt 
shipment in reasonable quantities. Assorted 
colors packed one dozen to a carton. 


Phone, Wire or Write for Prices! 












MACK MOLDING CO. 
ae INCORPORATED 
“142 MAIN S7., WAYNE, NEW JERSEY 





| Known the World Over 
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CLOSET ACCE SSORIES 


261 Fifth Ave., New York 

























CONVENTIONS 










COMING 






AND 
EVENTS 









ssue According to Latest Data 











Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 23-25, 1950, 
at Sherman Hotel, Chicago, Ill. E, C. 
Lindquist, vice-president and secretary, 


is in charge of arrangements. 


Alabama Retail Hardware Associa- 
tion, annual convention and exhibit, 
May 17-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., 


secretary. 


sirmingham 3, 


American Hardware Supply Co., 
merchandise fair and _ stock- 
30-Feb. 1, 1950, 
at company headquarters, 41 Terminal 
Way, South Side, Pittsburgh 19, Pa. 


William M. Stout, executive vice-presi- 


annual 
holders’ meeting, Jan. 


dent and general manager. 


Arkansas Retail Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 13-15, 1950, at the Hotel LaFay- 
ette, Littlhe Rock. A. W. Porter, La- 
Fayette Hotel, Little Rock, is secretary. 


Bicycle Institute of America, 1 
FE. 57th St., New York City, annual 
convention Jan. 9-15, 1950, at the Boca 
Raton Club, Boca Raton, Fla. Partici- 
pating groups are the Bicycle Manu- 
America, the Cycle 
Accessories Manufacturers 
Cycle 
and the Merchant Member Group. H. 


facturers Assn. of 
Parts and 
Association, 


Assn., the Jobbers 


Clyde Brokaw is B.I.A. president. 
Builders’ Hardware Conference. 
Fifth Annual Pacific Coast Regional 


17-19, 1950, at Ah- 
wahnee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19 and 
20 of the National Contract Hardware 


Conference, May 


Association and of the American So- 
ciety of Architectural Hardware Con- 
sultants, 420 Madison Ave., New York 
City, N. Y. John R. Schoemer, man- 


aging director. 

California Gift Show, Jan. 22-27, 
1950. Show information available from 
Woody C. Klinborg, director of trade 
shows for Los Angeles Trade Fair, Inc., 
115! So. Broadway, Los Angeles, Calif. 


California Retail Hardware Asso- 
ciation, annual convention and exhibit, 


Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., 
tary. 


San Francisco, seer 


Coast-to-Coast Stores, annual meet 
ing, Feb. 5-7, 1950, at Minneapolis; 
Mastercraft Sales Meeting, May 1-2, 
1950. Sponsored by the Coast-To-Coast 
Inc., 29-43 
Minneapolis 4, Minn 


Store Central Organization, 
Main St., S. E., 


Hardware Assn., an 
25-26, 1950, at 
Hartford, Conn. Ned 

Hdwe., 


Connecticut 
nual convention, Jan. 
the Hotel Bond, 
Harris 


Russell, Southport, 


Conn., 
Cooking and Heating Appliance 
Mfrs., Institute of, annual convention 


is secretary. 


and exhibit, Dec. 5-7, 1949, at the 
Netherland Plaza Hotel, Cincinnati, 


Ohio. Samuel Dunckel, Shoreham Ho 
tel, Washington 8, D. C., 
managing director. 


is Institut 


Cotter & Co., annual stockholders’ 
meeting and Spring Merchandise Fair, 
Jan. 30-31, 1950, at company’s office 


and warehouse, 365 E. Illinois St., Chi 
cago, Ill. 
Florida Retail Hardware and 


Georgia Retail Hardware Associations 
will hold their annual convention joint 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 
Waycross, Ga., secretary for both 
groups. 

Franklin Hardware & Supply 
Co., annual spring meeting, Feb. 6 
1950. Meeting place to be announced 
later. F. Leon Herron, is executive vice 
president of the company which is lo 
cated at 918-928 N. 
Philadelphia 23, Pa. 

Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 


Delaware Ave 


hold their annual convention jointly in 
May, 1950, at the Hotel Seminole, Jack 
sonville, Fla. William W. Howell, Way 
cross, Ga., secretary for both groups 

Illinois Retail Hardware Association 
annual convention and exhibit, Jar 
16-18, 1950, at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer 
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Listo's big, thick leads make clear, . 
easily read prices on everything in your store. “GRIP TYPE SLEEVE 


Writes on glass, metal, plastic, paper, cellophane 


—or any other surface! You'll find merchandise This tapered metal sleeve grips the entire length 
moves faster—that you get your full price and of the lead. Prevents breakage and the leads do 
profit on every stem tn your store. LISTO pricing not fall out! Change leads instantly. Quickest, 
saves clerks’ and customers’ time. Cuts out loss: easiest-to-use marking pencil in the world! 


es from costly errors at time of sale. LISTOS 
are quick and easy to use. No broken leads 
—no sharpening needed—no 
wasted stubs. America’s great 
Marking Pencil value! 








Ask your jobber, stationer 
or paper supplier for LISTO! 








WITH THE 1 


TURNBUCKLE 
ASSORTMENT 


ON WALL BRACKET 
DISPLAY 


AND BRIGHT YELLOW 
BACKGROUND PLATE ge 
“METAL LITHOGRAPHED" ASSORTMENT 
Also 
EYE BOLT ASSORTMENT No. AW-1013 


So easily attached to any wall surface 2!/2" wide. 
Turn blank wall surfaces into live salesmen. The 
results are amazing. 





. 















Packed as a complete assortment, IC sizes (52 
buckles) with suggested retail price and yellow price 
tags. 


“Ask Your Jobber About This One" 


Write for the Tan Literature 
On Larson Hardware Assortments 


CHAS. O. LARSON CO. | 


STERLING « ILLINOIS 
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Only LISTO has the patented 


Fralilionad 


cf 
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O 
G 
4, 
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HOME PROTECTION 


* ... is now coupled with 


Skillman's decade after decade 


beovty. Our Front Door Cylinder 


Handle sets are well-made, 
well-designed enhancements of 
property values and build 
the pride of ownership. 






These sets will please ' 
your builders. They are 
“rugged’’; inspected 


release; and carry the 












twice before factory 
! 
best finish of any on & 
the American market ’ 
Compare our designs, 
finish and workmanship with any 


other make you care to. 





EXTRA HEAVY LEADS 
THAT DON’T BREAK 




































in 6 cotors 
RED YELLOW 
BLUE BROWN 


GREEN BLACK 
Single colors to the box 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 










e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














Another Ta-pat-co 


Ta-pat-co Sleeping Bags are a real 
source of profit to many hundreds of 
retailers. There’s a complete style 
and price range . . . fourteen Wool, 
Kapok and Down filled models to 
please all your customers. 


Sportsmen everywhere know the 
Ta-pat-co label . . . know it stands for 
quality and comfort. That’s why it 
pays to handle the Ta-pat-co line! 
Write us, or see your job- 

ber for details. eon 


lone 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 


CANADIAN BRANCH. CHATHAM, ONTARIO 














Coming Conventions and Events 





chandise Mart, Chicago 54, secretary. 

Indiana Retail Hardware Associa- 
tion, annual convention. Jan. 24-26, 
1950, at Indianapolis. Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, secretary. 

Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 

Industrial Supply Regional 
Forums, Jan. 12-13, 1950, at Biloxi, 
Miss., southern regional meeting spon- 
sored jointly by the Southern Supply & 
Machinery Distributors and the Ameri- 
can Supply & Machinery Manufac- 
turers Associations. 

Iowa Retail Hardware Association 
annual convention, Feb. 7-10, 1950, at 
Des Moines, Iowa, Convention head- 
quarters. Hotel Savery; exhibition, 
Poultry Industries Bldg., Fairgrounds. 
Philip R. Jacobson, Mason City, secre- 
tary. 

Kentucky Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 

Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20- 
21, 1950, at the Hotel Heidelberg, 
Baton Rouge. ,David O. Mansfield, 226 
S. State St., Jackson, Miss., is secretary. 

Marshall-Wells Associates Stores 
Congresses, sponsored by Marshall- 
Wells Co., Duluth, Minn. At Duluth, 
Feb. 13-15, 1950; at Portland, Spokane 
and Seattle (combined in one meeting 
at Portland, Ore.), Feb. 20-22, 1950; at 
Billings, Mont., Feb. 27-28, 1950. 

Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
1112 Olds Tower Bldg., Lansing 8, 
secretary. 

Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters St. Paul Hotel; exhibit, Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, secretary. 
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Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, 
1950, at the Buena Vista Hotel, Biloxi. 
David O. Mansfield, 226 S. State S:.. 
Jackson, is secretary. 


Missouri Retail Hardware Associa 
tion, annual convention and exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 


Meuntain States Hardware and 
Implement Association, annual con- 
vention, Jan. 24-26, 1950, at the Cos 
mopolitan Hotel, Denver, Colo. F. W. 
Reich, 1233 Spruce St., Boulder, Colo., 
secretary. 


National Hardware Week, April 
28-May 6, 1950. Sponsored by the Na- 
tional Retail Hardware Association, 
Indianapolis, Ind. Rivers Peterson, man- 
aging director. 


National Houseware and Home 
Appliance Manufacturers Exhibit, 
Jan. 19-26, 1950, at the Navy Pier, 
Chicago, Ill. Sponsored by National 
Housewares Manufacturers Association 
A. W. Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Asso- 
ciation annual congress. July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 


National Sporting Goods conven- 
tion and show, Jan, 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin 


coln 8, secretary. 


New England Hardware Dealers 
Association annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16. 
secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 14- 
16, 1950, at Buffalo. Convention head 
quarters at Hotel Statler; exhibit, Me- 
morial Auditorium. Nicholas H. Kiley, 
904 Hills Bldg., Syracuse 2, secretary 


North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14. 
1950, at Multnomah Hotel, Portland, 
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@ For faster, easier removal of putty 


@ Cleans all 4 sides and corners by 
twisting wrist 


@ Pierces hardest of putty without 
splitting sash or endangering glass 





@ Allows you to remove window glass 


For the: . ‘ 
without removing sash 


Painter 

Glazier @ Eliminates expensive heating tools 
ein x on mee for driving glaziers 
Farmer — 

Layman Made from highgrade tool steel 


with sturdy hardwood handle. 

Cutting plow at 45° angle. 

Packed in units of 6 Putty Plows, 

stapled to colorful easeled 
display card. 


RETAILS AT $1.50 


A few territories still open to 
Manufacturers Representatives. 


Attractive proposition. 
/ ( Write Today to 
APEX MFG. CO. 


33 me St. Buffalo 2, N.Y. 














GUARANTEED EMPIRE SHOE 


LASTS AND STANDS 


These lasts and stands are 
made from special metal of 
highest quality, enabling us 
to guarantee and place on 
the market a better set in 
weight and strength. They 
are absolutely guaranteed 
against breakage. 


Packed in bulk or one set in 
a burlap bag or carton. 





THE POPULAR “STAR HEEL PLATES" AL- 
WAYS IN DEMAND AND PROFITABLE FOR 
YOU TO HANDLE. MADE IN SIZES 000 to 6. 


ORDER YOUR 
SUPPLY TODAY. 


STAR 


HEEL PLATE CO. 
% NEWARK, N. J. 
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ENTIRE INVENTORY 


j Machinery — Supplies of 


j PREFAB HOUSE MER. 


FORMERLY OF 


/ William H. Harman Corporation 
/ Located at Dravo Shipyard 
Foot of Madison St., Wilmington, Del. 


Tues. & Wed., Dec. 6 & 7, 1949 at 10 A. M. 


on the Premises 


BUILDING MATERIALS: Bethlehem Steel expanded joists, 
Channel iron joists, Copper and steel flashing. Gutter assem- 
blies. Steel gusset plates of all types and sizes. Door studs. 
Frames and assemblies. Steel fixed sash and windows, Steel 2 
vent casements and windows, Left and right hand steel case- 
ments and windows, Steel frame screens, Aluminum frame 
storm sash, Steel door bucks, Steel window sill assemblies, Air 
Supply ducts, flues, etc., Very large lots of angle and channel 
iron. Wood and metal doors, Quantities of rolled sheet steel, 
Ventilator assemblies, Rain spouting, Chimney base frames, 
Large lots of finished dry lumber consisting of shelving, strip- 
ping, stringers, etc., Large lots of Flexboard, Congowall, ply- 
wood, etc., Metal mouldings, Siding door tracks and hangers. 
HARDWARE & SUPPLIES—Brass & Steel Hinges, Interior & 
Exterior Door Latch & Lock Sets, Casement Window Actuating 
Mechanisms, Celotex and Miscellaneous Clips, Large Lots of 
Window Glass, Glazing Compound. Large Lots of Paint in 
Various Colors, Paint Solvent, Door & Cabinet Handles & 
Catches, Clothing Hooks and Closet Bars, Copper and Steel 
Weather Stripping, Hardened Steel & Brass Screws, Nuts, Bolts, 
Washers, Nails, 2d to 10d Common, Nails 4 & 6d Finishing, 
Toggle Switch Plates & Assemblies, BX and Armored Cable, 
Dining Room and Miscellaneous Electric Lighting, Fixtures w/ 
reflectors, Shades, etc. Wood & Steel Wall Cabinets, Wood 
& Steel Base Cabinets, Kitchen Ranges. 

PLUMBING FIXTURES & SUPPLIES—Lavatories w/ Fittings, 
Water Closets w/ Tanks & Fittings and Seats, Drainboard Top 
Sinks w/ Cabinet Bases, Medicine Cabinets, Soap Dishes, Towel 
Racks, Tumbler & Toothbrush Holders, etc. Sink and Wash 
Basin Fittings, Penfield, Reddyhot & Heatmaster, Electric Hot 
Water Heaters, Steel and Brass Assorted Nipples, Copper 
Tubing, Soil Pipe Fittings, Y's, T's, L, Elbows, etc. Valves, coup- 
lings, Flanges, Elbows, Fittings, etc. Oil Hot-Air Heaters, Oil 
Lift Pumps, Furnace Fans. 

MACHINERY—Drill Presses, Hand Tools, Taps, Dies, Reamers 
Milling Cutters, etc. 8 Clark Gasoline 6000-Ib. Fork Lift Trucks, 
Elwell Parker 4000-Ib. Battery Fork Lift Trucks, 5 Dewalt Radial 
Saws, Bench Grinders, Work Benches, Tables, Stencil Machines, 
Stock Bins, Scales, 115 Sections of Steel Roller Conveyor, 
Welding Equipment, Layout Tables, Surface Plates, Paint Spray 
Equipment, Dipping Tanks, etc. Wheel barrows, Trucks, etc. 
Ford Steel Body Dump Truck, 339-Foot Continuous Cleaning, 
Drying and Spraying Unit, Fosteria Infra-Red Heating Unit, 3 
Continuous Conveyors, Pipe and Channel Iron Supports. 


Illustrated Brochure on Request—Itemized Catalogue 
Available at the Sale 


SAMUEL T. FREEMAN & CO. 


Auctioneers—A ppraisers 


1808-10 CHESTNUT STREET 
PHILADELPHIA 3, PA. 
50 Church St., New York 80 Federal Si., Baston 
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|R.E. DIETZ COMPANY 











Coming Conventions and Events 


Ore. D. D. Stewart, 714 American Bank 
Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, 1950, at Bismarck. Convention head- 
quarters, Patterson Hotel; exhibit, Au- 
ditorium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks, secretary. 

Ohio Hardware Association, annual 
convention, Feb. 7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 


Oklahoma Hardware and Implement 
Association, annual convention and ex- 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
vention headquarters, Wilton Hotel; 
exhibit, Auditorium. A. C. Kammeier, 
116 W. 8th St., Los Angeles 14, secre- 
tary. 

South Dakota Retail 
Association, annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 
vention headquarters, Cataract Hotel; 
exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary. 


Hardware 


Texas Hardware and Implement 


Assn., annual convention and exhibit, 


hibit, Feb. 7-9, 1950, at Municipal Au- Jan. 23-25, mg at bP gem 
ditorium, Oklahoma City. Robert K. pi tings . i ; age 
Thomas, 711 Wright Bldg., Oklahoma 814-15 Texas Ban a a 


2, secretary. 

Ontario (Canada) Retail Hardware 
Assn., annual convention and exhibit, 
Feb. 6-8, 1950, at the Royal York Ho- 
tel. Robert M. Lamb, 1835 Yonge St., 
Toronto, Canada, secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association, annual 


is secretary. 

Tennessee Retail Hardware Asso- 
ciation, annual convention, Feb. 20-21, 
1950, at the Hotel Noel, Nashville. 
Morris Jones, P. O. Box 784, Nashville 
2, secretary. 

Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 


EST. = 840 convention, Jan. 23-26, 1950, at Phila- 
= NEW YORK delphia, Pa. Convention headquarters, Tri-State Hardware and Implement 
CUTPUT DISTRIBUTED THROUGH THE SOBEING TRADE EXCLUSIVELY Bellevue-Stratford Hotel; exhibit at Association, annual convention and ex- 
Convention Hall. W. Glenn Pearce, hibit, Feb. 13-15, 1950, at Herring Ho- 


Seca Bee ees eeneue sees euse 





1616 Walnut St., Philadelphia 3, secre- 


tel, Amarillo, Tex. W. D. Shephard, 
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¢ a 
Sell SIMPLEX: ™ oe 
7 : lai ? 
® 4 h - Rehm Hdwe. Co. annual dealer Virginia Retail Hardware As 
; ana casn in on every g | convention and merchandise exhibit, sociation annual convention; March 
a 95 . . . 
* customer JACK need ° Jan, 31 Fe b. i, 1950, at the Sheraton 21-23, 1950, at Roanoke. Convention 
® ‘ Hotel, Chicago. Sponsored by the headquarters, Hotel Roanoke; exhibit. 
%, RATCHET JACKS se . wholesale hardware Company which is American Legion Auditorium. G. T. 
Single or Double Acting a a a Omohundro, Jr., Scottsville, secretary. 
St., Chicago 8 
144 to 35 Tons Cap. ’ ’ 5 . . ‘ . 
Cite tk eh ion a Sporting Goods Trade Show, In- Western Retail Implement and as can 
types ef jacking in every Reid. a . c : Hardware Association, annual conven- cdl Mig 
Lift men <apeaien on cap or tos. . ternational, Jan. 8-13, 1950, at the Hotel 16 20 1950. K Cit SHEETS | 
ti , F ca i - - sas Lity, ; 
rm enneniaitntitenteis : New Yorker, New York City. Under tty = es “7 ee — Hotel w dcsign. 
¥ management pf John Hatton, 609 Pick- fo. — —. — ah aie ai F, ’ 
® wich Mite Kenees Che. Me President; exhibit, Auditorium. Wil- _ th 
10S... Sé ally, . ; . . r 2 to sell at 
r liam J. Shaw, 24 Rialto Bldg., Kansas a 
io © HYDRAULIC JACKS fo Sportsmen’s Shows: New England City 6, cecretary oo 
, é ; : ty ‘ . of white 
® 8 Models — 3 to 100 Tons Cap. Sportsmen's & Boat Show, Feb. 412, : record s 
: Safety Tested to 50% Overload. 1950, at Mechanics Bldg., Boston, West Virginia Hardware Associa- Your $1.2: 
= om font Rtapeens poet nom Mass.; National Sportmen’s & Vaca- tion, annual convention and exhibit, 
s seals—phis many other exclusive Simplex tion Show, Feb. 18-26, 1950, at Grand March 13-15, 1950, at the Greenbrier During 
features for safer, easier-to-use hydraulic : > ‘ f “ae? a hi > ane r Vv and whol 
a jacking power. Central Palace, New York City; Inter- Hotel, White Sulphur Springs, W. Va. { 
, aveuial ames C. Fielding, 1628 McClung St net 
vr SCREW JACKS = i national Sports & Outdoor Exposition, James C. Fielding, 162 cUlung 5t., ind hand 
4 March 3-12, 1950, International Amphi- Charleston 2, W. Va., secretary. 
88% Easier Lifting * 4-Way or ihn _ . . , 
Ratchet Head * Malleable Housings 4 theatre, Chicago; Buffalo Sportsmen . Wisco annual merchandising school 
31 Models—10 to 24 Tons Cap. & & Boat Show, March 17-24, 1950, at oa . seeeene' 
4 and sales show, Jan. 17-19, 1950, at 
A single chrome-moly ball, nested a Memorial Auditorium, Buffalo, N. Y.; “ 
under corrugated cap actually re- r] 4 itis AN i Wisco Hardware Co., headquarters, 15 HA 
duces friction 88% — ball won't Detroit Congress Sportsmen’s & Vaca- a ae ; re RDWA 
flatten; capcan’t slip. All purpose 3 . , i , -" So. Brearly St., Madison, Wis. Special 100 East « 
jacks for rugged action. od tion Show, March 25-April 2, 1950, at OE 
SEND TODAY FOR SIMPLEX CATALOG 49— Fair Grounds, Detroit, Mich. Shows  ~ — stapes Gentlemer 
Let the complete Simplex line show you the way : ae - . , 
to more profits on every type of jack customer. sponsored by Campbell-Fairbanks Ex- Wisconsin Retail Hardware Asso Nees te 
S i mp lex positions, Inc., 929 Park Square Bldg., ciation, annual convention, Feb. 7-9, 
egy oo Boston 16; 139 E. 57th St., New York 1950, at Milwaukee. Convention head- charge). 
Jacks City 22; 28 E. Jackson Blvd., Chicago quarters, Schroeder Hotel; exhibit, Au- NAME 
ean ee ‘ >. 12 rah é me : oint 
TEMPLETON, KENLY & COMPANY 1; 331 Andrew Blde., Buffalo 2; 1331 ditorium. H. A. Lewis, Stevens Point, 
1056 5S. Central Ave. Chicago 44, Illinois Majestic Bldg., Detroit 26. secretary-treasurer. ADDRESS 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY 



















* MARSHALLTOWN, IOWA 


MARSHALLTOWN 














SUPERIOR CUTTING QUALITIES. 


make them easy fo sell 


BROWN & SHARPE MFG. CO., Providence 1, R..1., U.S.A. 









DUPONT 
CELLULOSE 
SPONGE 






Cellulose Sponge Mop 
In the World! 
















Keep well stocked with the 
fastest selling sponge mop in 
America, the genuine Minute 
Mop that housewives have de- 
manded for years. Now in 3 
profitable models: Standard 
No. !01; Jumbo No. 801, and 
the No. 98 with detachable 
scrub brush and squeegee. y, 19) 
Call your jobber today. List i 1 


MINUTE MOP (0. 








13 &€.23 ra.a. 
CHICAGO 16 ILL. 














Before you @ your next order 
for PAINT RUSHES write for our 


New Catalog and Price List. 
Attention Salesmen! Territories Open 





ADDRESS ALL INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST., NEW YORK 12, N.Y 





















“BRUSHWISE 


CORPORATION 








Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
— which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of white paper, this means you really get 400 pages of inventory 
record sheets. Each side of the sheet has room for 28 items. 
Your $1.25 investment provides inventory space for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
{Inventory Sheets because they found them simple. convenient 


ind handy to use. The WHITE INVENTORY SHEETS are 


sHeasconeeensesensonssesouseases Eb THIS COU PO Newenccncccecscescceccenscacesess 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 

re Please send me............ hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ maili-g 
charge). Also send me..........Binders (S0¢ each). Send these to me by return mail. 
RAI sno seis sah aS. And eat cme cubesiawa tne ag ANNES FIRM NAME ...... 


HARDWARE AGE, DECEMBER 1, 1949 
































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD. 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... 
Each additional word......-.-. 
Positions Wanted 


(Special Rate) set solid, maximum, 
50 words 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box mumber 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 














[ Help Wanted «| 








DISTRICT SALES MANAGER 


locks and builders hardware 
Joo District Sales Manager. Thorough knowledge 
contract builders hardware essential. Replies held in 
strict — Submit detailed resume including age, 

i to Box N-511, care of Hard- 
wore Age, A East 42nd St., New York 17, WN. Y. 




















[Sales Representatives Wanted | 


SALESMAN WANTED PROMINENT NA- 
TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call- 
ing on paint and hardware dealers, lumber yards, 
department stores, industrials, etc. Sideline men 
or manufaeturers’ agents considered. Good com- 
missions. Territory protected. Write details of 
experience to Box M-672, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. 








BUILDERS’ HARDWARE SALESMEN—Na- 
tionally Known Old Established Manufacturer of 
Door Loeks is expanding sales organization and 
has Several Good Openings for aggressive and 
oo men, calling on lumber and hardware 

dealers. Experience preferable but not essential. 
State full details, age, territory, previous lines 
earried, references, all replies confidential. Ad- 
dress Box N-502, care of —— Ac, 100 
East 42nd St., New York 17, N. 





PAINT SALESMAN WITH FOLLOWING 
AMONG PAINT AND HARDWARE STORES 
to sell a Low Priced but Quality Line of Paints, 
Varnishes and Enamels. Address McNamara 
Paint Co., Inc., 433 Leland St., Detroit, Michi- 
gan. 








EXPERIENCED SALESMEN 
WANTED 


oe on Retall Hardware, Sporting Goods Stores 
Lu Dealers for large Wholesale Hardware 
r3 West. m ee ae Le a 
~ yaad jesmen fo ar’ 
this advertisement on - 
Addres. Box N- 540, eare ef Basewant Ae 
100 Eas East 42nd St., New York | 




















WELL ESTABLISHED MANUFACTURER 
DESIRES SALESMEN to sell a Complete Line 
of Hard Fibre Tool Boxes as a sideline. Liberal 
commission. All territories open. State full de- 
tails in first letter as to lines now carried and 
territory covered. Address Box N-537, care of 
Haroware Ace, 100 East 42nd St., New York 
i; a =. 





SALESMEN. IF YOU ARE LOOKING FOR 
EXCELLENT SIDE LINE ITEMS to sell te 
large retail hardware stores and jobbers, we have 
two hardware specialties well known to the trade 
for ten years. We have one new plumbing spe- 
cialty which is going very big with the hardware 
people. Liberal Commission. e territory still 
open. Write Fulton Products Co., Bernardsville, 





SALESMEN WANTED, RELIABLE ES- 
TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery, hardware, 
blankets, hames, chains and leather. Protected 
territories in States of New York, Pennsylvania, 
Wisconsin and New England as well as those 
west of the Mississippi River are available. Only 
substantial aggressive men who are willing to 
work hard and on commission basis will be given 
consideration. Application by letter only. Give 
full information about yourself and your busi- 
ness activities over the past five years in first 
letter. Southern Saddlery Company, Chattanooga 
2, Tennessee 





SALESMEN WANTED—BY OLD ESTAB. 
LISHED MANUFACTURER OF ALUMINUM 
COOKING UTENSILS. Territory open in East- 
ern Pennsylvania, Texas, Arkansas, Western 
Kentucky and Tennessee. Straight commission 
basis. Liberal commissions paid each week on 
previous week’s shipments. Line sold direct to 
hardware and housefurnishings trade—attractive 
policy for small and medium size retailer—no 
jobber or wholesaler sold. Salesmen have exclu- 
sive sale of line in territory assigned and can 
sell another non-conflicting line. Unusual proposi- 
tion for right men. State fully experience, age 
and what lines you now sell. Will consider only 
experienced salesmen who know the retail hard- 
ware and housefurnishings trade. Address Box 


N-546, care of Harpwarge Acz, 100 East 42nd 
St.. New York 17, N. Y. 


SIDELINE SALESMEN WANTED calling 
on retail hardware, sporting goods, and variety 
stores to carry a line of Leather D Collan, 
Harnesses, etc. Old established, reputable many 
facturer offers protected territory; liberal com 
mission. Address Box N-544, care of Harpwan 
Acz, 100 East 42nd St., New York 7, BT 





ESTABLISHED MANUFACTURER 0? 
POWER MOWERS AND LAWNSWEEPERS 
has Several Choice Territories Available. Libenl 
commissions. Exceptional opportunity for experi 
enced representatives calling on hardware ani 
general wholesale trade. Replies handled conf. 
dentially with immediate consideration. Outline 
experience, age, territory covered, other lines han- 
dled. Address Box N-534, care of Harpwan 
Acz, 100 East 42nd St., New York 17, N. Y 





MICHIGAN REPRESENTATIVE (Except 
Detroit)—to sell Lock Hardware, Builders’ and 
Cabinet Hardware, Key Blanks, Key Machine 
and Locksmith Supplies. Largest and oldest e 
clusively wholesale Michigan lock hardware dis 
tributor desires intensive coverage. Exclusive ter 
ritory; full, liberal commission. State experience; 
full qualifications in own handwriting. Address 
Box N-508, care of Harpware Aceg, 100 East 
42nd St., New York 17, N. Y 





MANUFACTURERS REPRESENTATIVE 
OR SALESMAN calling on the wholesale haré 
ware jobbers handling fishing tackle and other 
outlets for a wooden minnow bucket (Patent pené 
ing). Protected territory. Address Brankstone 
Cooper, Inc., Box 3186, Mallory Station, Mes 
phis 9, Tenn. 











THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 50 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are fifty complete factory lines, 
and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box N-!45, care of Hardware Agé, 
100 East 42nd St., New York 17, N. Y. 
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| Accounts Wanted —s | 


Accounts Wanted 





ge ott pt WANTED TO HAN- 
DLE A_BRAND 


tool steel. 


rough edges. 
can openers on the market regardless of price. 
Address Box N-548, 
100 East 42nd St., New York 17, N 


NEW PATENTED HAND 
CAN OPENER; made of the finest hardened 
It is ‘scientific, simple, small and last- 
ing in design. Opens any shape can leaving no 
Unconventional in design, beats all 


TIVE? 
chinery Dealers—complete state exclusives only. 
Address H. V. Bordeaux Co., 1816 N. Keystone 
Street, Burbank, Calif. Charleston 0-4453. 


NEED A CALIFORNIA REPRESENTA- 
We call on 476 California Farm Ma- 








care of a AGcgz, 





REPUTABLE FACTORY AGENTS WANT- 
ED to cover Distribution throughout Mid-Western 
and Southern States. ROWE'L-EZY All Purpose 


Lawn and Garden Edger, one of the finest qual- 


ity garden tools manufactured, now rolling up 


top sales records in Eastern and Western Mar- 


kets, offers this fast selling, Unconditionally 
Guaranteed product to the right men. Write to 
Rowe Tool Co., 2222 S. Sepulveda Blvd., Los 


Angeles 64, Calif. 


VENEZUELA. — OLD 


CARACAS AGENTS wish to hear from Manu- 
facturers or Large Distributors of Hardware and 
Department Store Items interested in having 
direct and proper representation in that market. 
Highest references in the 
Hernandez, 60 East 42nd St., 
York 17, N. Y 





ESTABLISHED 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bull direct. 
Write tor further information and references 








" Address L. 
Room 950, New 














SALES REPRESENTATIVES 


Te sell Sterling Sliding Door Hardware and 

Casement Hardware to Builders’ Hardware 

Dealers and Lumber Yards. Much good 

— open. beral ons and 
nus. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 


tation, please advise. 


MANUFACTURERS: 


York. If you are interested in capable represen- 
Address Box N-532, care 
= — Ace, 100 East 42nd St., New York 
17, 3 


A_ THOROUGHLY 
EXPERIENCED AND DEPENDABLE SALES- 
MAN specializing in chain store operation is in- 
terested in securing Additional Houseware and 
Hardware Items for the major chains in New 





SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florids 





























SALES REPRESENTATIVES 
WANTED 


SALESMAN CONTACTING WHOLE- 
SALE, HARDWARE AND AUTOMOTIVE 
SUPPLY HOUSES IN KANSAS, MIS- 

URI, NEBRASKA, INDIANA, OHIO, 
MICHIGAN WANTED TO SELL OUR 
COMPLETE LINE OF NATIONALLY 
ADVERTISED WATER BAGS. WRITE, 
GIVING TERRITORY COVERED, REF- 
ERENCES, ETC. 


HIRSCH-WEIS CANVAS PRODUCTS CO. 


3121 N. E. SANDY BOULEVARD 
PORTLAND 12, OREGON 


EXPERIENED MANUFACTURERS’ REP- 
RESENTATIVE must give up position in estab- 
lished manufacturers’ agency due to inadvisability 
of moving family; desires hardware, 
ply, building material, and plumbing jobbing lines 
in Alabama, Mississippi, Tennessee, and Georgia. 
Excellent hardware background, extensive whole- 
sale connections and best references. 
N-535, care of Harpwace AGE, 
St., New York 17, N. Y. 


mill sup- 


Address Box 
100 East 42nd 





WANTED—NEW AND EXTENDED LINES 


in Power—Mechanic and Hand Tools, Allied and 
Kindred Hardware Items. 
ested in acquiring N. W. Distributorship Top 
Lines. 
tral Wholesale Location provides large expansive 
warehouse facilities. 
let.) Wide dealer following—ageressive promo- 
tion and marketing background. What have you? 
Address Minnesota Wholesalers, 
Robert St., St. Paul, Minn 


Also intensely inter- 
Our “New” March 1st Minneapolis Cen- 


(Also additional space to 


Inc., 92 South 

















[Accounts Wanted | 


Sales Representative, New York, 
Syndicates, desires to contact manufacturers of 
Hardware Specialties, 
for 5¢ to $1.00 Chain Stores. 
experience, an extensive following. and can mar- 
ket your products in volume. 


ITEMS 


covering big 


CHAIN STORE 


or Housewares, suitable 
Have 20 years’ 


Quick action, com- 





ESTABLIS SHED 
Building Material Jobbers in New Jersey. Can 


Box N-538, care of Harpware AGE, 
42nd St., 








MANUFACTURER'S _ REPRESENTATIVE 


WITH MIDTOWN NEW YORK OFFICE will 
sive your line conscientious coverage on com- 
mission basis. 
42nd St., 


Address Zelda © mene 100 East 
N. 


New York 17, 





REPRESENTATIVE 
Paint, 


MANUFACTURERS’ 
contacting Hardware, 


Address 


ndle other major lines aggressively. 
190 East 


New York 17, N. Y. 


WaRE AGE, 
ms &: 


basis. Renly Box N-516, care of Harn- 


190 East 42nd St.. New York 17, 














LINES WANTED 


E. C. (Ted) Bailey, 32 years Greenfield Tap & Die 
Corp., reeently East. Dist. Mor. establishing Manufac- 
turers Agency business. Wants Cutting Tool and Other 
High Quality Lines Merit, exclusive representation 
basis, all or part Met. N. Y., N. J., East Pa., Del., 
Md. & D.C. Write— 


BAILEY TOOL & SUPPLY CO. 
53 Park Place New York 7, N. Y. 








MO.-KANS.-IOWA-NEBR. 


ESTABLISHED EXCLUSIVELY IN HARD- 
WARE AND HOUSEWARES. ONE SALESMAN 
AND MYSELF SELLING. WANT TO SELL 
FOR ONE MORE GOOD MANUFACTURER, 
POTENTIAL INCOME EXPECTED, $5,000 
MINIMUM. 
Address Box N-533, care of ot / a 
100 East 42nd Street, New York 17, 














Attention Hardware Manufacturers 


Established Manufacturers Representative in 
Indiana and Michigan calling on Hardware 
Dealers with One Line wants Another Good 
Line. Best references. Financially responsible. 


HENRY L. MORSE 


3137 Park Ave., Indianapolis 5, Indiana 











Are You Getting Export Business? 


Are you looking for an export distributor who will really 
sell your products? We regularly contact hardware dis- 
tributors all over the world. You will be relieved of all 
details of export licensing, packing, and accounting. 
You will receive cash on your terms. Write to 


S. F. APPLIANCES, LTD. 
595 BROAD AVENUE ~~ RIDGEFIELD, N. J. 




















WAREHOUSE—DISTRIBUTION 


now available in Pittsburgh, Pa., for a manufacturer 
who wants the added benefits and business of customer 
service and convenience in the lucrative tri-state area. 
An established hardware, mill supply, or electrical ac- 
count considered to be warehoused and sold with AAAI 

urer established in this territory over 50 years. 


Reply W.T.C., F-8 Pyramid Dr., Pittsburgh 27, Pa 











(Classified Opportunities continued on page 134) 
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| Accounts Wanted 1] — Positiows Wanted “||| Business Opportunities | 








RETIRED RETAIL HARDWARE DEALER 
CALLING ON TRADE in Southern California 
would be interested in Items of Merit. Write 
N. L. Maguire, 5530 Radford Ave., North Holly- 
wood, Calif. 





I AM SELLING OVER 300 WELL RATED 
RETAIL HARDWARE STORES in the States 
of Oregon, Washington, Idaho and Montana. 
Cover the territory twice a year. Must be substan- 
tial line. If connection is made will mail you 
orders Jan. 18th. Address W. M. Clark, P.O. 
Box 2248, Portland 14, Oregon. 





LEADING PAINT AND BRUSH DISTRIB- 
UTOR equipped with 15 man sales force now 
calling on paint, hardware and housefurnishings 
stores desires to take on allied lines. Will pur- 
chase direct or sell on commission basis. Ad- 
dress Box N-536, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 





AGGRESSIVE SALES ORGANIZATION 
WITH 3 MEN COVERING the Hardware, 
Housewares and Builders’ Hardware Fields in 
the 11 Western States desires Additional Na- 
tionally Advertised Lines on a commission basis. 
Address Box N-547, care of Harpware AGF, 
100 East 42nd St., New York 17, N. Y. 


SALES REPRESENTATIVE, YOUNG AND 
AGGRESSIVE SALESMAN SEEKS NOVEL- 
TY LINES for Chain Stores and Wholesale 
Distributors for complete coverage in Metro- 
politan Area and Surrounding Territory. Refer- 
ences furnished. Address Box N-541, care of 
ae Acr, 100 East 42nd St., New York 


17, 


MANUFACTURERS REPRESENTATIVE 
calling on Electrical, Hardware, Housefurnish- 
ings, Automotive Mill Supply and Paint Supply 
—Jobbers Onlv—in the New York City Area, 
Westchester, Nassau and Suffolk Counties; De- 
sires Two Additional Lines; Straight Commission 
Basis; Aggressive Representation with your sam- 
ples, Guarantee results. Address Box N-543, 
care of Harnware Ace, 100 East 42nd St., New 
York 17, N. Y. 


MANUFACTURERS’ SALES _ AGENTS ATTENTION MANUFACTURERS the Classified Opportunities 


calling on Hardware and Plumbing Jobbers de- 
sire Additional Lines. Aggressive personal rep- 


resentation in Louisiana, Mississippi, Parts of ish materials or parts? We are cash buy- 
Arkansas, Texas, Tennessee, Alabama and ers. Send details, samples. 


Georgia. Full information given your inquiry. 


Can handle another major line, following your THE BELL COMPANY 


sales policy to the letter. Address Box N-542, 3742 MONTROSE AVE. 100 East 42nd St. New York 17, N. Y. 
care of Harnware Ace, 100 East 42nd St., New CHICAGO, ILLINOIS 
York 17, N. Y. 
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THOROUGHLY EXPERIENCED HARD- HARDWARE — SALES $4,000 MONTH. 
WARE, INDUSTRIAL AND MILL SUPPLY | Complete line also appliances; same owner 24 
MAN. Experience, covering period of 25 years, | years; busy industrial Western New York city 
embraces complete management, purchases, sales | 11,000; attractive brick building; large attrac- 
and pricing. Also thoroughly familiar with | tive store, modern equipped; $15,000 clean stock; 
Branch operations. Age 42 years. Exceptional | fine for couple; owner retiring; sell complete; 
business record and best of references. Prefer | with property; priced for quick sale; rare op- 
Metropolitan area. Address Box N-545, care of | portunity. Address Apple Comnany, Brokers 
Harnware Ace, 100 East 42nd St., New York | 1836 Euclid Ave., Cleveland 15, Ohio. 
oo> Wes. Be 








HARDWARE — SHEET gen Western 

WARE | New York; City 7,000 population; same owner 
RETAIL AND EWHOLESALE Ro house- | fifty years; three story brick building; business 
ware appliances, building material, etc., seeks | center; completely equipped; shop in rear, $22,000 
Part-Time Position with retail hardware store in | Stock; excellent condition; opportunity for young 
New York or Long Island, Evenings and Satur- | couple; owner retiring, sell complete with prop- 
davs, age 32. Married. Excellent references. | etty; price $35,000 for quick sale, rare buy. Ad- 
Address Rox N-513, care of Harpware Acz, 100 | dress Apple Company, Brokers, 1836 Euclid Ave., 
East 42nd St., New York 17, N. Y. Cleveland 15, Ohio. 





EXPERIENCED WHOLESALE SALES- | SIGNS & SHOWCARDS 7 x 11. Showcard 
MAN can produce General Hardware, Major Ap- printed in 2 colors to your copy only _ bee 
pliances, Sporting Goods and Housewares, age 27, | P8Y Postage. — for free . = — 
college, desires Position with reliable jobber, dis- | S¢TV!C¢- We ma Ke Peal e gy Mee saeceang St an 
tributor or manufacturer Southeastern Michigan | Signs of all kinds especially for I eo enn 
and/or Northwestern Ohio Territory, good fol- | Address Merchants a Service, 6349 Nort 
lowing, ton trade references, new car. Address Clark St., Chicago, Tl. 

Rox N-539. care of Harnware Ace, 100 East 
42nd St., New York 17, N. Y 








WANTED 


POSITION WANTED — MANAGERTAL PAINT, HARDWARE AND HOUSE FURNISHING STORES. 


POSITION WITH WHOLESALE HARD- “SUBSTANTIAL BUYERS WAITING."’ NO OBLIGATION 
WARE FIRM DESIRED by capable, experi- TO LIST WITH US. WE ASK FOR NO OPTION AND EX- 
enced ex-hardware man. (15 years’ experience.) PECT NO EXCLUSIVES. EST. SINCE 1918—FOUNDED ON 
Currently employed (for past 7 ee =. an FIDELITY. 

executive with major company. nows selling, 

merchandising and ‘ handle personnel. Wants GOLDEN REALTY COMPANY 

to get hack into the hardware field. Can furnish 2525 BROADWAY, NEW YORK 25, N. Y. 


hest of references. Address replies to Box 
N-522. care of Harpware Ace, 100 East 42nd 
St.. New York 17. N. Y. 


——____—__—— WHEN YOU WANT TO BE HEARD 




















Will Purchase For Cash 
ENTIRE STOCKS & FIXTURES 


of HARDWARE STORES 
Also Close-Outs & Job Lofts. 


Wm. Broudy 


72 Sumner Avenue, Brooklyn, N. Y. 
Tel. Evergreen 8-2547 














Speak to the right "class"—in 


Do you have any surplus goods, discon- a 
tinned merchandise, close-outs, raw or fin- Section of 


HARDWARE AGE 
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THE LEADER SINCE 1872 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 

Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11, N.J.,U.5.A. 
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STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 














DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 








Manufactured by " 
eI) RUDOLPH POULTRY EQUIPMENT CO.<: 


Vineland, N. J. va 




















Designed to an- 
swer EVERY pin- 
up and hang-up 
need. Sell them to 
your customers 
with COMPLETE 
CONFIDENCE, 
Nationally adver- 
tised. 





For HANGING UP things / 
* MOORE Picture HANGERS 














Kilgore’s 
PLASTIC MIXING BOWL SET 


.. . has many advantages! 


Wide and deep. Made of Poly- & 
styrene that withstands several 
minutes boiling. Light weight 
—easier to use and handle. 
Ideal for all culinary uses .. . 
just the thing for popcorn and 
snacks. Bowl diameters are 1014”, 83/4,” and 63/,". Beautiful 
colors—Kitchen Red, Delphinium Blue and Daffodil Yellow. One 
howl of each color to a set. About $1.50 retail. Sets individually 
hoxed—!4, doz. to a shipping unit. Bowls available individually. 


THE KILGORE MANUFACTURING CO. 
Westerville, Ohio 












Tools, Brooms, 
Implements or any- 
thing with a handle. 


SMALL - MEDIUM - \ i r 


LARGE. ADJUSTS IN A JIFFY 
mle) See ass SG IL ICMEFASTENS TO ANY WOODWORK 
The Favorite With Home Workshop ‘’Fans” 


Just Ask Your Jobber 
PLATT CO., Fairfield, Conn. 









ARTHUR I. 








Sold by leading jobbers 


SUPERIOR 
FAUCET 
INSERTS 

Stop Faucet Leaks 


- 
Make old faucets 


better than new 


SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 




















GET EXTRA SALES, EXTRA PROFITS . . . 
SELL MILLER SAFETY HITCH PINS 


You add real dollar volume to your hardware 
stock with these fast-selling MILLER PINS. Fill 
a big farm need. Case-hardened, handy handle, 
safety features. Going great guns everywhere. 
Big value too. Popular %” size sells for only 
85¢ (5¢ higher West Coast). - 


16 DIFFERENT SIZES MEET EVERY HITCH PIN NEED! 


ASK YOUR JOBBER TODAY, OR WRITE FOR 


MILLER PRODUCTS CO. 


713-723 Cherry St. Des Moines, lowa 


(Jobbers, some choice territories are still open) 
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CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 
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6 TIMES AS FAST 
AS HAMMER & TACKS 





There’s no substitute 
for the Speed and Service of 


STAPL-ON 


SELLS FASTER 


BECAUSE IT 


WORKS FASTER 








INDUSTRIAL AND OFFICE 
STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 














ROYAL ELECTRIC CO., inc. 


PAWTUCKET + RHODE ISLAND 
rs of 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 








Security Hardware 
that you can sell 
to stay sold! 


KEY BLANKS 
KEY CUTTING MACHINES 
NIGHT LATCHES * 
PADLOCKS 
DOOR CLOSERS 


INDEPENDENT LOCK CO. 


FITCHBURG, MASS. 


DEAD LOCKS 


ge aucnes ‘n 


+ 
o * 
- oO 
‘Neipat © 


Genuine DOMES of SILENCE 
SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10¢ SET SAVE FURNITURE & 
FLOORS-CREATE QUIET 


Name ''Domes of Silence’’ 
on each genuine Glide. 











50c SET - 15c¢ SET - 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. 
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Lerio Corp. 
Ubbey Glass Div. Owens-Illinois 
Glass Co. 
Listo Pencil Corp. ............... 127 








M 
Mock Molding, Inc. .............. 126 
ee GO. THR sescersccesooeses 99 
Marshalitown Trowel Co. ......... 131 
Mettecs Wie. Ge. ............. @ 
McAleer Mfg. Co. ............ 125 
McGill Metal Products Co. ..... 128 
Miller Products Co. ........- 135 
Miller, Inc., Robert E. ......... 136 
Miaute Mop Co. ..............- 131 
Mit-Shel Stamping Mfg. Co. 20 
Moore Push Pin Co. ............ 135 
Myers & Bro. Co., F. E. ..... 31 
N | 
a eee ere 135 
National Mfg. Co. ..........----. 93 
National Screw & Mfg. Co. ..... 139 
Nicholson File Co. ........--+-+-- 32 
Noblitt-Sparks Industries, Inc. ... 165 
| 

° 
| 
Oster Mfg. Co., The 123 | 

P 
P&C Hand Forged Tool Co. ... 16 
Packard Mfg. Corp. .............- 110 
Pascagoula Decoy Co. .......... 87 
OER GONE, ..scccccccresces 9 
Peerless Level & Tool Co. ...... 138 
Peerless Pump Div. .............. 106 
Pekin Specialty Co. ............ 93 
ey SE TRY, ciscessccesecos 16 
Phoenix Table Mat Co. ......... 22 

Pittsburgh Plate Glass Co., Store 

MEMES susensuadsccassh wena 29 
Platt 2 Co., Arthur |. ........... 135 
2 Serer 62 

R 


Reardon Laboratories, inc., W. G. 95 


Red Devil Tools ..............05- 135 
Republic Steel Corp. ........... 37 
Robeson Cutlery Co., Inc. ...... 99 
Roebling's Sons Co., John A. ... 25 


Royal Electric Co., Inc. ......... 136 





Rudolph Poultry Equipment Co. .. 135 


Russell, Burdsall & Ward Bolt & 
DP ccccnnapaawaduaeceie@ents 115 
Ryerson & Son, Inc., Jos. T. 51 


s 
Schwartz Mfg. Co. iat cas ae 
Scovll Olle. Co. ....00000.- coe 
Sharon Bolt & Screw Co.......... 124 
Sheffield Bronze Paint Corp. ..... 103 
Shelby Spring Hinge Co. ..... 121 
Skillman Hardware Mfg. Co. ... 127 
Slaymaker Lock Co. ............1, 72 
Southern Screw Co. ........ 109 


Southington Hdwe. Mfg. Co., The 103 
Standard Dry Wall Products Co. 85 


Star Heel Plate Co. ............ 129 

Superior Valve Mfg. Co. ........ 135 

Swartzbaugh Mfg. Co., The ..... 75 

Swift & Co Saedtee 120 
T 

Templeton, Kenly & Co. ... 130 

Toastmaster Products Div. ... 65 

Toastswell Co. sinedeneinay oeaia 24 

Turnbuckles, Inc. ........... 125 
U 

Union Steel Chest Corp. ...... 8! 

Union Steel Products Co. ...... 66 

United States Steel Corp. 5 
v 

Vaughan & Bushnell Mfg. Co. . | 

Vital Products Mfg. Co., The .... 119 
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Wolker-Turner Co., Inc. ......... !7 


Warren Dado Sawing Washers Co. 123 


Wenzel Tent & Duck Co., H. ....14-15 
Westfield Mfg. Co. .............. 67 
Wheeling Corrugating Co. .... 27 
White Mop Wringer Co. ........ % 
ee son FF 
Whitehead Mfg. Co., Jud ..... é 
Wickwire Spencer Steel ........ . 7 
Wooster Brush Co. ............. 2 
Y 
Yale & Towne Mfg. Co. rae 3 
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y 0 U e 
Look For the Artists’ Initials 


for a year of good business 


To our many customers and friends, we extend our appreciation for 
your unbounded faith ir. Rio Grande Woodenware. We are looking 
forward to the same pleasant business relationships throughout the 
coming years. May the rewards of your efforts be great for the past 
year, and to all, we wish health and prosperity for 1950. 





2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 


























WRITE FOR OUR CATALOG 
of PROFIT MAKERS 








HALL-WESSEL CO. 
2116-26 W. Nicholas Street 
PHILADELPHIA 21, PA. 

























A BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 





in 
boxes 


M. GRUMBACHER 


464 WEST 2th STREET NEW YORK | WEW YORE 


Send for Descriptive Folder. 





Order from your Jobber 





137 











I a ee 


6 
6 


! 


I'm the new Eaglet +33 all- 
purpose pump oiler sure to 
make a hit and sell fast! I'm 
the most reasonably-priced 
pump oiler Eagle's ever made. 


I'm the customer's dream of an oiler that is 
economical as well as dependable. Easy to oper- 
ate, clean to use, guaranteed against leakage 
are a few of my good sales points. 

Just what's needed for oiling motor-driven 
tools, home appliances and other varied work- 
shop and garage uses. 

Order today . . . the new colorful Eaglet 33 
display carton helps spur sales. 


EAGLE MANUFACTURING COMPANY 


DEPT. HA-D49 WELLSBURG, WEST VIRGINIA 





! 
in 
! 
! 








CONGRESS 


iad 


PULLEYS 


For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 


—byhi 
DRIVES. 


GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST 


CONGRESS *::::°° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 








A DEALER-DESIGNED DEAL 
(=~ -thati Cummins 
7? PORTABLE TOOLS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars... from 
modern quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 

; Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 


CUMMINS PORTABLE TOOLS 


4740 North Ravenswood Avenue 
Chicago 40, Illinois 


Model 150— %-inch 
General Utility Drill -$20.95 


Model 200 
Ya-inch Drill -$39.95 


Model 607 BalanSaw—$62.5@ 
($68.00 with steel case) 


Model 425 
Y%-inch Drilli—$33.00 


ASK YOUR JOBBER: 


Peerless 


Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


(@abr-be-vela 
Tested. Made f: 
fine, seasoned wor 
« 
i dclod d-to Mm baWietethaicltt-) meta celery 
A, Zovaceek-betjobbomaet-tan et-(ieot-(e(e aaaeL 
a leader for over 30 years. 
a 


Sold only through recognized jobbers. 
Write for new Peerless literature. 


LEVEL & TOO 
COMPANY 
STERLING, ILLINO!: 
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